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State of the Nation’s Economy: 
Up 


InpvustTRIAL OutTPpuT—Stood in May 

s 125 percent of the 1947-49 aver- 

. This was 2 percent above the 

' figure and the first increase 

over the preceding month since last 

July, according to Federal Reserve 
Board. 


Rerau. Sates—Totaled $14.3 bil- 
lion in May, an increase of $36 
million from April, according to 
Commerce Department. Sales in 
the automotive group totaled $2,- 
841,000,000, compared with ap- 
proximately the same amount in 
April 
Exports — Totaled in first four 
months $4.1 billion, about 1 percent 
higher than a year ago, according 
to Commerce Department. 

* * * 


Down 

. Business Inpex—Physical volume 
of business in latest week reported 
declined to 98.6 percent of the 1935- 
1989 base jndex from 99.2 in the 
preceding week, according to 
Barron’s. « 

Store Sates — Department store 

es. in-latest week reported were 
18 percent below the like 1953 week, 
according to Federal Reserve 
Board. 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


158,642 


135,046 133,673 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, Page 66. 


The et ee of the Industry 


UU 


Auto Output Holds 


To Lower Level; 


135,046 in Week 


Cars Are Up Slightly; 
Scheduling Returns 
To Pre-Spring Basis 


By Bob Sheldon 
Associate Editor 
c~ production picked up slight- 
ly last week, but in general, 
operations in U. S. auto plants held 
to the relaxed pace adopted fol- 
lowing Memorial Day. 

Automotive News estimates put 
last week’s turnout at 114,367 
cars and 20,179 trucks—a total of 
135,046 vehicles. The previous 
week’s yield was 113,568 cars and 
20,105 trucks for a total of 133,- 
673. 

The slackening in output marks 
a return to production rates pre- 
vailing before the industry’s spring- 
time buildup. For example, General 
Motors’ car divisions have turned 
out about 60,000 units in each of the 
last two weeks. Once in April they 
topped 68,000. 





* * * 


ae production cutbacks for 
the industry as a whole have 
thus far been moderate, the ap- 
proach of the traditional July 4 
turning point in the market has 
given birth to rumors of large-scale 
slashes in output. 


None of these rumors, circulat- 
ing mostly among auto dealers 
and factory workers, has been 
verified. 

The Big Three continued last 
week to build\around 110,000 cars. 
Its share represented 95.3 percent 
of the total, as \against 96.9 percent 
the week before 

~*~ * * 
OE reason Yor the improved 
showing of the independents 
was the fact that\ Studebaker re- 
opened its main asgembly plant in 
(Continued on Pagp 66, Col. 1) 
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Profits Scrape Bottom 


Dealer Net Plummets to Postwar, 
Down from 4.4 Pct. 


ROFIT results for franchised 

dealers during the first quarter 
of 1954 hit a postwar low, according 
to a detailed report released last 
week by NADA’s business manage- 
ment committee. 

The average operating profit 
of NADA members covered in ¢ 


Sales Pace Eases 
But New Cars 
s* + 
Top 2!2 Millia 
By Bob Liene 
Staff Writer 
EW-CAR sales are till close to 
the blistering pacefset last year, 
but lost a little grougid during the 
past month, an analygis of the mar- 
ket showed last wee 

As of today (J 
ing to Automot 
mates, 1954 ne 
total 2,547,123. 
last year, pro-# 
1953 new-car 
332. 

At the cugfent estimated daily 
rate of 19,280 sales, dealers are 
running a fhade less than eight 
days behindflast year. 

x = = 
MONTH ago, 1954 new-car sales 
totalsfindicated that the pace 
was a bifless than seven days be- 
hind 19%. In the selling period 
since th@h, accordingly, another day 
(C@itinued on Page 62, Col. 3) 


p 21), accord- 

e News’ esti- 
y-car sales will 
the same date 
ing June totals, 
les totaled 2,699,- 


| Air View Shows Vastness of Chrysler's New Proving Grounds— 

Here's part of the testing area of the Chrysler Engineering Proving Grounds, opened last week near Chelsea, Mich., approxi- 
mately 60 miles west of Detroit. The oval track in the center isa six-lane concrete test track 4.7 miles in circumference. Along 
“two sides of the track are two separate straight-away strips 2.2 and 1.6 miles in length. A portion of the 8.4-mile gravel en- 


durance road which encircles the area is shown in foreground. 


In upper right center are test garage and office building. 





ow of .8 Pct., 
fst Year 


committee survey was 0.8 percent 
for Zhe first three months, com- 
paged with 4.4 percent for the 

ne period of 1953. 

e previous low for a postwar 
first quarter was 1952, when opera- 
ting profit was 2.5 percent. 

* + * 
7 NADA survey split dealers 
polled into four volume groups, 
based on 1953 retail deliveries as 
follows: Group I, 1 to 149; Group 


See Tables, Pages 59 and 61 


II, 150 to 399; Group III, 400 to 749, 
and Group IV, 750 and over. 
Each group showed a far smal- 


ler operating profit for the quar- 
ter than it did last year. Group 
Ill made the best showing, with 


an operating profit of L.7 percent. 
But in 1953, that group had aver- 
(Continued on Page 59, Col. 1) 


Top Cars 

New-car registrations for four 
months, plus four states for May: 
1954 Pos. Make 


Chev. 
Ford 


For further details, see Page 50, 
today’s issue. 


1953 Pos. 


Contract Survey 


Also in Works 


Western Dealers Win 
Support in Drive 
For Uniform Prices 


By Bob Finlay 

Managing Editor 
ADA directors moved on several 
fronts in Detroit last week to 
overcome a multitude of problems, 
after conceding defeat at the hands 
of the Department of Justice to get 
a@ go-sign on an anti-bootleg clause. 


Frederick J. Bell, executive 
vice-president, told directors 
NADA was now embarked on the 
Congressional route to get relief 
in the bootleg-car fight. A bill was 
introduced in the Senate last 

week. 

Bell and President Charles Freed, 
Salt Lake City DeSoto-Plymouth 
dealer, told auto makers that they 
would seek to meet joint problems 
in the family with an understand- 
ing and cooperative attitude. 

* * * 
A BROAD action program was 
considered by directors. 
Directors approved funds to set 
up research studies preparatory 
to moving ahead on freight equal- 
ization and factory-dealer con- 
tracts. 

It is understood that this fact- 
finding preparation will be applied 
to all future NADA projects. 

Also approved was a program on 

(See NADA, Page 10, Col. 5) 
* * * 
= e 
Justice Dept. Kills 
Bootleg Proposal 
By William Ullman 
Washington Correspondent 
ASHINGTON.—Almost immedi- 
ately following the news that 
Senator Everett Dirksen, Illinois 
Republican, had introduced 
an NADA-sponsored anti - bootleg- 
ging bill in the Senate, came the 
report last week that the Depar*- 
ment of Justice had officially turned 
down the association’s second pro- 
(Continued on Page 8, Col. 1) 


Chrysler Opens Test Area 
In New Competitive Bid 


By Sam Sampson 
Staff Writer 

IHELSEA, Mich.—A major bid to 

meet competition was made 
here last week when Chrysler Corp. 
dedicated its new 4,000-acre prov- 
ing grounds in a full day of activi- 
ties for 600 newsmen. 

L. L. (Tex) Colbert, president 
of Chrysler Corp., declared that 
the new proving grounds repre- 
sented something more than “a 
means to an end—something more 
than an outdoor testing labora- 
tory.” It is part of the “Chrys- 
ler idea,” he said, to “improve 
the product, cut costs and sell 
harder and more effectively.” 

“No one in this organization has 
any illusions whatever about what 
t takes to meet and beat competi- 
tion,” Colbert said. “Everyone in 
this organization is pouring out his 
energies, talents and enthusiasm 


toward making the Chrysler future 
even greater than the Chrysler 


past. 
> + * 


AMES C. ZEDER, vice-president 

in charge of engineering and re- 
search, pointed out that the facili- 
ties were built for future needs as 
well as for today. 


“We're thinking as far ahead as 
we can,” Zeder said. “We've tried 
to design our facilities for the kinds 
of cars and the kinds of testing 
we'll be interested in for years to 
come.” 

Part of the new facilities—the 

(Continued on Page 65, Col. 1) 








AUTOMOTIVE NEWS, JUNE 21, 1954 


Through Economics, Not Investigations, Says Briggs . . . 


End of Crazy Market Forecast 


5 Millionth Pontiac Makes Its Bow— 


Robert M. Critchfield (center), general manager of Pontiac, discusses production of 
the 5 millionth Pontiac with Buel E. Starr (left), general manufacturing manager, and 
H. E. Crawford, general sales manager. The first Pontiac was manufactured in 1926. 


Ruling Improves 
Tax Situation 


For Car Leasers 


WASHINGTON. — The stringent 
rule affecting the computation of 
income by persons engaged in the 
renting or leasing of automobiles, 
announced last June in Revenue 
Ruling 108, has been substantially 
modified by the Internal Revenue 
Service in its new Ruling No. 229, 
issued today (June 21). 

Ruling 108 held “that a taxpayer 
who customarily buys automobiles 
at wholesale prices, or at fleet dis- 
counts, and, after leasing them for 
a period substantially less than 
their normal useful life, sells them 
at wholesale or retail prices, may 
not treat the gain or loss from such 
sales as gain or loss from the sale 
or exchange of property used in the 
trade or business of the taxpayer 
for the purposes of Section 117(J) 
of the Internal Revenue code.” 

The revenue service announced 
that this ruling was intended to 
apply to cases where dealers or 
other taxpayers acquire automo- 
biles at wholesale or at “fleet” 
prices substantially less than re- 
tail, rent them for a brief period, 
and after deducting depreciation, 
sell them at retail, thus realizing 
substantial profits which are re- 
ported as capital gains. 

The new ruling recognizes the 
leasing or renting of automobiles 
as constituting a bona fide business 
for many taxpayers and that tax- 
payers engaged in this activity as 
a sound business practice must dis- 
pose of the vehicles at a time when 
it is no longer profitable to continue 
using them as rental property. 

When it is found that this is the 
case and that the taxpayer, as a 
matter of fact and in good faith, is 
engaged in the business of leasing 
or renting automobiles, Revenue 
Ruling 108 will not be applied. The 
criteria for determining the appli- 
cation of Ruling 108, in its strict 
sense, are the following: 

1. Is the taxpayer primarily en- 
gaged in the business of renting or 
leasing motor vehicles to others? 

2. Does he sell his used vehicles 
at wholesale prices to dealers, 
wholesalers, or jobbers? 

3. Does he maintain facilities 
for retail sale of vehicles, such 
as showrooms, used-car lots or 
sales forces? 

When questions 1 and 2 above 
are answered “Yes” and question 
3 is answered “No,” then Ruling 
108 will not be applied. 

The effect of this ruling, officials 
said, is to permit such taxpayers to 
regard any income achieved from 
the sale of leased automobiles as 
capital gains. It does this by elim- 
inating the strict arbitrary rules 
propounded in Revenue Ruling 108 
and replacing them with a more 
liberal interpretation of the basic 
law. 





Dealer Bankruptcies 
Up Sharply in Canada 
OTTAWA.—A sharp increase in 
failures of Canadian auto dealers 
has been reported by the Cana- 
dian Government, There were 17 
bankruptcies in the first quarter, 
compared with six last year. 
Garage operators’ bankruptcies 
jumped to 19 in the first quarter, 
compared with 12 a year ago. 








——© * * * 





Ford's Millionth— 


The millionth vehicle produced by Ford 
Motor Co. in the U. S. was this Mercury 
Monterey convertible which rolled off the 
line at Lincoln-Mercury'’s Wayne (Mich.) 
plant. At the wheel is Benson Ford, L-M 
general manager. In the center is Del S. 
Harder, manufacturing vice-president of 
Ford Motor Co., and at left, D. J. Bracken, 
general manufacturing manager of L-M. 
The millionth vehicle was produced seven 
weeks before its 1953 counterpart. 


Studebaker, Union 
Cleared of Forcing 


Cars on Workers 


WASHINGTON.—There is no evi- 
dence that Studebaker and its 
UAW - CIO local discriminated 
against workers who purchased 
other makes of cars, a National 
Labor Relations Board trial exam- 
iner decided last week. 

Examiner Arthur Leff recom- 
mended dismissal of a complaint 
of unfair labor practices, filed by 
the NLRB general counsel. 

Leff said he had found no evi- 
dence that the union had a “stated 
policy,” as alleged in the complaint, 
making the purchase of a Stude- 
baker car a condition of employ- 
ment. 


Both company and union officials 
said it was traditional for Stude- 
baker workers to have a strong 
sense of loyalty. They denied, how- 
ever, that there was any formal or 
implied policy which made the use 
of Studebaker cars obligatory. 


Mason Reelected 
As Head of AMA 


DETROIT. — George W. Mason, 
president of American Motors, last 
week was elected to his eighth con- 
secutive term as president of the 
Automobile Manufacturers Assn. 


Other officers reelected at the an- 
nual meeting were H. S. Vance, 
president of Studebaker, and E. J. 
Bush, president of Diamond T Mo- 
tor Car Co., vice-presidents; H. H. 
Curtice, president of General Mo- 
tors, secretary; J. J. Nance, presi- 
dent of Packard, treasurer; Alfred 
Reeves, advisory vice-president, and 
W. J. Cronin, managing director. 

Directors reelected to three-year 
terms were E. D. Bransome, of 
Mack Mfg. Corp.; W. F. Hufstader, 
of GM; P. V. Moulder, of Interna- 
tional Harvester, and Vance. 
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By Bob Finlay 

Managing Editor 
OLD economic facts of life, 
rather than investigations or 
pressure of public opinion, will end 
the present crazy 
auto market and 
return reason and 
balance to the in- 

dustry. 

This viewpoint 
was indicated by 
Clare E. Briggs, 
vice-president in 
charge of Pack- 
ard sales, when 





week regarding a = 
statement that re E. Brisss 
“imbalance between production and 
demand will be corrected during 
1954.” 

Market correction will come, 
Briggs said, through the reaction 
of Ford and GM dealers who are 
selling cars like mad and still be- 
ing pressed financially. 

co * * 

Aismavr there are signs that 

Ford and GM dealers are fed 
up with a situation in which many 
are taking money out of their own 
pockets to put more money into the 
pocket of two makers who are 
forcing the market, he said. 


Briggs asserted that these two 
makers—GM and Ford—are the 
only segments of the industry 
profiting in a market that would 
be good for all, were it not for 
the fact that they are forcing 
cars on the market. 


He pointed out that the gap be- 
tween overproduction, which satu- 
rates the market, and underpro- 
duction, which creates a shortage, 
is a narrow one—about 10 percent. 

Even a little lightening of the 
pressure by the popular makes is 
immediately reflected in improved 
sales for the independents, Briggs 
said. 

* * ca 

RIGGS also clarified Packard's 

position on distributors. Recent 
appointment of Bankston - Hall in 
Dallas, and M. O. Anderson, in Se- 
attle, as distributors, does not in- 
dicate a general return to that type 
of operation, he said. Special cir- 
cumstances brought about those 
appointments, he said, and Packard 
is considering a distributorship for 
only one more area. 

Briggs sees little hope of market 
improvement through Federal in- 
vestigations, such as the FTC mo- 
nopoly probe suggested by Rep. 
Shepard Crumpacker, Indiana Re- 
publican. 

That, he said, might take 10 
years, and by the time it was 


University Honors Seiberling 


AKRON.—J. P. Seiberling, pres- 
ident and chairman of Seiberling 
Rubber Co., last week received the 
honorary degree of doctor of laws 
from the University of Akron in 
recognition of his “industrial and 
civic leadership,” according to Nor- 
man P, Auburn, president of the 
university. 





completed a new cast of charac- 
ters probably would be on the 
automotive stage. 

However, he pointed out, neither 
Ford nor GM can afford to wreck 
their dealer networks. And, he add- 
ed, there are indications of rebel- 
lion among their dealers. 

Some have made themselves 
available to independent makers to 
get out from under the pressure. 


Bankston-Hall, for instance, was an | 


important Ford dealer in Dallas. 
Other Ford and GM dealers have 


asked for Packard selling agree- | 


ments, he said. 
od * * 
OME observers—Briggs did not 
make this statement—see Ford 
and GM in a position similar to 
that of another major maker a 
year ago who seriously weakened 


a strong line of dealers by failure | 


to heed their protests. 
With a good, long-term market 





Edgar Kaiser Moves 


To Oakland Office 


OAKLAND, Calif.— Edgar F. 
Kaiser, president of Kaiser Motors, 
is setting up headquarters in the 
Kaiser Bldg. at 1924 Broadway 
here. 

Although Kaiser is moving his 
office and home here, he will con- 
tinue to spend considerable time at 
the Toledo plant and in visiting 
other interests of the Kaiser indus- 
trial empire founded by his father, 
Henry J. Kaiser. 


Dealer Bargaining Units 








in sight, it was pointed out that 
makers should be building up deal- 
er networks instead of tearing them 
down. 

Briggs predicted that, with the 
cold war getting hotter, defense 
spending would increase. And few 
people, he said, comprehend the 
amazing population growth which 
is continuing in this country. 

“People just can’t seem to get 
enough babies,” he said. 

Meantime, the war babies, which 
started the upward bulge in popu- 
lation, will be joining the work 
force in a few years and will be 


| wanting cars. 


And new industries are growing 
just as fast. The electronics indus- 
try, a war baby itself a few years 
ago, will soon be as big as the auto 
industry, not to mention plastics, 
the chemical industry, television 
and air-conditioning. 

cal * * 


Cr IS this outlook, he says, on 
which he bases a prediction of 
an 8-million car market in the early 
1960s. Surveys by the rubber and 
other allied industries bear out this 
view, he added. 


Briggs sees a good outlook for 
Packard in this coming market. 
Packard is in a favorable position, 
he said, where it doesn’t have to 
make too many cars to be on the 
profit side. Nor do its dealers have 
to sell too many. 

In addition, its dealers are in a 
good position as far as overhead 
(Continued on Page 66, Col. 3) 





Split Up by NERB Ruling 


By Joe Callahan 
Staff Writer 

| pd A ruling that will likely affect 
many future dealer-union nego- 
tiations, the National Labor Rela- 
tions Board last week 
released a decision 
that salesmen and 
shop personnel may 
not be lumped to- 
gether in one unit 

unless all parties request it. 

This was a reversal of the 
famed “Bogalusa decision” which 
required that salesmen and me- 
chanics must belong to the same 
bargaining unit in “small” deal- 
erships. One weakness of this 
ruling was that “small” was never 
adequately defined. Some bar- 
gainers claimed that it referred 
to all dealerships. 

The new NLRB ruling, made in 
the case of Babb Motors, Paducah, 
Ky., where an election of shop 
workers was ordered, clearly states 
that the single bargaining unit 
must be requested by all parties— 
the employer, the mechanics and 
the salesmen. Clerical help is in- 

cluded in the salesmen’s unit in 
this matter. 
* * * 
i PART, the ruling said, “The 
employer contends that because 





New Packard Distributor in Southwest— 


James J. Nance (left), Packard president, attending the opening of Bankston-Hall 
Motors, Inc., Dallas, new Packard distributorship in an area of 170 counties in the 
southwest. Also shown (from left) are W. O. Bankston, president of the firm and 
former Ford dealer; Clare E. Briggs, Packard sales vice-president, and Paul Johnston, 
wholesale manager of the firm and former Packard zone manager. 


of the small size of his establish- 


ment, the employes in question 
(salesmen) should be included in 
the unit. 


“A similar contention was made 
in the Bogalusa Motors’ case and 
was found to be meritorious by a 
majority of the Board. 

“We have re-examined the 
Board’s decision in Bogalusa Mo- 
tors and have concluded that the 
size of the employer’s establish- 
ment should not be controlling in 
the unit placement of salesmen 
and office clerical employes. 

“It is our opinion that there is a 

(Continued on Page 63, Col. 1) 








Jacobson Takes 
Sales Reins at 


Chrysler Corp. 


DETROIT.—Charles L. Jacobson, 
named last week to succeed A. van- 
derZee as sales head of Chrysler 
Corp., has been with the corpora- 
tion since 1925 in various sales and 
managerial capacities. 

Jacobson had been president of 
Chrysler Motor Parts division since 
1949, while vanderZee had been 
sales vice-president since 1938. 


VanderZee, according to Chrysler 
President L. L. Colbert, “will con- 
centrate in a general executive ca-- 
pacity on various phases of the™ 
corporation’s forward-development 
program.” VanderZee, who will be” 
61 next August, started in the auto” 
business in 1914 with Chevrolet. 


Some observers saw in Jacobson’s © 


appointment a furthering of the 


new divisionalization policy of the” 


Colbert regime. To many, vander- 


Zee was a symbol of the former} 


policy of centralized control. 


Jacobson, who was born in 1896 
in Paw Paw, II, joined Chrysler in 
1925. Before World War II, he was 
sales vice-president of the Chrysler 
division. 

Earlier he had been regional 
manager in Minneapolis and other 
parts of the country and finally 
took charge of all retail branches. 

After production assignments 
during World War II, Jacobson be- 
came assistant to the general man- 
ager of Chrysler Corp. in charge 
of subsidiary activities. As pres- 
ident of MoPar, he streamlined 
parts operations for fast service. 

During the war Jacobson was 
assigned to set up Chrysler’s 
(See JACOBSON, Page 64, Col. 3) 
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EALERS continually ask what 
they can best do to counteract 
discount selling by competition. 
Perhaps the best answer is to for- 
get competition and energetically 
pursue your own program. I am 
certain that a dealer who continues 
to think in terms of building a 
customer, rather than making a 
single sale, is a dealer who is on 
gure ground. 

It is certain that 50 million auto- 
mobile owners mean more to auto- 
mobile dealers than the possible 
profit on the five or more million 
new cars to be sold this year. Ren- 
dering satisfactory service to your 
share of those 50 million owners is 
your security. 

This column has run a number 
of ideas that dealers are using to 
combat the upset conditions in the 
present market. I notice one dealer 
the other day had a sign in front 
of his establishment that read as 
follows: 

“We do not criticize the pricing 
policies of competition. They cer- 
tainly ought to know what auto- 
mobiles are worth that are deliv- 
ered through their 
ment.” 


* 
Quality Dealer 
a MANY multi-dealership towns, 
local advertising, listing deliv- 
ered prices, has been helpful in 
stabilizing the market. 

We hear a lot about the big fish 
eating up the little ones. I predict 
that trend will change in automo- 
bile retailing. The volume dealer 
who is thinking only of new car 
sales will eventually be swallowed 
up by the service dealer. The qual- 
ity dealer, not the exploiter, is the 
backbone of this trade. 

It has been recently called to 
my attention that one service 
dealer, Bob Reese (Ford) of To- 
ledo, O., has instituted a cam- 


Colorado Warning 


Out-of-State Dealers Face 


New Restriction 


DENVER.—A ruling by Colorado 
Attorney General Duke Dunbar 
that anyone selling three or more 
cars in one year must be a licensed 
dealer has been termed a highly 
significant decision by Tom Braden, 
Manager of the Colorado Automo- 
bile Dealers Assn. 

Braden said: 

“Automobile dealers in states ad- 
joining Colorado should realize that 
this means if they sell or consign 
cars from their place of business 
to be sold wholesale or retail in 
Colorado, they will be subject to 
heavy fines, including possible im- 
Pounding of their cars unless they 
: have a place of business in 
Colorado and meet all the Colorado 
M@ealer licensing requirements.” 


' 
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By John O. Munn 


establish- | 


paign to help the public differen- 
tiate between the service dealer 
and the other kind. 

Sometimes it takes a long time 
for good acts and good policies to 
make an impression on the public. 
To counteract the present market 
| situation, Reese is sending out 100 
| letters every so often to the leaders 
of the community — businessmen, 
prefessional men, labor leaders, 
| bankers, people who associate with 
;and influence other people. The 
| letter reads as follows: 
UNREALISTIC TRADE-IN 

OFFERS ARE BAIT— 

Toledo Better Business Bureau 


Dear Sir: 

A salesman who tells his story 
with courtesy, honesty and sin- 
cere conviction is doing more, in 
our humble opinion, to keep 
America and Toledo economically 
healthy and prosperous than any 
other single effort. 

One of our salesmen will call 
you within the next few days and 
ask for an appointment. If you 
will be so kind as to give him 
10 minutes of your time, I can 
| promise you that his message 
| will be both interesting and 
profitable to you and your friends. 

Frankly, he will discuss three 
related subjects in the following 
order: 


1. (Here is a brief, energetic 
selling canvas on the product.) 

2. (Here is a brief presentation 
of a quality dealership.) 

8. How to detect the “will-you- 
take” or “price-selling bait” that 
has recently come into vogue and 
has caused an unwholesome sell- 
ing and buying atmosphere here 
in Toledo and elsewhere. As is 
the case with any selling tactic 
that is basically wrong, this prac- 
tice is costing Toledo buyers a 
So sum of money every 

Yy. 

If you are impressed by the 
soundness and sincerity of his 
story, we believe that you will 
profit by passing the word along 
to three of your friends. Thank 
you in advance for your time. 

Very truly yours, 
(Signed) Dan J. Rohyans 
Vice-President. 
+. 





* * 


Copies of Order 


At™™ 100 letters are sent out, 
the names are divided among 
the salesmen who make an appoint- 
ment by telephone. A 10-minute, 
complete canvas has been developed 
for salesmen to use, which is an 
enlargement of the three subjects 
in the letter. 

In connection with paragraph 
three, photostatic copies are shown 
of an order as delivered by a com- 
petitor and the Reese quotation to 
an identical prospect. Reese had 
offered $1,000 for the trade-in. Com- 
petition had blown up the list price 
of the new car so that in fact the 
customer had paid $30 more than 
the Reese deal. 

The prospect had been a long- 
time customer of Reese and 
thought Reese was holding him 
up. He came back to tell Reese 
how he had done much better 
elsewhere. Of course, when the 
facts were pointed out to the 
customer, he was much upset and 
needless to say neither he or any 
of the friends he influences will 
ever do business with the com- 
petition again. 

The sad part of the story, of 
course, is that the dealer who used 
the above tactics benefited, but in 
the long run he ig bound to suffer. 
In the meantime, Reese believes it 
is good business to accelerate the 
time lag when sharp practices 
catch up with the operator. 

There is no copyright on this 
idea, and it is available to any 
dealer. It must be pointed out, how- 
ever, that to avoid any liability a 
copy of the bonafide order of the 
competition must be used for com- 
parison. It’s well, too, to get the 
owner’s approval of such use of 
the order. 









AUTOMOTIVE NEWS, JUNE 21, 1954 





Backstrom Elected— 


Henry Backstrom (left), newly elected 
president of the Washington State Auto 
Dealers Assn., is congratulated by Lee 
Moran, outgoing president. 





Dealer Nominated 
As §. D. Governor 


SIOUX FALLS, S. D.—Joe Foss, 
Sioux Falls Packard dealer, has 
won the nomination for governor 
of South Dakota on the Republican 
ticket. 

Louis Harding, Pierre Ford deal- 
er, and Joe Snyder, Eagle Butte 
Ford dealer, were nominated for 
congressmen on the Republican and 
Democratic tickets, respectively. 

Another dealer, Harold Willrodt, 
of Chamberlain, was campaign 
manager for the winning candidate 
on the Democratic ticket. 

Two dealers, Al Olson, of Clark, 
and Tommy Thompson, of Clark, 
were defeated in the primary. 





W ASHINGTON.—NADA last 
week published the first responses 
from managers of state dealer as- 
sociations on its nationwide poll of 
opinion on the question of reinstat- 
ing territorial security. 

The response indicated that ter- 
ritory security is still a controver- 
sial topic. 

At the NADA directors’ meet- 
ing in Miami Beach, a motion 
was passed that NADA seek ac- 
tion during the present session 
of Congress which would amend 
antitrust laws to the extent neces- 
sary to permit territorial protec- 
tion in factory-dealer franchises. 

Such legislation, if it should be 
enacted, would be only permissive 
and would not require a factory 
and its dealers to reinstate terri- 
torial security. 

Comments published last week 
included the following: 

CoLorapo — “Under present - day 
conditions 90 percent of Colorado 
new-car dealers want territorial se- 
curity . . . It is thought that the 
only dealers not for security would 
be those located .. . close to large 
cities.’"—Tom Braden, manager. 

Missouri — “Missouri dealers at 
their annual convention last 
month showed little or no inter- 
est in discussing possible reim- 
position of territorial security as 
they knew it... 

“However, it is felt that dealers 
... would immediately manifest an 
interest in a prohibitive sale clause 
amendment if the penalty payment 
to the offended dealer represented 
his potential loss of gross profit to 
the invading dealer.” — James A. 
Gorman, manager. 

Montana — “New-car dealers in 


15 Ohio Dealers 
Attract 14,000 


Visitors to Show 


LANCASTER, O.—More than 14,- 
000 persons were drawn to show- 
rooms of 15 participating dealers at 
a four-day open house and auto 
show sponsored by the Fairfield 
County New Car Dealers Assn. 

Alden Dinsmore (Buick), pres- 
ident of the association, termed the 
show a “great success.” 

The show committee consisted of 
Bob McGraw (Oldsmobile), Herm 
Cunningham (Lincoln-Mercury) and 
John Showalter (DeSoto-Plymouth). 


Territory-Security Poll 


Dealers Are Still Divided on Protection, 
Check of Managers Indicates 





| Exceed Total for All 51 or 52... 


Dealer Failures Reach 
101 in Four Months 


NEW YORK. — Business failures 
in the first four months of 1954 
were approximately 40 percent 
higher than a year ago, according 
to Dun & Bradstreet. 

Particularly hard hit, the firm 
reports, have been the retail au- 
tomotive and appliance groups. 
Dun & Bradstreet attributes auto 
dealers’ difficulties to bootlegging. 

During the first four months the 
number of dealers going out of bus- 
iness exceeded the levels for the 
complete 1951 and 1952 years. 

There were 101 failures by auto 
dealers with liabilities amounting 
to $5,127,000 compared with 88 fail- 
ures in 1952 and 80 in 1951. 

Compared with the first four 
months of last year, auto dealer 
failures rose 146 percent while lia- 
bilities increased 109 percent. 

The failure rate of appliance 
dealers gained 53 percent and lia- 
bilities 227 percent compared with 
last year. 

“The rate of failures,’ Dun & 
Bradstreet reports, “in the retail 
automotive group, while not up 
among the leaders, also accelerated 
considerably last year. The rate 
more than doubled last year to 37 
from the 15 failure level of 1952.” 

Geographically, the Middle Atlan- 
tic and Pacific regions showed the 
most failures and the largest liabil- 


ities. However, the largest percent- | 






Montana are evenly divided on the 


question of territory security, The 


association is not asking for this 
protection . . . We do not think 
territory security is the answer to 


bootlegging.” — William H. Fred- 
ericks, secretary-manager. 
Cauirornia — “We find a wide di- 


vergence of opinion in discussing 
the possible return of territorial 
security with dealers in Southern 
California. 


“Most dealers who have had 
experience with it feel that it did 
not work very well and if reim- 
posed would have to be tightened 
and very strict penalties imposed 
.-. A vote here would be, we be- 
lieve, about fifty-fifty .. .”—Mo- 
tor Car Dealers Assn. of Southern 
California. 

Wisconsin — “The latest trend in 
dealer thinking on territory secur- 
ity was indicated at the May 6 
meeting of the board of directors 
of the Wisconsin Automotive 
Trades Assn, At that time a 17 to 
16 vote indicated how even the di- 
vision of personal opinion was on 
this controversial subject .. .” 
Louis Milan, executive vice-pres- 
ident. 
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service groups... 





1955 auto show. . 





















On the House . .-. 


It must have been the heat, for there wasn’t any 
logic in a state association’s charge that auto mak- 
ers “planted” or “permitted to be published” a recent 
article purporting to give details on 1955 model cars. 
If these dealers understood what a free press means 
—and saw the anger of auto makers over the story, 
which hurt their business as much as it did dealers 
—that association would never have made such an 
absurd charge to NADA... 

GM is reported to be sending contract-renewal 
letters to only those dealers it plans to sign up 
again this fall; those who face cancellation have 
not yet been advised either way, it’s understood 

. . Ohio dealer association is seeking a state 

ruling on the validity of the factory’s successful bid on two Buicks 
to be furnished Turnpike commission . 
of Minnesota dealer group, has been named president of the Min- 
nesota Trade Assn. Managers Council, composed of 60 trade and 





Because of date conflicts, Philadelphia dealers have called off their 
. Chicago Ford dealers report used-car sales up 
7.5 percent, inventories down 8.9 percent. Service volume is up first 
time this year, showing 3.8 percent rise; wholesale parts sales in- 
creased 3.4 percent ... Don’t be surprised if the Packard-Studebaker 
merger is completed early this week; that was the word from finan- 
cial circles at Automotive News press time Thursday. 


age increases in 1953 occurred in 
the east south central and west 
south central regions. 

The only area to show fewer 
failures compared with 1952 was 
New England. 

According to Dun & Bradstreet, 
39.1 percent of the failures are due 
to lack of experience in the line or 
lack of managerial experience, 

while 50.3 percent fail because of 
incompetence. 

Approximately 60 percent of all 
failures occur during the first five 
years of a business. 


Writ of Adequacy 
Required for 


N. Y. Used Cars 


NEW YORK.—Beginning July 1, 
dealers selling a used car must give 
to the buyer a written verification 
that the car is in condition to give 
satisfactory service and adequate 
service at the time of delivery. 

The new law, enacted by the last 
session of the State Legislature, 
amends a statute that previously 
required only a seller’s certification 
that the brakes, lights and horn 
were in good working order. 

The new law will extend the cer- 
tification to steering, exhaust sys- 
tem, windshield wipers, rear-vision 


|mirrors, safety glass and direction 


signals. 

Other new laws which go into ef- 
fect July 1 include statutes which: 

1. Permit the use of dealer plates 
by vendee or lessee to operate on 
highways for a period of five days 
after taking possession. 

2. Require the owner of motor 
vehicle to give liability and other 
insurance coverage when making 
application for registration on and 
after Jan. 1. 

3. Permit a tow truck or wrecker 
to display other than a white or yel- 
low light on the front only while 
it is enroute to the scene of an ac- 
cident, at the scene or actually 
towing a disabled car. 

4. Require every motorcycle to 
have a red reflector on the rear. 


178 Bootlegged Cars 


Tallied in N. C. 


RALEIGH, N.C. — Nonfran- 
chised dealers in North Carolina 
sold 178 new cars during May. 

Distribution by make was: 
Chevrolet, 105; Ford, 54; Buick, 
7; Oldsmobile, 4; Pontiac, 4; 
Plymouth, 3, and Cadillac, 1, 

Sales by nonfranchised dealers 
in the first five months total 575, 
as follows: Chevrolet, 312; Ford, 
198; Buick, 21; Plymouth, 19; 
Oldsmobile, 7; Pontiac, 7; Mer- 
cury, 6; Cadillac, 3; Dodge, 1, and 
Studebaker, 1. 












































. . Leo Faricy, manager 


—Perre Wemuorr, Editor 
Automotive News 
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OUR PLATFORM 





AUTOMOTIVE | 
. ™ { |. Fair and equitable contracts between manufacturers and dealers in | 
ti A motor vehicles, parts and accessories; 

a 2. Every dollar of gasoline and oil taxes, collected by state and federal 
t € governments, applied to the building and maintenance of highways; 

z = { 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 





Cautious Moves Commended | 
On Major Issues | 


~ MEETING problems, most of us are usually impressed 
with the urgency of our need, and we want action right | 
now—not next week, or next month. 


That is a normal reaction, and one of the problems faced | 
by NADA directors at their meeting in Detroit last week. | 


| 
With regard to this, the urgency is never so great in | 


a prosperous period as it is in a non-prosperous era. 
Just at the moment there is, as one NADA leader put it, 
““an extreme lack of prosperity.” | 


This is likely to make dealers all the more impatient to) 
get action instead of delay. 


Yet we think that the decision of NADA directors to pre- 
pare the groundwork on two important issues—freight 
equalization and factory dealer contracts—has merit. NADA 
is setting up research funds to get the facts, history and 
trends on these subjects. 


Many dealers may consider this a waste of time. Aren’t 
the facts evident? They’ve been around for a long time. 
Yet what a dealer may consider facts may not impress the 
opposition. To make a case, it is better to have an impartial 
group of researchers gather and assess the facts. 


Markets and viewpoints change rapidly in the auto in- 
dustry. There is always danger of rushing into a situation 
and coming out with something you may not want next 
month. 





For that reason, we think NADA leaders deserve credit 
for proceeding cautiously. As one dealer said, it is almost 


impossible to pull a blanket over dealers. Too many of them| 


are going in different directions. 
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Events 


Dealer Conventions 

Aug.—Automobile Dealers Association of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

Sept. 12-13— South Dakota Automobile 

ealers Association Convention, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

— 17—Kansas Automobile Dealers Assn. 
: nvention, Broadview Hotel, Wichita, 


‘ans. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 19-22—New York State Automobile 

ealers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 21-22—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. 3-4—Oklahoma Automobile Dealers 
Association Convention, Skirvin Hotel, 
Oklahoma City, 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
os Assn. Convention, Buena Vista Hotel, 
iloxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct. 24-26—Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Oct. 31l-Nov. I—I0th Annual Convention, 
Texas Independent Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 

Nov. 7-9—Onio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 

Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 14-16—National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 18-19 — Idaho Automobile Dealers 
Association Convention, Boise Hotel, 
joise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4 — Montana Automobile Dealers 
Assn. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. . 

* 


Dealer Auto Shows 


Jan. 8-16—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 8-16—Washington, D.C. Auto Show, 
Washington, 

Jan. 29-Feb. 6—Detroit Auto Show, Mich- 
igan State Fair Grounds, Detroit. 

Feb. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 12-19—San Francisco Auto Show, Pan 
Pacific Auditorium, San Francisco. 

* * 


General 


June 24-27—National Truck, Trailer and 
Equipment Show, Pan Pacific Audito- 
rium, Los Angeles. 

July 12-16—ATAM Annual Meeting, Broad- 
moor Hotel, Colorado Springs, Colo. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sort, 15-17 — National Petroleum Assn. 
52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22 — Truck Body and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Sept. 23-25—Automotive Parts Rebuilders 
Assoc. Convention and Parts Show, 


Morrison Hotel, Chicago. 


20 Years Ago... 














Letterbox 


letters but you may sign your name 


Who Is He? 


It is not important, but who is 
the fifth man on page 22 of your 
June 7 issue? —Guy E. CaLpWELL, 
Louis- Welling Motors (DeSoto- 
Plymouth), North Little Rock, Ark. 

Eprror’s Note: Our typesetter 
dropped a name. Here is the cor- 

rect lineup: Aage Andersen, Dan- 
ish highway department engineer ; 

T. P. Rhoades, Hudson public re- 
lations director; Andre-Louis 
Aliezaix, assistant prefect of the 
Paris police; Jacques Ricquier, 
automotive editor in Brussels, 
Belgium, and W. H. Thoreson, 


Hudson export director. 
* * ca 


Green Sand Methods 
Commenting on your article “Shell 
Molding Methods Evaluated” 
(Automotive News, engineering sec- 
tion, May 31), I think you have 
covered the thinking on the two 


The Big Story 


Truck registrations for May in 24 states amounted to 16,214 against 
8,714 a year earlier . . . Automotive exhibitors dominated the Century 
of Progress World’s Fair in Chicago last week more impressively 
than at any time since the exposition opened its gates. Ford Motor 


Co. 


inaugurated a series of Detroit Symphony concerts. General 


Motors brought 900 workers from Indiana plants to the exhibit. 
Chrysler Corp. staged a show with Barney Oldfield and his “hell 


drivers” . . 


. Hudson sales in the first five months totaled 60,745 


cars, an increase of 267 percent over the like period in 1933 ... 
Studebaker announced its new line of “Year Ahead” models em- 
bracing a new Dictator, deluxe Dictator, Commander and President. 
Features are power brakes and advanced streamlining. Prices range 
from $695 to $1,135 .. . Plymouth has added a new line, the Special 
Six. Prices start at $560 . . . Chevrolet has brought out a four-door 
five-passenger sedan, the Master Six, with built-in trunk. 


—From the Files of Automotive News. 





‘Forgotten Meem ws ss 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


GOSH! YESTERDAY WAS A 
.. \ MESS. YoU KNOW 1T WAs 
FATHERS DAY AND WE Ler 

B\ DAD SE THE CAR 








WELL Go AHEAD 
ZWD UVst EM 
AND PAY FOR tm _7_— 


—_— 





BACKWARP, TURN BACKWARD, 
OH TIME /N YOUR FLIGAT, 

MAKE ME A BOY AGAIN _, 

YUST FOR THIS:SIGHT 
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with the assurance that it will not be 


processes quite thoroughly. I am in 
accord with that part of the article 
dealing with green sand molding 
methods. 

If we evaluate the casting to be 
made as to flask size and purchase 
a molding machine of suitable size 
to make a mold hardness of 95 
mold hardness, make patterns of 
comparable finish to that of a shell 
mold pattern and use fine enough 
sands with low moisture contents, 
most gray iron castings can be 
made by this method comparable 
in finish and dimensions to either 
of the shell methods.—A. C. Kepp- 
LER, foundry supt., Dodge Main 
Plant, Chrysler Corp. 

7” OK * 


I want to congratulate you on an 
excellent article. I believe it will 
have wide interest.—Darui F. Canis, 
head, Auto Engines Dept., Research 
Laboratories Division, General Mo- 
tors Corp., Detroit. 

ok ok 


Well Done 


The “D” process story that John 
Benedict wrote in your May 31 
issue is very well done. 

We certainly would appreciate 
receiving about 10 copies of that 
issue.—Jess TotH, secretary, Harry 
| W. Dietert Co., Detroit. 

* * * 


* 


Ton Miles Formula 


Would you be kind enough to ad- 
vise us the formula used to com- 
pute ton miles per gallon in Econ- 
omy Runs.—James R. Goon, secre- 
tary, The Western Ontario Sports 
| Car Assn., London, Canada. 
| Eprror’s Note: To compute ton 
miles per gallon, multiply gross 
weight by miles driven and divide 
by gallons consumed. Note that 
weight should include passengers 
and equipment, and that the 
figures should be converted from 
pounds to tons. 
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A Message to the Automobile Industry... 


ere Optimistic 
about the 
Automobile Business 


Ria AS MANY as five million 
new passenger cars are likely to be sold this year, 
1954 will be a year of decision in the automobile 
business. Competent, aggressive dealers and sales- 
men will take advantage of successful merchandis- 
ing and operating methods to consolidate their 
profit position, while others less prepared will not 
be able to meet the competitive conditions of the 
market. 

This is a good time to remember that for more 
than forty years, through good times and bad, the 
business of selling automobiles to the American 
public has been a wonderful calling. We can testify 
to this for we have been associated with the indus- 
try throughout that time. 

From experience, we have learned three impor- 
tant facts. People have never stopped wanting to 
own automobiles. The desire to drive a new or 
better car is instinctive in every American. Also, 


today as in most of the times past, at least 8 out of 


10 families, whose credit is good but whose cash 
resources are limited, must rely on the installment 
method to buy the better automobiles they desire. 

On the basis of these convictions and in the 
tradition of service which we have always sought 
to render the automobile industry, we have devel- 
oped a new program for helping automobile sales- 
men to close more sales—and to do it more profitably. 

Current conditions clearly require an up-to- 
date analysis of the way automobiles can and will 
be sold. We have just completed such a study, using 
the facilities of our nationwide organization which 
is the largest in size and number of offices. We are 
ready to provide dealers and salesmen with new 
materials and successful, practical methods for 
increasing sales, commissions and profits. In the 
coming weeks, your Universal C.I.T. representative 
will share this continuing program with those in the 
automobile business who are determined to make 


1954 a year of real achievement. 


Universal C.I.T. Credit Corporation 


One Park Avenue, New York 16, N. Y. 


OVER 400 BRANCHES SERVING THE UNITED STATES AND CANADA* 


*In Canada, Canadian Acceptance Corporation, Lid. 
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Salesmen Out in San Francisco Area... 





Strike Cripples 54 Coast Dealers 


OAKLAND, Calif. — A contract 
dispute involving the East Bay Mo- 
tor Car Dealers Assn., representing 
54 dealers in Oakland, Berkeley, 
Albany, Alameda and San Leandro, 
Calif., has resulted in a strike by 
Local 1095 of the AFL Auto Sales- 
men’s Union. 

Across the San Francisco Bay, 
salesmen who are members of 
Local 775 of the AFL Retail 
Clerks Union continued their 
strike against five members of 
the Peninsula Auto Dealers Assn. 
in Redwood City, Palo Alto and 
San Carlos, 

In the East Bay strike, shop per- 
sonnel observed the salesmen’s pic- 
ket lines, and only management 
and non-union office employes were 
working. The strike affected about 
400 salesmen and approximately 3,- 
500 shop employes. 

This was the second time in two 
years that the East Bay dealer or- 
ganization had been struck by the 
salesmen. A two-month strike in 
March, 1952, was settled with a 
compromise agreement. 

The present dispute centers 

about a contract that expired 
Apr. 30 which gave the salesmen 


4% percent commission on the 
retail delivered price of new cars. 

After negotiations with the union 
failed, the dealers invoked a new 
contract increasing the salesmen’s 


Government Study 
Finds Auto Sales 
In May Unchanged 


WASHINGTON. — A preliminary 
report of the Department of Com- 
merce puts May retail sales at $14.3 
billion, or approximately 1 percent 
below April and 3 percent below 
May, 1953. 

In the automotive group, esti- 
mated sales totaled $2,841,000,000, 


about the same as in April, but} 


above the March figure of $2,771,- 
000,000 and below the May, 1953, 
figure of $3,093,000,000. 

The figures are based on ad- 
vance reports from 1,800 retail firms 
which operate a total of 37,000 





stores in the U. S. Since these 
firms are part of a larger group 
which furnishes figures at a later 
date, the estimates are subject to 
revision, s 





Reo Finds Baby Car in Own Backyard— 


For some time, Reo Motors had been looking around for the Baby Reo, a miniature 
1906 model car (see Automotive News, Apr. 5, Page 52). Now it has been found— 
in @ garage operated by a Reo distributor, Carl Hell, of Altoona, Pa. Reo plans to 
exhibit the car at the New York convention of the American Trucking Assns. next 
October, according to Doyle W. Lott, advertising manager. 





Studebaker Puts Peterson | 


On Defense Assignment | 


SOUTH BEND.—P. O. Peterson, 
executive vice-president of Stude- 
baker, has relinquished all other 
duties to devote full time to pro- 
curement and development of Gov- 
ernment defense business. 

Earl M. Douglas, manager of 
Studebaker’s Los Angeles assembly 
plant, has been named to take over 
Peterson’s job as head of all civil- 
ian car and truck manufacturing 
operations. 

The importance attached by Stu- 
debaker to defense business is indi- 
cated by the selection of one of its 
top executives to direct that phase 
of operations, company officials 
said. 

It is expected that Douglas, in 
line with his new position, will be 





Dealer Staffs Paid Off 


In 10,000 Cartwheels 


PORTLAND, Ind.—Members of 
the Jay County (Ind.) Automobile 
Dealers Assn. last week paid the 
wages of their employes in silver 
dollars. The purpose was to call 
the attention of citizens and bus- 
inessmen to the important role 
that auto dealerships play in the 
economic life of the community. 

The dealers have a total of 126 
employes with annual earnings of 
$514,024. The weekly payroll is 
nearly $10,000, 





elected a vice-president at the sont! 
directors’ meeting. 

Douglas has been with Studebaker 
since 1927 in both engineering and 
manufacturing operations, He was 
executive engineer for manufactur- 
ing and service before going to Los 
Angeles in 1947. 

During World War II he worked 
on vehicular experiments. 


Spicer Regains 
Full Jeep Job 


TOLEDO. — J. E. Martin, pres- 
ident of Dana Corp., last week an- 
nounced an increase in jobs at the 
company’s Spicer Mfg. division 
plant here, which he said resulted 
from its resumption of the entire 
production of transfer cases for 
Willys Jeeps. 

Dana was the originator and sole 
producer of these gear-box mechan- 
isms until three years ago, when a 
second supplier secured a contract 
for 40 percent of requirements. 

Increased efficiency in production 
at the Toledo plant was the deter- 
mining factor in Willys’ decision 
again to consolidate transfer-case 
manufacture in the hands of a 
single supplier, Martin said. 

An increase of 20 production jobs 
at Spicer is predicted on the basis 
of current Jeep production. Further 
increases are expected with an an- 
ticipated rise in Jeep manufacture, 
Martin stated. 
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drawing account from $300 to $400) 
a month, and providing a commis- 
sion of 4% percent on the factory 
delivered price, rather than the re- 
tail delivered price. 

Talks were stalemated when the} 
union refused to negotiate unless 
the original contract was put back 
in effect and made retroactive to 
May 1. The dealers offered to re- 
sume talks on the basis of the for- | 
mer contract with the exception of 
the compensation provision. | 

The union posted pickets June 10) 
at Cirimele Ford Sales, in Oakland, 
but withdraw them the following | 
day while special committees ap- 
pointed by the dealers and the! 
union met. The stalemate con- 
tinued, nevertheless. 

On June 12, the union stationed 
pickets at Bob Philippi (Lincoln- 
Mercury) and Jackson-Goldie 
Ford Sales in Oakland. 

The 54 dealers in the East Bay 
Assn. then took the position that 
“a strike against one is a strike 
against all,” and laid off all their 
salesmen at the end of the day. 

The strike was sanctioned by the 
Alameda County Central Labor 
Council and supported by other 
AFL unions. 

In the Peninsula dealers’ dispute, 
the salesmen continued fulltime 
picketing of five dealerships and on 
the weekend pickets appeared at the 
used-car lots of Crown Motor Sales 
(Chrysler-Plymouth), Simpson Mo- 
tors (Buick) and Lutz Ford Sales 
in Menlo Park. 

The Peninsula strike differed 
from the East Bay strike in that 

(1) the Peninsula union’s picket 
lines were being ignored by shop 
personnel, even though some are 
organized and (2) the Peninsula 
(See OAKLAND, Page 8, Col 5) 


Ford to Build Lab 
For Research on 


Manufacturing 


DEARBORN.—Plans to construct 
a new Ford Motor Co. manufactur- 
ing development facilities building 
for research on manufacturing 
methods and processes were an- 
nounced last week by D. J. Davis, 
director of Ford’s office of manu- 
facturing engineering. 

Located at the site of the Lin- 
coln-Mercury division’s general 
parts depot at 12723 Telegraph Rd., 
just west of Detroit’s city limits, 
the new facility will contain lab- 
oratories and testing rooms and 
permit consolidation of five manu- 
facturing engineering development 
departments now housed in various 
buildings at the Rouge plant in 
Dearborn. 

“The basic objective of the new 
manufacturing development facili- 
ties is to accelerate advancements 
in manufacturing methods,” Davis 
said. “In recent years, there has 
been a rapid increase of new manu- 
facturing methods which may be 
applied advantageously to a wide 
variety of processes in the produc- 
tion of automotive parts and com- 
ponents. 

“To develop and keep up with 
the many technological improve- 
ments being introduced in industry, 
and to apply these new methods as 
efficiently and as quickly as pos- 
sible, are the fundamental aims of 
our work.” 

The one-story building will be 240 
feet wide and 360 feet long, contain- 
ing 86,400 square feet of space with 
provision for future expansion, 
Davis said. 








Sandager Named Editor 


For 10th Term in R. I. 


PROVIDENCE, R. I.—Harry 
Sandager, since 1931 a Ford dealer 
in Cranston, has been elected bulle- 
tin editor of the Rhode Island Auto- 
mobile Dealers Assn. for the 10th 
term. 

Sandager, a past president of 
RIADA, formerly worked for the 
Providence Journal and Pawtucket 
Times. 

Sandager has been active in urg- 
ing RIADA to provide equipment 
for hospitals as a public relations 
Promotion. He is a member of 
NADA’s personnel relations com- 
mittee. 





Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


June 16 
(Weather very hot and dealers not 
in the buying mood. Sold 93 cars out 
of 150 offerings.) 

BUICK—’53 Super 4-dr., $1,750*, $1,- 
680*; Special 4-dr., $1,600*, $1,375. 
‘52 RM 4-dr., $1,155* (ps). ’51 RM 
4-dr., $950*; club coupe, $825*; 2-dr., 
$780; Special 2-dr., $855*, $845*. 50 


Super Riviera coupe, $750*; RM 4- 
dr., $600*. 
CADILLAC—’52 (60) 4-dr., $2,150*. 


"51 (62) 4-dr., $1,735*. '49 (62) 4-dr., 
$805*. 

CHEVROLET—’53 Bel Air 4-dr., $1,- 
400; club coupe, $1,185* (ps); 4-dr., 
$1,270; (210) 4-dr., $1,160; 2-dr., $1,- 
250. ’52 SL Deluxe 2-dr., $925, $785*; 
4-dr., $780. '51 SL Deluxe club coupe, 
$475*. °50 SL Deluxe Bel Air, $620*. 
’49 SL Deluxe club coupe, $410. '47 
FM 2-dr., $235. 

CHRYSLER—’51 Windsor 4-dr., $675*. 
’50 Windsor conv., $675*; club coupe, 


$525. 

DeSOTO—’51 Custom club coupe, $750*, 
$685*. 

DODGE—’53 Meadowbrook club coupe, 
$1,025*. °51 Coronet club coupe, 
$695*, $650, $610; 4-dr., $675. °50 
Coronet 4-dr., $450. '49 Coronet 4-dr., 
$360. 


FORD—’'54 Main (6) 2-dr., $1,555, $1,- 
260. ’53 Crest (8) Victoria, $1,475*; 
Main (6) 2-dr., $1,010. '52 Custom 
(8) 2-dr., $1,080; Main (6) 4-dr., 
$945*. '51 Custom Deluxe (8) conv., 
$755; Deluxe (6) 4-dr., $600, $595; 
2-dr., $590, $500. °50 Deluxe (6) 4- 
dr., $505; 2-dr., $450, 2 at $355. °49 
Deluxe (6) 2-dr., $285. °47 Super 
Deluxe (8) 2-dr., $225. 

HUDSON—’52 Hornet 4-dr., $940; club 
coupe, $990*. °50 Pacemaker conv., 
$550. 

MERCURY—’53 4-dr., $1,325. '51 club 
coupe, $800; 4-dr., $775. '49 4-dr., 
$100, $305; club coupe, $275. 

NASH—’51 Statesman 4-dr., $475. ‘50 
Statesman 2-dr., $285. 

OLDSMOBILE—’51 (88) Holiday, $1,- 
020*. '49 (76) 2-dr., $380*. 

PACKARD—’50 (8) 2-dr., $375. 

PLYMOUTH—’54 Plaza 2-dr., 
’53 Cambridge 4-dr., $1,040; 2-dr., 
$900. ’'52 Cambridge 4-dr., $740, $710; 
Concord Suburban, $905. '51 Concord 
4-dr., $475, 2 at $425; Cambridge 4- 
dr., $520; 2-dr., $525. '50 Deluxe 2- 
dr., $310. ’48 Deluxe 4-dr., $200; 2- 
dr., $210. 

PONTIAC — '52 Chieftain Deluxe (6) 
conv., $1,255*. '51 Chieftain Deluxe 
(8) Catalina, $1,075*, $975*. 

STUDEBAKER—'52 Commander 4-dr., 
$705*. ‘51 Commander conv., $665*; 
2-dr., $380. '49 Champion 4-dr., $175. 

MISCELLANEOUS — '49 Ford English 
%4-ton panel, $120. 


$1,220. 


June 9 
(A very good sale. Sold 116 cars 
out of 150 offerings.) 
BUICK—’53 Super Riviera coupe, $1,- 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 44, 45, 46, 47 








OCEAN CITY, Md.—A film ana- 
lyzing the future of the durable- 
goods market highlighted the sum- 
mer meeting of the Maryland Auto- 
mobile Trade Assn., held here last 
week. 


Growing Market Predicted 


Maryland Dealers Gather for Summer Affair, 
See Film on Business Outlook 





735°; RM 4-dr., $1,815*, $1,725*. ‘52 
RM Riviera coupe, $1,255*; Special 
2-dr., $1,000*. '51 Super 4-dr., $850*, 
$820*, $770*; Riviera coupe, $960*. 
"50 RM 4-dr., $560*; Super 4-dcr., 
$665*; 2-dr., $765*, $440*; Special 4- 
dr., $615*. '49 RM 4-dr., $350*. ‘48 
RM conv., $290; 2-dr., $215. 

CADILLAC—’53 (62) coupe, $3,150*. 
’51 (62) 4-dr., $1,730*, $1,520*. ‘49 
(62) 4-dr., $900*. 

CHEVROLET—’53 Bel Air 2-dr., $1,520, 
$1,310. '52 SL Deluxe 4-dr., $850°; 2- 
dr., $980, $900*, 2 at $835*. ’51 SL 
Deluxe conv., $800*; Bel Air coupe, 
$775; club coupe, $650; 4-dr., $520, 
‘50 SL Deluxe Bel Air, $730; 2-dr., 
$510*; 4-dr., $460*. '49 SL Deluxe 2. 
dr., $375. '48 FM 4-dr., $200; 2-dr., 
$190; FL Aerosedan, $200. '46 FM 2. 
dr., $160. 

CHRYSLER—’52 Windsor 4-dr., $1,- 
060*. '50 Windsor club coupe, $640, 
"49 NY 4-dr., $475. 

DeSOTO—’52 Custom club coupe, $900; 
Sportsman, $1,185*. "50 Custom 4-dr., 
$570; conv., $530. 

DODGE—’53 Coronet club coupe, $§1,- 
305; 2-dr., $1,170. '52 Wayfarer 2- 
dr., $605. ’51 Coronet 4-dr., $670. '50 
Wayfarer 4-dr., $440*. '49 Coronet 
4-dr., $365. '48 Coronet 4-dr., $200. 

FORD—’53 Main (6) 4-dr., $950. ‘52 
Main (6) 4-dr., $800. ’51 Custom (8) 
Victoria, $700*; Custom (6) 2-dr., 
$700; Deluxe (6) 2-dr., $625, $460. 
*50 Deluxe (6) 2-dr., $400, $375, $365; 
Custom (8) 2-dr., $550. ’49 Custom 
(6) club coupe, $390, $370; 4-dr., 
$320; 2-dr., $365, $300, $225. ‘40 
Custom (8) 2-dr., $225. 

KAISER—'52 Deluxe 4-dr., $710*. 

MERCURY—’53 Monterey 4-dr., $1,- 
250*. '52 Custom 4-dr., $1,150, $1,- 
090. ’51 Custom club coupe, $710. '49 
Custom club coupe, $410, $360, $355. 

NASH—’52 Rambler club coupe, $750. 
'51 Statesman 4-dr., $480*; station 
wagon, $615. ‘50 Statesman 4-dr., 
$325, $290. ‘49 Ambassador 4-dr., 
$185. '48 Ambassador 4-dr., $160. 

OLDSMOBILE—’53 (98) Holiday, §$2,- 
050*; (88) Holiday, $1,900*. ’50 (98) 
4-dr., $560*; (88) 2-dr., $765*, $700", 


$600. °49 (76) 4-dr., $515*, $245°. 
PACKARD—’50 (8) 4-dr., $335. 
PLYMOUTH — ’'52 Cranbrook 4 - dr., 
$650; club coupe, $500. ‘50 Deluxe 
Suburban, $615; 2-dr., $350. '49 De- 
luxe 4-dr., $265. ‘48 Special Deluxe 
4-dr., $215. 


PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
415*; 2-dr., $1,410*. '52 Chieftain (8) 
4-dr., $1,075*, $975*, $930*. ’51 Chief- 


tain (8) 4-dr., $730*%; 2-dr., $880*. 
’50 Chieftain (8) 2-dr., $550. ‘49 
Chieftain (8) 4-dr., $385*. '48 Tor- 


pedo (8) 4-dr., $250. 

STUDEBAKER — '52 Champion 4-dr., 
$355. "50 Commander 2-dr., $340*. '49 
Commander 4-dr., $260. °47 %-ton 
pickup, $170. 


MISCELLANEOUS—’51 Henry J (6) 2- 
dr., $270. 


television, boats, etc.—is on the up- 
swing and will continue upward 
for the next several years, at least. 

King explained that the middle- 
income class of Americans—earn- 
ing $4,000 to $7,500 a year—is grow- 


More than 150 members of the/ ing rapidly, and that wage earners 


association were present. 

The film, presented by Warren 
King, automotive manager of 
Life magazine, was based on a 
series of articles which have ap- 
peared in Fortune magazine. 

It indicated that the market for 
durable goods — autos, appliances, 





Junked Tags— 


Jess Livingston, Ford's used-car manager 
in the Twin Cities, turns over license 
plates from some of the 504 cars junked 
by Ford dealers in May to Mrs. Mike 
Holm, secretary of state. The cars were 
declared unsafe during the May safety 
drive. The plates are returned to the State 
so the cars cannot be licensed again. 


in this bracket are going to make 
even more money in the future. 


In charge of the meeting were 
Colston Young, Baltimore, asso- 
ciation president, and J. C. Dar- 
rell, Baltimore, general manager. 

Darrell explained the Ocean City 

affair is intended to be an informal 
get-together for brief business dis- 
cussions sandwiched in between 
fishing expeditions. The association 
has been holding such summer 
events since 1920. 


U.S. Tax Bureau 
Sets Policy on 


Demonstrators 


WASHINGTON. — The Internal 
Revenue Service announced last 
week that the determination as to 
whether autos are used as “demon- 
strators” or for company purposes 
depends upon the facts in each 
case. 


If they are demonstrators, the 
service ruled, their sale produces 
ordinary income for dealers. If they 
are used for company purposes, in- 
come from their sale may be re- 
garded as subject to capital-gains 
treatment. 

In the case of W. R. Stephens 
Co., Minneapolis, the tax court 
had determined that automobiles 
that were termed “demonstra- 
tors” by dealers had been pur- 
(See DEMONSTRATORS, Page 60, Col. 3) 
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World’s roughest road is carefully maintained to insure tough going at all times. Here, car and driver take the 
“hump” at high speed, exploring every point of body stress and strain to make these cars safe every way. 1000 
miles on this rugged 10-mile contour course equals 10,000 of normal driving. 


TRIAL BY TORTURE 


... that helps create the 
best 5 cars in the U.S.A:! 


The skidding, speeding, climbing cars shown here are undergoing the 
toughest automotive shakedown known to modern engineering. The place? 
—Chrysler Corporation’s vast new 4,000-acre proving grounds at Chelsea, 
Michigan, where 5,000 miles can tell us more than 100,000 in an owner’s 
hands. The reason?—To maintain and widen the lead in performance and 
quality of each Plymouth, Dodge, De Soto, Chrysler or Imperial compared 
to any and all of its competitors. The result?—The clearest advantages in 


demonstrable value behind the price tag any automobile dealer ever had! 


Wonderful things keep coming your way from 











Sweeping in an endless 4.7 mile oval, the 6-lane high-speed 
test track, most modern of its kind in the world ,permits speeds 
up to 140 miles per hour without side thrust. 









32 per cent grade, equal to steepest in U. S., is daily routine 
on the “endurance run.” Here is where engine, transmission and 
rear end get a thorough “proving” for stamina and ruggedness, 






Anchors aweigh could well be the cry when new models go 
’sousing full speed through the water trough. No possible water 
penetration escapes the scrutiny of hard-to-please engineers, 





PLYMOUTH - DODGE - DESOTO - CHRYSLER - IMPERIAL 


. ++ products of CHRYSLER CORPORATION 


XUN 
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Bill Introduced in Congress i é2 


Justice Dept. Kills Bootleg Plan 


(Continued from Page 1) 


posal seeking the same end in that | 


agency. 

At the close of an hour’s dis- 
cussion with Attorney General 
Herbert Brownell jr., last Tues- 
day, NADA’s Executive Vice- 
President Frederick Bell told Au- 
tomotive News that NADA ap- 
peared to be at the end of the 
line in that direction. Hope now, 
he said, seems to lie largely in 
Congress. . 
Aiming to expidite legislation on 
Capitol Hill, Bell said NADA had 


made necessary moves to have a) 


companion to the Dirksen bill in- 


troduced in the House. If this ac- | 
tion is successful, it would obviate | 


considerable normal delay. 
* * * 


HE Dirksen bill is designed to| 


amend the Federal Trade Com- 
mission act to prevent the sale—or 
so-called bootlegging—of cars and 
trucks by atthorized dealers to un- 
authorized persons for resale. 

Though the congressional route 





may require time for final pas- 
sage, it is generally believed to 
be the best and surest way in the 
long run. 

It was the first thought of the 


sponsors, and Senator Dirksen, that | i : 
| coming elections could mean well 


the bill should be referred to the 
Senate Judiciary Committee, but it 


was decided to place it with the} 


Interstate Commerce group. 
* + a ; 


UTOMOTIVE NEWS learned at 
the Capitol last Wednesday that 


the measure would be given before | 


the weekend to a subcommittee for 
consideration and any public hear- 
ings. The subcommittee, it was 
said, would be headed by Sen. Wil- 
liam Purtell, Connecticut Repub- 
lican. 

To get action on the proposed 
bootlegging legislation at this ses- 
sion of Congress is going to require 
fast work. There are two tough 
obstacles to surmount. 


One is the logjam of “must” 





legislation. The other is the anxi- 
ety of Congress to adjourn as 
early as possible and get back 
home well in advance of the No- 
vember elections. 

On the other hand, the forth- 


for the NADA bill, since there are 
a lot of automobile dealers and 
their employes who vote. And it 
seems fair to assume that they 
would be interested in candidates 
interested in them. 


Should a companion to the Dirk- 
sen bill be introduced without delay 
in the House, and then referred to 
the Interstate Commerce Commit- 
tee in that chamber, it would have 
the attention of national legislators 
living in practically every section 
of the country. 

A survey of the memberships of 
both the Senate and House commit- 
tees shows residence in Maine, Cal- 
ifornia, Michigan, Florida, Texas, 
West Virginia, Pennsylvania, Ohio, 








‘Plastic’ Line in St. Louis Plant— 


The only plastic auto body assembly line in the world is now turning out 44 Cor. 
vettes a day at the St. Lovis Chevrolet plant, according to E. H. Kelley, general manv- 
facturing manager of Chevrolet. He added that output is expected to reach the peak 
objective of 50 units a day by the end of June. 





New York, Illinois, Alabama, Kan- 
sas, Wyoming and many others. 
« © * 


7 oo complete text of Senate Bill 
3596 follows: 
“A bill: To amend the Federal 
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at your call— 


tionally Advertised 


—by concentrating your parts pur- 
chases with your nearby NAPA Job- 
ber. Because he is part of the industry’s 


@ You'll save time—you'll save money 


Brands of 


enuine Quality 


© from one completely 


cooperative and 
time-tried source 





most highly organized and most com- 


prehensive parts distributing system, 


he is able to give you an extra- 


ordinary service. Your NAPA Jobber 
is a good man to know—and the 


better you know him, the more it 


JOBBERS 





National Automotive Parts Association, Detroit, 
in behalf of the thousands of independent 


will profit you. 


who supply the automotive repair trade from 
coast-to-coast with these*—and many other— 
nationally advertised brands of quality auto- 
motive parts and supplies. 


Trade Commission Act with respect 
to certain contracts, agreements or 
franchises to enable manufacturers 
of automobiles and trucks and their 
franchise dealers to protect their 
good will in the business of man- 
ufacturing and distributing auto- 
mobiles and trucks made or sold by 
them by restricting franchise deal- 
ers from reselling to certain un- 
authorized persons. 


“Be it enacted by the Senate 
and House of Representatives of 
the United States of America in 
Congress assembled, That section 
5a of the Federal Trade Commis- 
sion Act, as amended (66 Stat. 
631, 632; 15 U. S. C. 45), is further 
amended by adding at the end of 
subsection (5) of said section 5a 
the following subsection: 

“(6) Nothing contained in any of 
the Antitrust Acts shall render un- 
lawful any contract, agreement, or 
franchise by which any dealer in 
new motor vehicles who operates 
as such under a franchise granted 
| by the manufacturer of such ve- 
|hicles agrees with such manufac- 
| turer that such dealer will not re- 
sell, either directly or indirectly, 
any current model motor vehicle 
made by such manufacturer, to any 

| person, partnership, corporation, or 
| other entity engaged in the busi- 
ness of selling new or used motor 
| vehicles other than a person or en- 
| tity operating under a franchise or 
authorized dealer agreement with 
such manufacturer. 

“(7) Nothing contained in any 
of the Antitrust Acts shall make 
it unlawful for a manufacturer of 
motor vehicles to enforce any 
agreement authorized by para- 





| graph (6) by refusing to sell to, 


or canceling the franchise of, any 
dealer who knowingly sells cur- 
rent model motor vehicles made 
by such manufacturer to any per- 
son, partnership, corporation, or 
other entity engaged in the busi- 
ness of selling new or used motor 
vehicles other than a person or 
entity operating under a fran- 
chise or authorized dealer agree- 
ment with such manufacturer. 

“(8) The Commission is hereby 


| empowered and directed to prevent 





persons, partnerships or corpora- 
tions, except banks, common car- 
riers subject to the Acts to regulate 
commerce, air carriers, and foreign 
air carriers subject to the Civil 
Aeronautics Act of 1938, and per- 
sons, partnerships or corporations 
subject to the Packers and Stock- 
yards Act, 1921, except as provided 
for in section 406b of said Act, 


| from using unfair methods of com- 
| petition in commerce and unfair or 


deceptious 
commerce.” 


Oakland 


(Continued from Page 6) 


dealerships were conducting busi- 
ness more or less as usual. 

Victor by a narrow margin in an 
NLRB election last December after 
a year-long organizing drive, the 
Retail Clerks union had yet to ob- 
tain its first contract from a Penin- 
sula dealer. The union sought the 
same contract that had been re- 
pudiated by the East Bay dealers. 

The union began a “creeping” 
strike May 13 by picketing two 
dealerships. Since then, the pickets 
have appeared at three more deal- 
erships. Dealers claimed the pickets 
apparently were professionals since 
only a few of them were recogniz- 
able as former salesmen. 


acts or practices in 
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PACKARD PROGRAM tects seen 


KEEPS MOVING AHEAD 


Modern body plant is second major step in long-range 
program to develop new facilities 


ACKARD’S DYNAMIC PROGRAM is mak- 
P ing news again—this time with the 
acquisition of the large Briggs-Conner 
body plant in Detroit. One of the most 
modern manufacturing facilities of 
its kind, the plant’s features include 
modern spray booths with scientific 
ventilation and a dual conveyor-line 


system with straight-line assembly. 


@ This is the second important move 
made by Packard in recent months— 
Packard having announced plans 
earlier this year for a new, modern 
plant in Utica, Michigan, to be ready 
for 1955 model production. 


“Packard Girl” Promotes Sales! 


A RECORDED MESSAGE FROM MARTHA WRIGHT, 
star of “THE PACKARD PROGRAM,” and Clare E. 
Briggs, Vice-President of Sales, was recently sent to 
Packard dealers as a novel—and effective—announce- 


above discussing the presentation. 


ment of the company’s annual President’s Month pro- 
motion. Miss Wright and Mr. Briggs (left), with Mr. 
Earl Kennedy, advertising agency executive, are shown 


Fr i% eae 


y~ 


: = nite” yr. 


FASHION EXPERTS AND CONSUMERS alike acclaim Packard custom linen interiors 
in special showings throughout the country! Shown above is the display in an Okla- 
homa dealership, when Packard linens were recently introduced to that area. Tie-ins 
between Packard dealers and leading department stores throughout the country have 
met with outstanding success in presenting this fine upholstery to the public. 


A Good Franchise 
for Today... 
and Tomorrow 


PACKARD MOTOR CAR CO., DETROIT, MICH. 
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Sales Bonuses Range Up to $200 per Car... 


Factories Dangle Cash Lure 


By Joe Callahan 
Staff Writer 

_ AN effort to capture a larger 
share of the auto market, some 
factories are following in the foot- 
steps of their dealers and are now 
offering bigger cash inducements— 

as much as $200 per car. 

The $200 “extra trading allow- 
ance” is being offered by Amer- 
ican Motors to Hudson dealers 
for every car they sell between 
May 11 and July 25. 

The new bonus is called an “extra 
trading allowance” to encourage 
the dealers to offer a bigger allow- 

ance on a tradein, if necessary to 
close a sale. 
* * * 


LREADY, a number of Hudson 


dealers reports that the plan 





1/, Tuf-flex Tempered 
Plate Glass Doors 


has considerably boosted sales. 

The $200 bonus is paid on every 
car ordered from the factory and 
sold in retail after May 11. It is 
also paid for the sale of cars 
which were in the dealer’s pos- 
session on May 11 and which 
were in excess of his normal in- 
ventory. 

The bonus offer was made sev- 
eral days after May 11, but Amer- 
ican Motors has agreed to make 
all bonus payments retroactive to 
that date. Nash dealers said that no 
such offer had been made to them, 
although a salesmen’s contest now 
is under way. 

Despite sales totaling almost 25 
percent more than last year’s, Lin- 
coln-Mercury has come out with a 
new cash contest which will reward 


How do they differ 


from the widely used %" Tuf-flex Doors? 


1. LIGHTER WEIGHT. For example, for a 3’ x 7’ opening, the 
glass in this new 14” door weighs about 131 pounds, com- 
pared with 197 pounds for the 34’’ door commonly used in 


the past. That makes it: 


EASIER TO HANDLE—EASIER TO INSTALL— 
EASIER TO OPERATE 


2. LOWER COST. Generally, list prices on the new }3’’ doors, 
complete with fittings, are comparably less than 34’ doors 
of the same size. Many types of framed doors, which fail to 
carry out the transparency so desired in modern entrances 
today, are about the same price. This lower cost will enable 
many more building owners to add attractiveness and appeal 


of Tuf-flex Doors to their entrances. 


How are they the same 
as the {%" door? 


TOUGH. Like the *4"’ door used so successfully in thousands 
of buildings, these tempered doors are 3 to 5 times as strong 
as regular plate glass of the same thickness. Extensive 
laboratory and application tests have proved the strength of 


the 14” Tuf-flex Door. 


2. APPEARANCE. In style and design, they look just like the 
popular 34’’ door. Here’s an opportunity to carry out the 
Visual Front idea in storefronts with transparent doors of 
lower cost. Tempered Plate Glass side lights are also avail- 


able to match these beautiful doors. 


New, modern fittings are available 


They’re clean-lined—in keeping with the 
sheer beauty of the Tu/f-flex Door. The draw- 
ing at the right shows the simple lines of the 
alumilited fittings which are at the top and 
bottom of the door. Push bars are also at- 
tractively designed. See your L-O-F Glass 
Distributor or Dealer for details. 


TUF-FLEX TEMPERED PLATE GLASS DOORS 


LIBBEY-OWENS-FORD GLASS COMPANY - 608 Madison Avenue, Toledo 3, Ohio 





L-M salesmen by as much as $100 
over their regular commission for 
every car sold between June 1 and 
July 10. 


* * * 


5 sean the plan, the factory as- 

signs a sales quota to each 
dealership. And even though L-M 
sales are up, this quota in many 
cases is said to be less than the 
dealership’s volume for the same 
period in 1953. Individual quotas 
are assigned for the Lincoln and 
Mercury lines. 

When the dealership reaches 
its quota, which might be 40, 50, 
60 or 100 cars, the factory re- 
bates to the dealer $50 for each 
car sold below the quota and 
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$100 for each car sold in excess of 
“the quota. 


To illustrate, if dealership has a 


| quota of 40 cars and the salesmen 


actually move 50 cars during the 
40-day period, the factory will pay 
a bonus of $2,000 for the first 40 
cars and an extra $1,000 for the 
next 10 cars. 


At the option of the salesmen, 
this fund can either be paid to the 
individual salesmen based on the 
number of units each sold, or the 
money can go into a pool to be 
divided equally among all the sales- 
men. — 

* * * 
E dealer said his men had de- 
cided on the pool system, which 
he preferred also, because it created 
a happier and more cooperative at- 
mosphere around the dealership. 

Studebaker is now offering its 
dealers an extra bonus, ranging 
from $50 to $150, for each car sold 
between June 1 and Sept. 10. 

Bonuses in the Commander line 





are $125 for each Regal model 
and $100 for each Deluxe model. 
A Land Cruiser brings $150 over 
the regular base discount during 
the contest. 

Bonuses in the Champion line 
are $100 for each Regal model, $75 
for each Deluxe and $50 for each 
Custom. 

Nash is conducting a “Par Bust- 
ers” contest for its salesmen, en- 
abling them to pick up $5 to $15 on 
each sale between May 1 and June 
30. This contest is based on points 
which are worth one-half cent each. 

* * * 

OINTS offered are as follows: 

Ambassadors, 3,000 points; 
Statesmen, 3,000 points; Ramblers, 
2,000 points, and Metropolitans, 1,- 

000 points. 

In addition, each salesman gets 
500 points for each tradein he 
brings in. 

The Ford division has a similar 
point contest for its salesmen, 
called the “National Tournament 
of Selling Champions,” running 
through May and June. 

Ford salesmen can either get one- 
| half cent a point in cash or % of 
;}a cent a point in merchandise at 
| the end of the contest. 
| The Ford point system is as fol- 
| lows: Any new car, 1,000 points; 
| used car, 800 points; new truck, 
| from 1,000 to 3,000 points, and used 
| truck, 2,000 points. 


NADA 


| (Continued from Page 1) 
| setting policy designed to prevent 
| action out of expediency. 

* * * 


A= approved at press time 
Thursday were: 
1. A nationwide advertising and 
promotional program to set forth 
| the new-car dealer as the pre- 
ferred source for all automotive 
purchases and services ... “and 
to clearly establish that the fran- 
chised new-car dealer is as im- 
portant as the car he sells.” 

This would be accomplished un- 
der a separate structure, the Insti- 
tute of Automobile Retailing, to be 
incorporated under the laws of Del- 
aware, and to be supported by vol- 
untary subscriptions from dealers 
and related industries. 

* * . 

2 A NATIONWIDE transporta- 

® tion-inventory month in the fall 
to meet the charge that salesmen 
aren’t selling. Salesmen and dealers 
would contact all car and truck 
owners to help them determine if 
their present transportation was 
adequate, safe and economical. 

Most dramatic development of 
the opening session was a force- 
ful demand by Western directors 
that NADA stop dragging its feet 
on the freight-equalization issue. 
Backed up by a flood of tele- 
grams from Western dealers, 
their representatives called for 
immediate action. 

Approval of the research fund to 
gather facts on freight charges fol- 
lowed. Some midwestern dealers 
who were opposed to equalization, 
since it would result in an increase 
in charges to them, were moved to 
support the fund on the argument 
that freight equalization was mere- 
ly the first step in a program that 
could lead to national advertised 
uniform prices on cars. 

This, argued the Western direc- 
tors, would help return sanity to 
the price structure. Proponents of 
the action contended that there has 
been a complete breakdown in the 
price structure, opening the way 
| for bootlegging, price packing and 
| other detrimental practices. 

| + * * 


A™A DINNER given for manu- 
| facturing executives, NADA 
| leaders emphasized cooperation, but 
| there were unspoken hints. Freed 
| told the makers “we want to solve 
| problems on a cooperative basis,” 
|“we hope to solve the problems in 
| the family,” but pointed to “our 32,- 
000 members” and NADA's deter- 
mination to keep “our manufac- 
turing friends informed on what 
our problems are.” 

He added that he hoped the 
makers would in turn keep deal- 
ers informed of their problems. 

As president of AMA, George 
Mason, head of American Motors, 
replied for the makers. He pointed 
out that the industry was coopera- 
tive in some aspects, but “fought 
like hell on the street”—in the re- 
tailing end of the business. 

San Francisco was chosen as the 
site for the 1957 NADA convention. 
The ’55 parley will be in Chicago, 
the ’56 in Washington. 
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JUST ONE OIL 


o-oemakes summer selling simple ¢ 


NEW GUARANTEED 
QUAKER STATE MEDIUM HD OIL 


with the 


























Reduces inventory, reduces ordering time, reduces 
money tied up in slower moving grades—builds up 
sales! With Quaker State Medium HD Motor Oil 
your summer inventory is simple. Here’s one oil that 
meets every normal summer driving need. 

This is the oil that forms the Miracle Film... 
that cleans, cools and protects moving engine parts. 
Refined from 100% Pure Pennsylvania Grade Crude 
Oil—the result of over 50 years of leadership in auto- 
motive lubrication. 

So good that Quaker State says: Regardless of 
claims, or talk of mystery ingredients, no motor oil can 
surpass Quaker State for performance, lubrication, and 
oil and gas consumption qualities. 

Make it your profit leader! 
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AND FOR THE MORE SENSITIVE DESIGNS OF 
NEW HIGH COMPRESSION ENGINES 


Overcomes Engine Ping and Knock 
QUAK E R STAT E Frees Sticking Valve Lifters 
Prevents Camshaft and Lifter Wear 


MULTIPLE VISCOSITY Increases Gas Mileage 
F h SAE 5W, Gore 
M oTO R ol L 10W, “20W or 20 grades are @ 


recommended by = 


5W-20 HD manufacturer. 


Cyaker Sfate—your sgh of Quellty 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PENNA. Member Pennsylvania Grade Crude Oil Association 
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Letter to Salesmen 


By John O. Munn 











Robot Guides 


Mechanical Units to Direct 


Montreal Visitors 
MONTREAL.—This city will be- 
come the first in Canada to install 
mechanical city guides at strategic 
locations to answer tourists’ ques- 
tions about where to go and how to 








get there. Th 
: The guides, planned for midsum- mane 
Dear Son: oi Sen Wie ep. see ee best protection he can buy || mer, were revealed by Montreal lent 
cars when competition is ilabl hi : hold 
toughest by giving you the available to him. The same || City Guide System, Ltd., a total of fall | 
IN PREVIOUS letters, best allowances on used-car | protection is not available || 50 is to be installed. form 
I have pointed out the wis- |  tradeins. at any general insurance || By. the turn of a knob, streets or brok 
dom of selling every article When a customer indi- agency in town or at any ||business locations can be pin- y 
No. 33 or service your cates he already has insur- price. He wants the best—- pointed on the guide, which is a of bt 
INA dealer has to of- | ance and can just transfer | and only you can give it || Combination of city map, street in- . 
SERIES fer. Today I want that policy to the new car to him. Be smart—tell him || 4¢*, transportation manual, and perk 
to talk about sell- : ll ‘ : classified civic and business direc- Re 
Pose it s some salesmen are reluc- | all about it—you are doing || |; Nash for LeBl 
ing insurance — the insur’ | tant to tell him all about | him a favor, you keep con- |/ "yt smmation on each unit will b iis Saeed os — 
ance whic is a a oO ; : ° n each unit wi e | rnest LeBlanc (center), owner of LeBian 
financing which win with poe a the finance trol of Me = ee and printed in both English and French. | Nash, Los Angeles, signs his Nash ins Hou 
finar 1 te best | for fear it will in- | you will make more Car ||  fetatlation of the guides has the | chise. At left is W. M. Parks, assistant 
your finance plan—the bes crease the payments and sales. blessing but not the sponsorship of one manager, and at right L. T. Kouns, 
insurance there is for your queer the car sale. Non- ’ City Hall. Cost of establishing and | western division sales manager. LeBlanc Sn 
customer, for your dealer, | sense! Cordially yours. || maintaining them is a business as Gasn is is eto Seethows tor mon, Bias, 
and for you. matter, with commercial interests | thon 15 years. 
Wh y oe Sealed Instead, the customer ap- Dad paying a $2 fee for the privilege of ae oa TS _ 
y =" est tor your preciates your making the listing their names and services on | , ab auaE in tee eee trati 
customer? Because any each unit. ' tics, buyer information and personnel data. weel 





losses that occur are |? 


brought right to your deal- 
ership for repairs — where 
the parts used were made 
for the car — where the 
mechanics are most famil- 
iar with the product, so 
best able to do a perfect 
job. 

Your customer doesn’t have 
to waste his time shopping 
around for three But 
most important of all, because 
of the interest you have in that 
adjustment — an interest that 
no one else could have. 

You see, you not only 
sold him that car, but you 
expect to take it back in 
trade and sell him another 
when the right time comes 
—so, vou want those re- 
pairs made right. You want 
that car to have the great- 
est possible value so you 
can make a good allowance 
for it when vou trade. You 
want everything properly 
repaired so your recondi- 
tioning cost will be low. 
With such interests, you 
will insist upon quality re- 
pairs. 

- * * ” 

WHY IS IT best for your 
dealer and you? Because of 
the control of contacts it 
gives you with your cus- 
tomer and the opportuni- 
ties to sell him more cars. 
When a loss occurs, he is 
brought back to vou. If the 
loss is total, the insurance 
check is there to furnish 





= oo, oe you make an- - 
other sale. , or 
ae ses Go toe 1c ACTION PROGRAM TO weELP |: 
is not total, you might se Th 
cally if the dam age hao A TRIP oul Fa LTER SALES f - 
with him. then repair the you Bo0o0sT Ac reg 


old car at leisure. Yes, it 
means more car sales and 
better customer control. 
You wouldn’t have these 
chances to make sales, if 
the repairs were made else- 
where. You probably 





On June 15th, AC launches its greatest oil filter advertising and 
merchandising program. From many angles, and at many levels, 


it will stress the fact that a new AC Oil Filter will bring “new 
life” to any car’s engine. From outdoor poster boards spread 
across the country . . . from the pages of national magazines 


— even know of the | . . » from window trims and mystery handout cards . . . this Th 
ia eee Mies tin wate | great AC campaign will make a powerful impression upon 
to your dealership in that ad- | millions of motorists. sa 
ss diet aes eae A program of this tremendous size and scope cannot help but chi 
out of his finance plan is stimulate sales. All you need do is add the efforts of yourself and for 
= — ages va = — = your: staff and you'll ring up extra filter sales all summer long! 48 
trades. If his profit is high, Check with your wholesaler’s salesman to make sure you're - 

en his used-car allowances : es ] 
may be high, but if his profit registered for this great AC program. os 


is low, his used-car allowance 
must be low. Be smart and do 
all you can to make your deal- 
er’s profits the highest—and 





AC SPARK PLUG DIVISION =) GENERAL MOTORS CORPORATION 


FLINT, MICHIGAN 
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_ Auto Market Reports 


Fayette, Mo. 


The spring upturn in new-car de- 
mand is continuing, with an excel- 
lent possibility for the market to 
hold throughout the summer and 
fall due to better prospects for 
farmers. The drouth is definitely 
broken. 

Used cars are also keeping step 
and, generally speaking, all kinds 
of business for the automobile deal- 
er — service, accessories, etc. — is 
perking up. 

Repossessions are normal and 
open account service accounts are 
being paid mostly on time.—(L. H. 
Houck.) 


> * * 


Pittsburgh 
In line with the usual seasonal 
pattern, the Bureau of Business 
Research of the University of Pitts- 
burgh said last week, new-car regis- 
trations slumped severely in the 
week following Memorial Day. 





This year, it added, the decrease 
was larger than seasonal. 

Business in general in the Pitts- 
burgh area dropped to 139.0 of 
the 1935-39 average, a new low 
level for 1954. The index was 153.8 
a month ago. 

Steel mills were operating at 
about 67 percent of practical 
capacity.—(Leon M. Leffingwell.) 


. . * 


New Orleans 


May was the fifth consecutive 
month that new-car registrations 
topped totals of corresponding pe- 
riods of 1953. 

May totals were 1,715 through 
authorized dealers and 116 through 
unauthorized outlets. The grand to- 
tal was 42 units greater than the 
April turnover. 

May sales through unauthorized 
outlets were the smallest since 
last November. 

Individual makes sold through 


authorized dealers were: Chevrolet, 
563; Ford, 428; Buick, 135; Oldsmo- 
bile, 132; Pontiac, 130; Plymouth, 
68; Mercury, 67; Studebaker, 53; 
Dodge, 36; Cadillac, 26; Nash, 21; 
Chrysler, 18; DeSoto, 16; Lincoln, 
7; Packard, 4; Hudson, 2; Kaiser, 2; 
Hillman, 2; Austin, 2; Willys, 1; 
English Ford, 1, and Volkswagen, 1. 

Individual makes sold through 
unauthorized outlets were: Chevro- 
let, 59; Buick, 13; Plymouth, 15; 
Ford, 8; Pontiac, 8; Oldsmobile, 6; 
Cadillac, 1, and Mercury, 1.—(Gor- 
don Hebert.) 


Western Canada 
With the threat of.a wheat “price 
war” and prices already down, car 


‘and truck sales in the western 


provinces of Canada may be much 
lower this year than last. 

In the first four months, car and 
truck sales in the western provinces 
ran 28 to 34 percent under last 
year. In the eastern provinces, the 
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drop has ranged from 5-to 18 per- 
cent.—(M. L. Schwartz.) 
* * * 


Buffalo 


Sales of new cars in the Buffalo 
area went ahead of 1953 figures for 
the first time this year during 
April, accerding to a report by the 
Buffalo Automebile Dealers Assn. 

New-car registrations in Erie 
County, totaling 4,159, were up 17 
percent in April over the compar- 
able 1953 month. The sharp recovery 
in sales during April did much to 
cut down the lag that developed in 
the first three months. 

Registrations for the first four 
months of 1954 total 11,755 com- 
pared with 12,845 in the compar- 
able 1953 period and 10,066 in the 
comparable 1952 period. 

Ford again led the field here dur- 
ing April, with Chevrolet second 
and Buick third. The three leaders 
were followed by Pontiac, Plym- 
outh, Oldsmobile, Dodge and Mer- 
cury—in that order. — (George E. 
Toles.) 





Dayton, O. 

Sales of new and used cars in 
the Dayton area during the first 
five months this year topped vol- 
umes of the past two years, accord- 





MEW large-Seale achon 


This AC campaign is ai] new ... new idea, 
new approach, new appeal. All the big na- 
tional and farm magazines — as well as out- 
door posters from coast to coast — will carry 

the “New Life for Your Engine” theme. The 
posters, strategically spotted in more than 
4,500 locations, will be seen by 63 million 
people — and the magazine ads will have a 
potential readership of more than 80 million : 
individuals during the campaign period. 


MEW action-Starting Point-of-Sale 


This unusual window trim, displaying an 
actual oil filter element, is sure to attract 
attention and arouse interest. It “hits” the 
customer at the very time he is most sus- 
ceptible to suggestion, and it paves the way 
for a successful sales talk. Each dealer will 
also receive a quantity of unique cards to 
hand out or mail to prospective customers. 
These “mystery messages” tie in perfectly 
with the rest of the program and will provide 
a potent sales punch. Both items are sent to 
registered AC dealers without charge. 


The most direct sales approach ever offered 
in the oil filter industry! When attached to 
your customer’s engine oil dipstick, it tells 
you when the oil and oil filter were last 
changed and serves as a constant reminder 


for repeat sales. 


48 AC dipstick tags are supplied to you 
FREE OF CHARGE as soon as you register. 
With each shipment of 48 tags, a return 
Post card order blank is enclosed which 
entitles you to an additional 48 tags FREE. 





-— 


saeewerrree 


Al's exclusive new aetion- getting Dipstick Tag : 


- GrOUSING National Adtvertisr ng! 
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ing to a report by the Montgomery 
County Automobile Dealers Assn. 
Total registrations for the com- 
parative periods ran 14,507 in 1952, 
jumped to 18,709 in 1953 and climbed 
slightly to 18,743 this year. 


New-car registrations, however, 
are down this year. The five-month 
figure in 1952 was 6,424; in 1953, 
9,063, and in 1954, 7,597, Used-car 
sales for the period totaled 8,083 in 
1952, 9,646 in 1953 and 11,146 in 1954. 
—(George E. Toles.) 


* * * 


Delaware 

There were 1,565 new vehicles 
registered in Delaware during May, 
according to the auditing depart- 
ment of the Motor Vehicle Division. 

The following breakdown includes 
both cars and trucks for those 
makes which offer both types of 
vehicles: Chevrolet, 493; Ford, 377; 
Oldsmobile, 136; Buick, 133; Plym- 
outh, 94; Pontiac, 92; Mercury, 47; 
Dodge, 32; Cadillac, 23; Chrysler, 
20; International, 20; Studebaker, 
17; GMC, 15; DeSoto, 13; Lincoln, 
11; Mack, 10; Nash, 9; Packard, 6; 
Willys, 5; Volkswagen, 3; Brock- 
way, 3; Austin Healey, 1; Bentley, 
1; Hudson, 1; MG, 1; Sunbeam Tal- 
bot, 1, and Divco, 1. 


* * * 


Atlanta 


Preliminary reports show 1,433 
new-car and 229 new-truck regis- 
| trations in Atlanta for the first 20 
| days of April. 

Breakdown of new cars follows: 
Chevrolet, 365; Ford, 360; Buick, 
| 113; Oldsmobile, 104; Pontiac, 101; 
Plymouth, 98; Mercury, 91; Dodge, 
| 49; Cadillac, 39; Nash, 27; Chrysler, 
|17; DeSoto, 14; Studebaker, 14; 
| Lincoln, 13; Packard, 10; Hudson, 
6; Kaiser, 3; Willys, 3, and others, 6. 

Truck sales by makes: Ford, 89; 
Chevrolet, 75; International, 28; 
Dodge, 13; GMC, 9; White, 5; Mack, 
2; Studebaker, 2; Reo, 1, and oth- 
ers, 5.—(E. C. Bash.) 


* * * 


Cleveland 


| In a sharp comeback, new-car 

sales climbed to 1,541 in the seven- 
day period ended June 12, while 
used-car sales totaled 1,906. 

This was a gain over the previ- 
ous week, as well as an increase 
over the same week of last year. 

Commenting on the general trend, 
the Federal Reserve Bank of Cleve- 
land said, “While the post-holiday 
slump in motor-vehicle trade was 
marked, with more than a 50 per- 
cent week-to-week slide in all but 
used-car sales, the dropoff was 
from such an outstandingly good 
preholiday week that average unit 
sales for the two weeks are virtu- 
ally on a par with year-ago per- 
formance...” 

New-truck sales for 
were 133 and used-truck turnover 
was unchanged at 66.— (Sanford 
Markey.) 





the week 


* * * 


Manhattan, Kans. 


New-car sales held about steady 
in May in Riley County (Manhat- 
tan), Kans, according to the 
County treasurer’s report. 
Registrations tallied 104, against 
103 in April. Sales by make were: 
| Ford, 29; Chevrolet, 16; Buick, 12; 
Pontiac, 9; Mercury, 8; Plymouth, 
8; Oldsmobile, 7; Studebaker, 5; 
DeSoto, 2; Lincoln, 2; Nash, 2; 
Dodge, 1; Packard, 1; 
and Willys, 1. 
Used-car sales took a slight 
| spurt with 317 units sold in May, 

compared with 233 in April. 

Sales of new trucks took a de- 
cided slump. Only five units were 
sold in May, against 11 in April. 
Sales by make: Chevrolet, 3; Dodge, 
1, and Studebaker, 1. 

Used-truck sales were up slightly, 
with 30 in May and 28 the previous 
(George M. Hunholz.) 


* * * 


Morris, 1, 


month. 


Ottawa 


New-car sales in the Canadian 
capital appear to be better so far 
in June than in many other Cana- 
dian centers. 

New '54s are being sold at re- 
duced prices in a few cases, but 
generally prices are holding the 
line. 

Late-model used cars are being 
| offered at much lower prices and 
the dealers have turned to strenu- 
ous selling efforts. 

Exceptionally cool, rainy weather 
| has held down sales thus far this 
| month.—(M. L. Schwartz.) 











but the SEATS - of - th 


N today’s highly competitive market, you 
need every sales-aid you can get—and you 
need it NOW. 


That’s why comfortable, superbly styled seats 
like that above are helping clinch so many sales 
in so many price ranges—right NOW. 


They’re helping sell because people want 
AIRFOAM—and plenty of it—in seats and backs 


We think you'll like ‘THE GREATEST STORY EVER TOLD'*—every Sunday—ABC Radio Network 


THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday-N8C TV Network 


and armrests, front and rear. 


They’re helping sell because people want the 
custom look—the advanced styling—the super 
comfort — that AIRFOAM design-engineering 
has made possible at popular prices. 


Are these Seats-of-the-Future helping you sell, 
too? Goodyear, Automotive Products Depart- 
ment J-6911, Akron 16, Ohio. 
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Once strictly a custom deal— a ie AirFOAM helps you sell in other ways, too— 


wae ee @ The only type cushioning with over half a million 
now a sales aid ; er: 4 air cushions to each cubic inch, AIRFOAM makes any 
for popular lines! : » car feel indescribably luxurious—stays cool, fresh, 
; : ? : inviting. 
AIRFOAM advanced net ane @ AIRFOAM’s buoyant comfort and gentle “up-lift” 
design-engineering have taken this make any car seem livelier, smoother-rolling, better 
deeply sculptured custom look out of ballasted. 
~~ ee re os regen oP @ A one-piece cushioning material, AIRFOAM holds 
—— ae ei Or Ge Say eee its smart lines for the life of the car — protects 
ae Seer: upholstery fabrics — increases trade-in value. 





Airfoam—T. M, The Goodyear Tire & Rubber Company, Akron, Onto 
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School Group Reviews 
Driver- Training Status 


By William Ullman 


Washington Correspondent 


ASHINGTON.—The current Research Bulletin of the 
National Education Assn. is devoted in its entirety to 
“The Status of Driver Education in Public Schools,” and it 


provides a lot of interesting information. 


For about 15 years, NEA, in cooperation with other 


groups, has fostered safety 
education in America’s 


schools. Much in the present 
report is encouraging. Hundreds of 
thousands of youngsters are gain- 
ing new insight through some kind 
of driver education, according to 
William G. Carr, executive secre- 
tary of the association. 

Many of the present programs 
enn be improved, he says, adding 
that high community standards are 
needed to reinforce the ideals ac- 


quired by youth from their driver-' 


o— ; 
education experi- 


ence. 
Says Carr: 
“More than four 
in 10 persons hold 
drivers’ licenses. 
Many of them are 
skilled. Many 
others, either be- 
cause of lack of 
skill or civic un- 
derstanding, ride 
roughshod over 
the rights of oth- 








William Uliman 






Brake Fluids 
to meet every 
service need SAFELY! 


THEY MEET...OR EXCEED 
RIGIO S:A.E. SPECIFICATIONS 









You can be sure of giving your customers 


full protection with Du 


Pont No. 7 Brake 


Fluids. They meet or exceed S.A.E. Brake 
Fluid Specifications 70R1 and 70R2. 


And they give you maximum economy 
consistent with safety, because they’re en- 
Gooent for the job—one for MODERATE 

UTY, one for HEAVY DUTY. 


With Du Pont Brake Fluids in these two 
rformance ranges, you can service every 
ind of vehicle—from light passenger cars 
to heavy trucks and buses. 
It’s a good way to safeguard your cus- 
tomers... and your own good name. Re- 


BDU PONT NCO 


member to specify genuine Du Pont Brake 
Fluids next time you order! 


e@ Du Pont Brake Fluids do not boil off when 
heat is generated in high-speed stops. 


Do not form a vapor lock when heat from drum 
is carried to wheel cylinder. 


Will not solidify at temperatures far below zero. 


Will not swell rubber cups and hose, nor cor- 
rode metals in brake system. 


Will not lose efficiency after several months’ 


storage. 


Will mix with all approved fluids used in new 
car production. . 


Available in the followin 
1 Gal., 5 Gal., 30 Gal., an 


7 PRODUCTS 
From Chemical Research . . . For Better Car Care 


ers. Meanwhile, an army of youth 
wants to drive, will drive and 
should drive.” 

But, he says, if the public wishes 
schools to offer driver education, it 
must accept the financial respon- 
sibility. 


* * * 


Survey on Practices 


HE bulletin also includes the re- 

sults of an NEA survey of the 
practices of state departments of 
education as they concern driver- 
education programs, and a seurvey 
by the American Assn. of Motor 
Vehicle Administrators of the .prac- 
tices of the state motor vehicle 
departments as they concern driv- 
er licensing. 

Section II of the bulletin de- 
scribes the driver - education pro- 
grams for high-school pupils — 
characteristics, enrollment, length 
of course, grade level at which the 
course may be taken, credit, cur- 
riculum materials and equipment, 
teachers, cost and financing, and 
accidents. 

Section III describes driver- 
education programs for adults 
and out-of-school youth. Section 
IV concerns the part of the state 
departments of education—their 
responsibilities for driver educa- 


provide the public schools in con- 
nection with their programs. 

Section V presents a summary of 
the findings and makes recommen- 
dations for wider and more effec- 
tive use of driver education pro- 
grams. 

In 1950 the National Conference 
on High School Driver Education 
described a complete program as 
follows: 

“A complete driver education pro- 
gram includes both classroom in- 
struction and p.ractice driving. 
While the classroom phase by itself 
is of definite value, it is recognized 
that if all the objectives of driver 
education are to be achieved, prac- 
tice driving must be an integral 
part of the program. 

“It is recommended that when- 
ever possible the classroom phase 
be presented separately, with inte- 
gration of learning experiences in 
other programs (e.g., social studies, 
industrial arts, health education, or 
general science).” 

* * * 


Reciprocity Discussed 


HE breakdown of truck reci- 
procity, the imposition of addi- 
tional so-called “third structure” 
road taxes by some states and a 


nouncing 


sizes: 12 Oz., 1 Qt.. 
54 Gal. 

















tion and the various services they | discussion of the Ayres resolut.on 


constituted’ the principal featu -es 
of the agenda of a motor truck'ng 
industry meeting here last week. 

About 50 members of the boar:s 

representing the National Auto- 
mobile Transporters Assn. and 
the Midwest Conference on Truck 
Reciprocity were present. 

Rep. William Ayres, Ohio Rep:b- 
lican, addressed the meeting. Rich- 
ard E. Beiser, general manager of 
NATA, presided. 


* * * 


Trade Act Extended 


~~ by Republicans who in the 
past have fought for protection 
and against tariff liberality, the 
House last week by a vote of 282 
to 53 passed and sent to the Senate 
legislation to renew the Reciprocal 
Trade Agreements Act for another 
year. 

The action was described by the 
House leadership as a continuance 
of the status quo to give Congress 
time in the year ahead to explore 
comprehensive trade proposals sub- 
mitted earlier this year by Presi- 
dent Eisenhower. 

Some delay is expected before 
the legislation reaches the Sen- 

ate floor. Senator William Know- 
land, of California, Republican 
leader, said that even if the Sen- 
ate Finance Committee, which 


must handle the bill, votes its ap- 


proval immediately, he does not 
plan to bring it up on the floor 
until the general tax-revision biil 
has been disposed of, probably 
this week. 

Chief opposition to the extension 
in the House came from represen- 
tatives from coal-mining regions 
and districts manufacturing pot- 
tery, glass, textiles and a few other 
items currently said to be feeling 
the heavy pressure of competition 
abroad. 

| * * e 

| Stockpiling Started 

to first purchase directive in- 
volving acquisition of materials 

for the nation’s long-term stockpile 

objectives was forwarded to the 

General Services Administration 

last week by the Office of Defense 

Mobilization. 

The directive called only for 
the purchase of lead and zinc. 
Other purchase directives will fol- 
low shortly, it was stated. 

Under the long-term stockpile 

| program, procurement is to be lim- 
| ited to the metals which are certi- 
| fied as being “of newly-mined do- 
mestic origin.” 

Quantities and conditions of pur- 

' chase in no case will be disclosed, 
as provided by the Strategic and 
Critical Materials Stockpiling Act. 
7 * 7 

\C of C Tax Proposal 
DER a proposal advanced by 
the U. S. Chamber of Com- 
merce, the 48 states could retain 
a net total of $1.4 billion now going 
| to the Federal Government in taxes. 

Federal taxes of $1.9 billion now 
collected within the states would 
be eliminated under the plan set 
forth in a USCC pamphlet titled 
“Federal Grants-in-Aid Program.” 
These taxes are on admissions, 

club dues and initiation fees, local 
| telephone service, coin - operated 
| amusement and gaming devices, 
leases of safe deposit boxes, bowl- 
ing alleys and pool tables, unem- 
ployment, and estates and gifts. 








L-M Leader— 


Chet Brann (left), general manage: of 
| Fred Jones Lincoln-Mercury Co., Tulsa, 
| Okla., receives an oversized cigar ‘rom 
William Alen, district sales manager, cs ° 
symbol of his sales leadership in the 
_ Kansas City sales district. 
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YOUR PRODUCTS ARE 
OUR BUSINESS, TOO! 


Autos, appliances, transportation or farm equip- 
ment . . . if your products require flat-rolled 
steel, they deserve the best. And it’s our obligation 
to see that you get the very best that 25 years’ 
specialization in flat-rolled steel can provide. 


GREAT LAKES STEEL 
CORPORATION 


Ecorse, Detroit 29, Mich. 
Sales offices in New York, Chicago, 


Cleveland, Grand Rapids, Indianapolis, 
Lansing, Philadelphia. 


A UNIT OF 
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Jones Pontiac Furnishes Car for Queen— 


Carol Lee Jessup (center), queen of the Washington State Apple Blossom Festival, 
and her maids were furnished with a sedan by Jones Pontiac Co., Wenatchee, Wash., 
for a tour of north central Washington communities. The festival attracted more than 
100,000 visitors. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Auto Personnel 


Appointment of J. H. Humber- 
stone as president of Air Reduc- 
tion Sales Co., Inc., has been an- 
nounced by J. A. Hill, president of 
Air Reduction Co., Inc., New York. 
Humberstone succeeds H. R. Salis- 
bury, who has retired after 28 
years of service. 

Humberstone formerly was presi- 
dent of the Ohio Chemical & Sur- 
gical Equipment division of Airco 
in Madison, Wis. He has been 
associated with Air Reduction since 
1948. He is succeeded by R. E. Len- 
hard, vice-president of Ohio Chem- 
ical. 

* * . 


GMAC Opens 2 Branches, 


Reassigns 4 Executives 


General Motors Acceptance Corp. 
has announced the establishment 
of two new branch purchase offices 
and the transfer of four branch 
officers to posts within the corpo- 
ration. 

The new offices are at Missoula, 
Mont., and Eau Claire, Wis. Oscar | 








S. Handberg, former credit super- 
visor in Minneapolis, will manage 
the Eau Claire office, while the 
Missoula branch will be directed 
by R. M. Borgeson, former credit 
manager in Spokane, 

The corporation also announced 
that Donald W. Robinson, former 
assistant manager and credit man- 
ager. of the Great Falls (Mont.) 
branch, has been named manager 
of that office. H. D. Daneke, former 
manager of the Great Falls branch, 
has been transferred to Rochester, 
N. Y. as manager. 

* * * 


Ford Honors L-M’s Toms 


On 25 Years with Company 


William A. Toms, southern 
regional sales manager of Lin- 
coln-Mercury, has received a 
25th anniversary pin and a letter 
of congratulations from Henry 
Ford II, president Ford Motor 
Co 


Toms joined Ford at Charlotte, 
N. C., in 1929. He was transferred 
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The American Weekly creates ENTHUSIASM * 


You can net more sales when you capture the enthusiasm of your prospects. 


Week after week, The AMERICAN WEEKLY keeps at fever pitch 


the enthusiasms of over 9 million 600 thousand families coast-to-coast 


... delivers this huge buying power to advertisers who are in the mood to sell! 


The 2 
AmEnicAN WEEKLY 
* ENTHUSIASM is interest raised to the buying pitch! 


THE AMERICAN WEEKLY, 63 VESEY STREET, NEW YORK 7, WN. Ye 





to Atlanta in 1932 and to Jack- 
sonville, Fla., in 1935. In 1944, 
Toms advanced to Jacksonville 
L-M district sales manager and 
in 1950, was promoted to L-M 
Southern regional sales manager 
with headquarters in Atlanta. 
+ a + 


Standard Motor of England 


Appoints Tedder Director 


Standard Motor Co., Ltd.,of Eng- 
land, has announced appointment 
of Lord Tedder, G.C.B., to the board 
of directors. 

He also has accepted the appoint- 
ment as chairman of the company. 

* * * 


Chicopee’s Lumite Division 
Names Birt as Sales Rep 


George B. Birt has joined the 
Lumite Division of Chicopee 
Mills, Inc., New York, as mid- 
central representative. He will 
headquarter in Bay Village, O. 

Birt formerly was with Fire- 
stone Tire & Rubber Co. in a 
sales management capacity. 

* + 


Carbide & Carbon Appoints 


2 Executive Vice-Presidents 


Appointment of Robert N. Graham 
and William F. Reich jr. as execu- 
tive vice-presidents of Carbide & 
Carbon Chemicals Co. has been 
announced by Harry B. McClure, 
president, 

Graham formerly was operations 
vice-president, and Reich was sales 
vice-president. 

Appointed vice-presidents were 
N. C. Babcock, E. E. Fogle and H. 
D. Kinsey. Babcock had been man- 
ager of the industrial chemicals 
division. Fogle was sales manager 
of the division. Kinsey has been 
works manager. 

= * 


Vickers Shifts McKeown, 
Emrich to New Jobs 


Vickers, Inc., has announced the 
| appointment of Gregory M. Mce- 
Keown as head of the product serv- 
ice department. 

He succeeds Philip H. Emerich, 
who has been named manager of 
Vickers’ manufacturing plant at 
Joplin, Mo. McKeown, who joined 
the firm in 1936, had been super- 
visor of product improvement. Em- 
rich also has been with Vickers 
since 1936, 





* * e 
Brown Retires from Dodge 


After 41-Year Service 

Fred H. Brown, Dodge plan- 
ning engineering supervisor, has 
resigned after 41 years with 
Dodge and Chrysler. 

Brown began his career in 1913 
with Maxwell and stayed with 
the firm when it became part of 
Chrysler Corp. He had been at 
the Dodge Main plant since 1929. 

7 * * 


Seiberling Appoints Price 
To Head Plastic Division 


Robert S. Price has been appoint- 
ed general manager of Seiberling 
| Rubber Co.’s plastics division, ac- 
cording to J. P. Seiberling, pres- 
ident. 

In the newly created position, 
Price will be responsible for all 
| operations of the company’s new 
division, which was formed late in 
| 1953. 

Before joining Seiberling, Price 
was general manager of B. F. 
| Goodrich Co.’s plastics division at 
Marietta, O. 


* * s 
Goodyear Appoints Moyer 
Auto Tire Sales Aide 
M. F. Moyer, manager of Good- 
year Tire & Rubber Co. cycle tire 
sales for eight years, has been 
named assistant manager of the 
auto tire sales department. 
Moyer is succeeded by E. C. 
Sauter, formerly district manager 
in Pittsburgh. 
* 





Walsh, Miller and Browder 


Promoted by Chevrolet 


Appointment of F. B. Walsh as 
assistant manager of the Chevro- 
let’s southeast region, with head- 
quarters in Atlanta, has been an- 
nounced by W. E. Fish, general 
sales manager. 

In other promotions, Fish said, 
P. E. Miller became Charlotte (N. 
C.) zone manager, replacing Waish, 
and Stephen R. Browder became 
Louisville zone manager, succeed- 
ing Miller. Walsh replaces F. E. 
| Byers, who has been promoted to 
| (Continued on Page 19, Col. 1) 
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Auto Personnel 





(Continued from Page 18) 


manager of the Chevrolet Metro- | 
politan City Department. 

Walsh and Miller joined Chevro- | 
let in 1932, while Browder started 
with the company in 1927. 


* * * 


Behling Succeeds Reuscher 


As Hudson Comptroller 


Arnold A, Behling has been ap- 
pointed comptroller of Hudson. 

Behling has served as chief ac- 
countant for Hudson since Feb- 
ruary, 1949. He formerly was with 
Bendix Home Appliance Co., 
South Bend. Behling succeeds W. 
J. Reuscher, who resigned. 

* * * 


Clevite Shifts Fraser 


To New Position 


Frank Fraser has been named 
administrative vice-president of 
Clevite-Brush Development Co., the 
product development unit of Clevite 
Corp. 

Fraser had been weapons direc- 
tor of Brush Electronics Co., also a 


Clevite unit. 
x a * 





| 
Permacel Picks De Noia | 
Appointment of John S. De Noia | 
as assistant industrial sales man-| 
ager of Permacel Tape Corp., New | 
Brunswick, N.J., has been an-| 
nounced by John H. Scherer, sales 
vice-president. De Noia formerly 
was Midwest division manager, 
* ~ * 


Canadian Rep for Warner 
Robert Harrod has been named 


been elected vice-president of Car- 
borundum Co., Niagara Falls, N. Y. 
The Stupakoff company was ac- 
quired by Carborundum early this 
year and recently was made a divi- 


|sion of Carborundum. Stupakoff 
| will direct the division's activities. 


* + * 


Ford Promotes Alspach 
H. E. Alspach has been appointed 


| general auditor of Ford Motor Co. 
| He has been with Ford since 1948. 


* * * 


Quaker Elevates Murken 


Appointment of Walter Murken 
as production manager of Quaker 
Rubber Corp., division of H. K. 
Porter Co., Inc., Philadelphia, has 
been announced by G. A. Dauphin- 
ais, general manager. Murken form- 
erly was Philadelphia district sales 


manager. 
* * + 


IH Promotes Ison 
C. R. Ison, formerly branch man- 
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ager at St. Louis for International 
Harvester Co., has been promoted 
to assistant district manager at 
Kansas City. 


Pittsburgh Plate Names Four 
To Fiber Glass Sales Posts 


Four sales appointments have 
been announced for the fiber glass 
division of Pittsburgh Plate Glass 


| Co. 


Paul D. Kaley has been named 
textile sales manager and Charles 
B. Keown becomes manager of su- 
perfine sales. Albert W. Stevenson 
succeeds Kaley as manager of the 
New York district sales office. 
Robert M. Hoffman has been ap- 
pointed manager of the Chicago 
district sales office. 

Bd * * 


Rader Joins Bostwick 


Jack Schenberg, vice-president of 
Bostwick Laboratories, Inc., Bridge- 
port, Conn., has announced appoint- 
ment of Charles O. Rader as eastern 
regional sales manager. Rader 
formerly was general sales man- 
ager of the Aerosol division of 
Bridgeport Brass Co. 





; 


= 
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Col. Critchfield— 


On a visit to Kentucky, R. M. Critch- 
field (left), general manager of Pontiac, 
was commissioned a Kentucky colonel by 
Gov. Lawrence W. Wetherby. Presenta- 
tion on behalf of the governor is made 
by Orville Harrod, president of Harrod 
Motor Co. (Pontiac-Buick), Frankfort, Ky. 








Muse Buick Opens 
Muse Buick, Inc., has opened in 
Richmond, Va. Fred A. Muse is 
president; William K. Muse, vice- 
president; Richard C. Conley, sec- 
retary, and Norman E. Birch, treas- 
urer. 
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| $1 Billion Decline / 


Noted in Personal 


Income Rate 


WASHINGTON. — Personal in- 
come in April was at a rate of $282 
billion a year, or $1 billion lower 
than in March, according to the 
latest figures of the Department of 
Commerce. 

In the first four months, personal 
income averaged $283 billion at an 
annual rate, slightly higher than a 
year ago. 

The department said that the 
March-April decline stemmed main- 
ly from reductions in durable-goods 
factory payrolls and in farm in- 
come. Other income components 
were steady. 

Wages and salaries, at an annual 
rate of $160 billion, were about half 
a billion dollars lower than in 
March. 

Government payrolls were un- 
changed from March. 


Berquist in Business 
Berquist Buick Co. has been 
established in Cloquet, Minn. Bob 


Imagine Motor Oil that in Effect 


ADDS OCTANES TO 





Canadian representative for Warner 
Electric Brake & Clutch Co., Beloit, 
Wis., according to Norman K, An- 
derson, general sales manager. Har- 
rods’ address will be Maplehurst 
Ave., R.R. 2, Oakville (Toronto), 
Ont. ES 


Hutchinson Promoted 


Appointment of Joseph F. Hutch- = * 
inson as assistant general manager 
of Goodyear Tire & Rubber Co.’s 0 
metal products division has been 
announced in Akron, Hutchinson 


previously had been superintendent 


of.the division. 
* + * | 


Stupakoff Elected | 
Semon H. Stupakoff, formerly | 


president of Stupakoff Ceramic & 
Mfg. Company, Latrobe, Pa., has| 


Chrysler Institute 


Graduates 57 
Master Engineers 


DETROIT.—Fifty-seven members | 
of the 22nd graduating class of the 
Chrysler Institute of Engineering 
received their Master of Automotive 
Engineering degrees here last week. | 

The Chrysler Institute of Engi- | 
neering is the automotive indus- 
try only graduate engineering 
school. 

The Very Rev. Celestin J. Steiner, 
S.J., president of the University of 
Detroit, delivered the commence- 
ment address. James C. Zeder, 
Chrysler Corp. director of engineer- 
ing and research and president of | 
the Institute of Engineering, pre- 
sented the degreees. 

The 57 men were graduate engi- 
neers selected from 27 colleges and 
universities throughout the United 
States and Canada for participation 
in the Chrysler Institute’s two-year 
postgraduate course in automotive | 
engineering. 

In addition to the graduate de- 
grees, Lee R. Baker, director of the | 
Institute of Engineering, said, 36| 
undergraduate certificates were| 
granted. Included were six high 
school diplomas, nine science certif- 
lcates, three for courses in me- 
chanical and chemical technology 
and 18 for various drafting courses. 

Nearly half of the engineers em- 
ployed by the Chrysler’s engineer- 
ing division are graduates of the 
Institute, Baker said. 


Clegg-King Posts Filled 
Clegg-King Motors, Inc. (Ponti- 
ac), 510 N. Elm St., Greensboro, 
N. C., has appointed R. J. Pickard 
as sales manager and Sidney L. 
Wray as service manager. 
































The Best Lubricant 
for Any Car—New or Old— 
in Extreme Heat, 


or Sub-Zero Cold—Adds 
Years to Engine Life! 


Here’s the powerful performance story customers are 
reading about...in national magazines—Life and 
Saturday Evening Post —coast-to-coast. 


New Mobiloil Special boosts engine power... equivalent 
to raising gasoline performance up to five octane 
numbers. It boosts gas mileage up to 23%. 


In exhaustive tests it cleaned up engines of all ages 
— kept them clean as no oil ever has before. It relieved 


engine knock, pre-ignition 


“ping” and spark plug 


misfiring. It reduced corrosive and mechanical wear to 
almost zero. For more service department gross profit 


—sell New Mobiloil Special! 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption—increased miles per gallon up to 23% — 
over results obtained with conventional high-quality SAE 20 motor oil. 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION - 
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BIGGEST SAFETY-CHECK PROGRAM 
in automotive history... 


a program which stimulates action 


and sales...at the local level. 





See these results from the vehicle maintenance campaign staged this 


May in cities from coast to coast by LOOK, the National Safety Council, 


svenennannnqesmnannare ture rat ome 


and the Inter-Industry Highway Safety Committee. 





Here’s why LOOK promotions provide a new and proven kind of dealer merchandising: 
1, They are keyed to the theme of safety . . . assuring community-wide support of the program. 


2 They achieve public penetration with editorial coverage in LOOK . . . America’s second 
+ 


largest magazine, read by 20,650,000 people, or one out of six of your customers. 


3 They give you the opportunity to spearhead a safety program in your city, and at the same 
7 


time cash in on the extra service business developed. 


LOOK 
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146 communities participated in at-out city-wide 


campaigns (or 121 more than the 25 towns originally scheduled to par- 
ticipate). Shown here is a typical check lane in Wilmette, Illinois. 


via 


PEE ermer j 


Tremendous local support typified by this meeting 
of civic leaders in Muskegon, Michigan, made the Safety-Check Program 
a genuine community project in each city. 


ee . _ 


1 9 7. 612 CQ@TS went through the special safety lanes for the 10-point inspections (and this includes 
returns from only the first 19 cities reporting). Here cars are safety-checked at Daytona Beach, Florida. 


ure, 


YOUR TIRES 


Service sales increased as much as 50% according to 
early reports from dealers tying in . . . as motorists brought cars rejected 
at check lanes to local service outlets (like this one in Akron, Ohio). 


. ane _— 
we eet ee 


Biase uaa 


Saf ety par ades like this one in Montgomery, Alabama, kicked 
off campaigns in many of the cities participating. A total of 25,345 cars 
was checked in Montgomery’s one-week program. 
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FOB FACTORY 


Air Conditioning Stirs 


Optimism, Confusion 


_— air conditioning for cars become as popular in the) 


southwest and among certain groups of northern buy- 


ers as heaters are with car buyers north of Mason and | 


Dixon’s line? 


i= 


Remembering that 90 percent or more of the cars sold 


to northern buyers are now 
equipped with heaters, en- 


thusiasts for the air - condi- 
tioned automobile see a bright fu- 
ture ahead. 


At the Society of Automotive En- 
gineers convention in Atlantic City, 
the prediction was made that, with- 
in a few years, 10 percent of all 
new cars would carry air condi- 
tioning. 

This would place this new fea- 
ture in about the same relative 
position as power steering was a 
couple of years ago. Look what’s 
happened to power steering since 


Can the Cars 
you seruce 


stop? 


oO 
then, is the argument used by 


some air-conditioning engineers. 

The known facts seem to be that 
air conditioning. for cars is moving 
ahead rapidly, particularly in the 
southwest. A surprising demand, it 
appears, has come from northern 
salesmen who spend a great deal 
of their time driving long distances. 

* * + 


$200 Unit Visualized 

—o a heavy initial expenditure 
is justified, it seems, to sales- 

men covering a large territory. 

When the tradein value is figured 

into the deal, the actual cost of an 
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air-conditioning system becomes| @ 


more attractive. 

Is a $200 air conditioning a possi- 
bility, say in the next five years? 
It is entirely possible, many in- 
| formed auto engineers believe. 
| Some who are very close to the! 
problem see a $200 air-conditioning 
unit as a definite probability with- 
in three to five years. 

This much is evident, based on | 
conversations with air-condition- | 
ing engineers at Atlantic City: 
The closer you are to the air-con- | 
ditioning picture, the more prom- | 





ising it appears. 

Another observation can be made 
on the basis of conversations at the 
recent SAE meeting. The industry 
is still feeling its way in air con- 
ditioning. There is no general agree- 
ment as to what the customer 
wants or requires. Some engineers 
say introduction of cooled air in 
the rear of the car and overhead 
is the only practical way. Other 
engineers claim the only practical 
way to introduce cooled air is from | 
the front. 

Some designers insist the only 
practical location for the cooling 
unit is under the hood, while others 
believe that adequate cooling ca- 
pacity cannot be found under the 
hood without sacrificing service- 





Who Would Be Stubborn Enough to Refuse?— 





~~ 





Old Dominion Motors, Inc. (Hudson), Alexandria, Va., is conducting a sales cam- 


| paign with a lot of “pull.” Jerry E. Slagle, owner (sitting on the donkey), is offering 


a share of stock in American Motors Corp. for each purchaser of a Hudson. Paul 
Wilee (right), sales manager, is pulling the animal toward the goal, while the sales- 


| men help with a good push. ss 


ability of the engine. 
* * 


* 


What Does Buyer Want? 


oe a great deal of 
experimenting is going on. 





A recent survey of brake fluids showed: 
That one out of every three brands tested 
was unsafe, and that less than one-third 
met S.A.E. heavy-duty standards. One 
state has now outlawed any brake fluid 
which does not meet S.A.E. heavy-duty 
standards, and other states may soon 
follow suit. 


MOPAR Brake Fluid meets or surpasses 
every S.A.E. and state safety standard 


Protect yourself and your customers. When 
you service brakes, make sure that the 
fluid you use is S.A.E. approved. And 
remember, you can be sure with MoPar. 


All MoPar Brake Fluid is eaeey guy 
. . - Meets or surpasses eve .A.K. or 
state standard. It’s the official Chrysler 
Corporation fluid especially recommended 
for the heavy-duty braking systems in 
every Plymouth, Dodge, Soto and 
Chrysler car, and Dodge truck. 


Remember, too, that the MoPar label 

identifies thousands of quality parts and 

accessories especially engineered for 

Chrysler Corporation vehicles. See your 
ge, De Soto, Chrysler 





dealer, or MoPar 
wholesaler for safe MoPar 
brake fluid—available in 
eight-ounce, one-pint, 
one-quart, one-gallon and 
five-gallon containers. 








HEAT TEST shows a substandard brake 
fluid boiling at 180°F, This often causes 
“vaporlock", leaving brakes worthless. 
MoPar fluid doesn't boil until 340°... 
40° above the minimum specified by 
the S.A.E. heavy-duty standard, 


PARTS DIVISION « 


COLD TEST shows substandard fluid 
freezes, but MoPar fluid flows freely 
even at 40° below zero! Thus, with 
MoPar fivid there's less danger of 
brakes becoming sluggish, slow-acting, 
or failing to operate at all, 


CHRYSLER CORPORATION 
DETROIT 31, 


MICHIGAN 


Some General Motors engineers 
seem to be taking the position that 
air-conditioning units should be de- 
signed for maximum flexibility. As 
customer’s desires are better 
known, it is argued, it will be possi- 
ble to give him exactly what he 
wants in a standard unit. 


Other engineers appear to be tak- 
ing the position that the custom- 
er’s needs are now pretty well es- 
tablished and it’s time to standard- 
| ize design and get on with the 
| business of bringing down the 
price. 

This much seems certain: Until 
the industry knows more defi- 
nitely than it does now how much 

| cooling capacity is required, 

standardization of air condition- 
ing will make limited headway. 

Consequently, price reductions 

may be disappointingly slow. 

If other car manufacturers have 
| any notions about combining heat- 
|ing and air conditioning in the 
| Same unit as Nash does, they aren't 
talking about it. 

Air conditioning appears to be 
developing just like automatic 
transmissions and power steering. 
Everybody is going his own way 
and will continue to do so until a 
| definitely superior unit is estab- 
lished in the market. 


Used-Car Credit 
| Viewed as Key 
To U.S. Economy 


AKRON, — America’s credit sys- 
|tem, particularly as it works in 
| used-car merchandising, is viewed 
by William O’Neil, president of 
| General Tire & Rubber Co., as the 
| basic factor behind the soundness 
of the U.S. economy. 

“Millions of car owners in this 
country annually buy new cars be- 
cause there is a market for their 
| last year’s models,” he said. “This 
not only keeps the automobile fac- 
tories in Detroit humming, but it is 
a vital factor in the increasing de- 
mands for steel, petroleum products 
| and tires, important bulwarks in 
| our nation’s economy. 
| “Giving credit to the little fellow 
is the secret to the success of our 
economy. In strictly the American 
| way of doing business, the used-car 
buyer benefits by the small down- 
payment, monthly terms and serv- 
ice selling just as the new-car 
buyer does. 

“This merchandising plan enables 
a much greater number of persons 
to own automobiles, and it is a 
plan that foreign countries could 
copy profitably.” 

Nearly 2,500,000 used cars, an in- 
crease over last year, have been 
merchandised since Jan. 1 by new- 
car dealers, O’Neil said, and this is 
a reassuring signal for the year's 
business. 

Indicative of the way in which 
the rubber industry has benefited 
from used-car sales, O’Neil report- 
ed that General Tire’s replacement 
tire sales were 12.2 percent ahead 
in unit volume over the same pe- 
riod of last year. 

Rubber industry experts predict 
that this year’s replacement tire 
sales will hit a record-breaking 53 
million units, he said. 


Smith Gets Studebaker 
H. R. Smith, owner of Smith Mv- 
tor Co., has received the Stude- 
baker franchise for O’Neill, Neb. 
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i You are interested 


in making money, there's 
nothing more interesting 


tan Ventshades 


ee MAKE ANY CAR A BETTER CAR 





FRESH AIR WHEN IT RAINS 


Ventshades allow windows to be lowered 
two or three inches in the heaviest down- 
pour. Rain stays out; fresh air comes in. 
Natural ventilation virtually ends haz- 
ards of — windows and windshield. 


— 
A COOLER CAR WHEN PARKED 


In hot weather windows can be left low- 
ered a little when the car is parked. Vent- 
shades protect against sudden showers, 
while the circulating air keeps the car de- 
grees cooler. 


SHADE FROM THE SUN 


Ventshades shield the eyes from harsh, 
hot overhead glare and create a softer, 
more restful light inside the car. There’s 
less eyestrain. You’re more relaxed. 





ADDED BEAUTY FOR THE CAR 


Ventshades are as good-looking as they 
are useful. Custom-made of lished 
stainless steel, they add a crowning touch 
of streamlined smartness to any car. Look 
like a built in feature. 


VENTSHADES YIELD HANDSOME PROFITS FOR THESE 
LEADING DEALERS .. . THEY’LL DO THE SAME FOR YOU! 








— = 
Ca’ - be 


FOR COUPES AND SEDANS 


FOR HARDTOPS 


VENTSHADES SELL THEMSELVES 
WHEN SEEN ON THE CAR 








Ventshades are their own best salesmen. You need 
only display Ventshades on your showroom models 
and demonstrators. Nine times out of ten they'll sell 
themselves on looks alone. A word or two to the cus- 
tomer about their desirable utility features and you've 
cinched the sale on a profitable extra — one that will 
repeat each time that customer buys a new car. 


QUICK AND EASY TO INSTALL 
AVAILABLE FOR VIRTUALLY ALL 
MAKES AND MODELS 


HERBERT F. CHARTERS 
Vice President, James F. Waters, Inc. 
Long Island City, N. Y. 


“Our customers are delighted with 
the fine appearance of this popular 
accessory and with the extra com- 
fort and convenience that Vent- 
shades give them.” 


Cc. M. DANIEL 
President, Ernest G. Beaudry, Inc. 
Atlanta, Georgia 


JACK J. BLANK 
President, Arcade Pontiac Co., 
Washington, D. C. 


“As far as we're concerned, Vent- 
shades are 100 per cent! ... both 
from the de and customer 
stand point.” 


“Combining the very finest in looks 
and construction, Ventshades have 
become a highly desirable acces- 
sory in our line.” 










If your jobber cannot supply, order direct 4 





Write for complete information « 


AUTO VENTSHADE COMPANY, CHAMBLEE, GA. 
Xt 
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Roundup from State Capitals... 


Legislation Affecting Auto Industry 


By Bethune Jones 
Legislative Correspondent 
on by states ‘and municipalities to ease urban 
traffic congestion may be speeded by new demands for 
such action coming from transit companies, whose oper- 
ating costs are being raised by jammed traffic. ; 
The New Jersey Public Utilities Commission, for in- 
stance, was told that i a ‘ siieaae 
i — i Trans-| crease service: by a half-mile an 
Service Co os ed : hour with reasonable cooperation 
port might ask for an in- from municipal- 
crease in general bus fares unless ities and con- 
there is stricter control of parking tinual enforce- 
by municipalities during morning ment of pro- 
and evening rush hours. posed regula- 
“The slowing up of rush hour tions, Warner 
operating is due to traffic con- said. 
gestion,” Arthur T. Warner, com- He noted that 
pany general manager, testified be- the company has 
fore the commission. “If this traffic made a study of 
congestion could be reduced, speed points where traf- 
- of bus service could be increased ficcongestion 
and bus patrons would get a better slowed up its 
and faster ride.” service and pre- 
Public Service could easily in- | sented to every municipality con- 











Bethune Jones 


cerned detailed plans to cure exist- 
ing conditions. Although there has 
been no refusal on the part of 
municipal authorities, he said, local 
chambers of commerce or merchant 
associations objected in some in- 
stances. i, 
* + 


Phila. Beats Problern 


ASTER bus service in Philadel- 
phia has resulted from a ban on 
parking in business areas, accord- 
ing to Warner. In Chicago, he add- 
ed, the transportation company 
said it might not have required a 
fare increase if it had had relief 
from traffic congestion caused by 
parking. 
In New Jersey, Warner said, 
Public Service was doing just the 








creasing awareness of bus com- 
panies to the relation of traffic 
congestion to their operating 
costs was reported from Little 
Rock, Ark., where a traffic ex- 
pert call in to aid the Capitol 
Transit Co. recommended a park- 
ing ban on both sides of the city’s 
Main St. during certain hours. 

The consultant, Hawley Simpson, 
of Philadelphia, said merchants in 
the area would benefit from such a 
move since a greater number of 
people could be brought to their 
stores in a shorter time. 

F. Norman Hill, president of the 
Little Rock bus firm, said: “Our 
downtown area should be opened 
for the movement of goods and 
persons. The congestion on Main 


St. is slowly throttling this area, | 


thus depreciating the value of the 
downtown property and forcing the 
People to shop in outlying dis- 
tricts.” 


* * * 


Kansas Eyes Safety 

AMONG other developments of 
automotive significance report- 

ed from state capitals, the Kansas 

State Legislative Council authorized 





the bill, which is expected to be 
presented to the 1955 Kansas Legis. 
lature, was taken after the com- 
mitee’s chairman, Senator Bert Col- 
lard of Leavenworth, reported that 
voluntary inspections failed to do 
the job of materially reducing «c- 
cidents in the state. 

Under the voluntary plan, he 
said, “unfortunately those _ ve- 
hicles which are most in need of 
repair seem to be least likely to 
be present for inspection.” 

| Collard informed the Kansas 
study group that states having no 
compulsory inspection systems av- 
erage 7.8 traffic deaths per 100 mil- 
lion miles of travel, while those re- 
quiring inspections have only 6.4 
|deaths per 100 million miles. He 
added that the Kansas State High- 
way Patrol estimates that 3 per- 
| cent of all traffic fatalities are in 
accidents resulting from mechan- 
ical defects. 


| * * . 
Inspections Twice Yearly 


oo the proposed Kansas bill, 

semi-annual inspections would 
be conducted at privately operated, 
but State-inspected, garages. Pas- 





opposite of what was done in Chi-|its roads and highways committee’ senger cars would be tested in two 


cago by asking the municipalities 
to provide traffic relief in congested 
areas and thus avert the need for a 
general bus fare increase. 

Another instance of the in- 
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Today, the circulation of the 
Daily News stands at its postwar high— 


UP 83,309 from 1946 


Chicago 


All other 
DOWN 


Daily 


Chicago daily newspapers are 


highs. The 


its peak in yj 


from their postwar 


Tribune reached 194 


Since then it has lost 180,991. The Dail) 


Sun-Times had its peak in 1948. Since 


then its loss has been 123,139. The Evening 
hit 


Its loss now stands at 28,843. Source 


American ah! 
ABC 


Sake beet 


its postwar high in 


Publishers’ Statements, 


March 31, 1954. 


periods 


~ 


’ Be IN THIS POSTWAR ERA... 


the ONLY 
« Growing 
' Daily 

Newspaper 
In Chicago 


ri 
* 


to draft a bill calling for compul- 
sory semi-annual inspection of mo- 
tor vehicles at state-designated pri- 


The step toward preparation of 
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TENURE M1 ak 
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CHICAGO NEW YORK Seta 


iL Ay hte) 





LOS ANGELES 


|quarterly periods; trucks in two 
| others, as in Pennsylvania. Inspec- 
| tions would cover brakes, steering 


| vate garages and service stations. | mechanism, lights, tires, windshield 


wipers, glass rear view mirror, ex- 
| haust system and license tags. Fee 
| for inspection stickers would be 10 
| cents. 

| North Carolina also has indicated 
| plans to seek enactment of new or 
stronger inspection laws. 

Pointing out that states with in- 
spection laws have the best high- 
way safety records, North Carolina 
Motor Vehicles Commissioner, Ed- 
ward Scheidt, expressed belief an 
inspection law can be administered 
to cause “only a moderate amount 
of inconvenience compared to the 
good it will do.” 

A 1947 North Carolina inspec- 
tion law, calling for tests at 
state-operated facilities, was re- 
pealed in 1949 after widespread 
criticism of long delays at inspec- 
tion lanes. 

Predictions are being made in 
Massachusetts that a _ reduction 
next year in compulsory insurance 
rates will result from a developing 
trend in driver reattion to the 
state’s new demerit system for bad 
drivers and the 60 percent higher 
premiums for drivers under 25 
years. 

The two innovations, put into 
effect last Jan. 1, are said to be 
producing improved behavior atti- 
tudes and patterns on the part of 
many Bay State motorists. Claims 
against insurance companies are 
reported to have been leveling off 
this year instead of following for- 
mer uptrends. 

* © e 


Mass. Finances Highway 


- THE field of highway financing, 
a bill authorizing a new $150 
million, highway bond issue was 
enacted by the Massachusetts Leg- 
islature, bringing to a total of $550 
million the amount the State has 
authorized for borrowing for high- 
way construction in the last five 
years. 

Although advocates of the new 
Massachusetts bond issue said pres- 
ent gasoline tax revenues would be 
sufficient to amortize the bonds, 
opponents warned the measure 
might lead to future enactment of 
a State sales tax or increased gaso- 
line taxes. 

Enacted by the Louisiana Leg- 
islature was a bill authorizing 4 
$50 million highway bond issue. 
Also introduced in Louisiana was 
a bill to appropriate $15 million 
for construction and maintenance 
of secondary and farm-to-market 
roads. 

Fast action on the bond proposal 
was sought to permit an early 
| court test to determine if the State 
Highway Department can _ issue 
bonds on its own without involving 
the State’s full faith and credit. 
The bonds would be paid off from 
a one-cent gasoline tax now dedi- 
cated to the department. 


*® ” 

|Mic.. Proposal Rejected 
| UST before formally adjourning 
its 1954 session, the Michigan 
| Legislature rejected a request by 
| Gov. G. Mennen Williams for re- 
| vival and passage of a previously 
rejected legislative proposal to sub- 
mit to the electorate a $500 mil'ion 

| state highway bond issue. 
A resolution adopted by the 
(Continued on Page 48, Col. 1) 
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1 The only motor oil 








=m wilh Oil-Plating’ F 





in 9W20 & 10W-30 qrades 


NEW CONOCO Super MOTOR OIL 


INCREASED MILEAGE. New 5W-20 and 10W-30 Motor Oils flow 
so freely that they greatly reduce friction, increase engine effi- 
ciency. Your customers get more miles per gallon of gasoline. 


BETTER ENGINE PERFORMANCE. Revolutionary 5W-20 and 
10W-30 Motor Oils counteract friction—hold wear down to a 
minimum. They clean out gums and sludges for longer, smoother 
driving—give less engine trouble. 


FASTER STARTING. 5W-20 and 10W-30 Motor Oils are faster 
flowing in ALL temperatures. Reach engine parts. quickly and 
lubricate more thoroughly—especially in extreme cold weather. 


SUPER DETERGENT. New Conoco 5W-20 and 10W-30 keep valve 
lifters clean and free of sticking. Help prevent knocks by reducing 
carbon deposits. Give customers smoother, trouble-free driving. 


OIL-PLATING. New Conoco Super 5W-20 and 10W-30 Motor 
Oils fasten to engine parts a tough film of oil that can’t drain 
down into the crankcase. Because your engine never starts dry, 
this virtually stops friction wear. 


NO SEASONAL CHANGES OF OIL. Complete year-round protec- 
tion—for new Conoco Super 5W-20 and 10W-30 are free-flowing 
oils with all the tough protectiveness of heavy weights. 


IN NEW, EASY-TO-RECOGNIZE CANS WITH GOLD PANEL THAT SETS THEM APART FROM REGULAR GRADES 


5W Grade. 


10W Grade. 


Rr 
STOR Be 


Continental Oi! 


“4 








Now service ALL your customers 
by stocking just 2 grades of oil 


5W-20 is an SAE 20 oil with the starting characteristics of a 
10W-30 is an SAE 30 oil with the starting characteristics of a 


Call or write your nearest Conoco man. Or contact: Continental 
Oil Company—Albuquerque, Butte, Chicago, Denver, Fort : 
Worth, Houston, Kansas City, Lincoln, Los Angeles, New fe MOTOR ro) ha 
York, Oklahoma City, Salt Lake City, or Ponca City, Oklahoma. ee 


Er 


NEmavy put’ 








Company 


©1954, Continental Oil Company 
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increase these levies at system will be established for cars| believe will induce more buyers to 
cretion. assembled in Mexico, based on the| turn to the local lots. 


; re ee nature and capacity of each assem- * * * 
Auto News from Mexico [lye pusies Exptained nature ar ies Ha, 


* oe a 
Duty Hikes of More Than 100% in Some Cases RESIDENT CORTINES expects : TEN percent hike has b:°n 
y Rep said to Ral biter P thet the new duties will help| Quotas Promised granted all employes of Ferd 


the — — —— that has WHILE these assembled cars will! Motor of Mexico, Ford’s Mexican 
ronica u bl i 

EXICO CITY.—Automotive ob- been c y unfavorable to not be affected by the boost in| subsidiary for the past 28 years 

servers are predicting that the 





its dis- 


plus 40 percent of the car’s value 
on cars costing up to $2,000; $240 


Mexico, reinforce the national econ-|the import tariffs, the announce- Frai R. Rhub ‘ 

h urb ’ raine ° uberry, general 

importation of cars will drop al- omy and help curb the inflation’ ment said that these cars would be | manager, oe he a 
m th nishi oint as a | boost was 8 ion o 
ae the 4 an cooperation with President Corti»es 


ul f the Government’s huge 
Te te ihe z who had asked all employers to do 


hike in automobile custom duties. 


plus 70 percent on vehicles costing 
up to $3,200; $480 plus 85 percent 
on vehicles costing up to $4,400, and 
$800 plus 100 percent on vehicles 


peso to a new peacetime low of 
eight cents. 


that resulted from slashing the| given “similar treatment.” 


Both Ministries have been or- 
dered to work out a quota system 


Cortines said over-importing of | 
items covered by the hiked duties | 
attained a new high last year of | 


that will be equitable to govern | what they could to increase waxes 
the importation of European cars, |in view of soaring living costs 
$46,150,000 particularly the moderately priced ce 
radios, TV cigarets and yLIU TOG. | makes which have made a good 
ab eeticien which ten adminis- NADA Move Reported | He said this was a major factor| start in the Mexican market. | Road Race Date Set c 
tration of President Adolfo Ruiz | LOS ANGELES.—NADA report-|in Mexico’s monetary devaluation! New and used-car dealers, whose HE Fifth —_— Pan American 
Cortines regards as dispensable, | edly will move its’ western office | and also for the hike in duties, the | sales have been quite slow since the | Road Race de a will be 
or which already are produced in | from Los Angeles to San Francisco | largest increase in many years. | monetary devaluation produced the Con according to t P aa ae of 
Mexico, and publish its used-car guide in| The Ministry of National Econ-| inflation, are somewhat heartened Gk aan ao aieat the td a 
: ] nounced th oF * b , which the - € 
Auto duties are as follows: $160 the latter city. tomy also an ced that a “quota | by the custom boosts Y | tor the Mexican Government. The 


: ae i ae ea ae tentative dates are Nov. 19-23. 

Like the previous races, this 
one will start at Tuxtla Gutierrez ' 
and will end at Ciudad Juarez, 
opposite El Paso, Tex. The cars 
in the race will arrive in Mexico . 
City on Nov. 20, Revolution Day. 

Previous plans to start the race ( 
at a point just north of the Guate- ‘ 
mala border were dropped because 1 

1 
q 
( 


costing more than $4,400, Further- 
more, the Ministry of Finance can 


The duty boosts, greater than 
the value of the article in some 
cases, also have been levied on 

















| 


|of the political situation in Guate- 
|mala and in some other Central 
| American countries. 

* * + 


| Rebell Named 


| J*RNESTO SERRANO REBELL 
is the new general manager of 

Automotriz Cornejo, a leading Mex- 

ico City dealership which special- 
| izes in Pontiacs. Other officers are 

Jesus Gonzales Alvarez, sales man- 

ager, and Arnaldo Baeza, adminis- 

tration manager. 

* o* * 


Luminous for Safety 

| N INVENTION, patents for 
| which have been asked in Mexi- 
|}co and the United States, would 
help reduce highway accidents by 
making cars luminous at night, 
without any inconvenience to driv- 
ers, according to its developers, 


na - — ~— ee 





Jorge Guilaumin Benitez, Mexico ] 
City mechanical engineer. | 
The system is a tubular arrange- 
ment of lights that illuminate the r 
chassis and the ground over which a 
the car travels. Benitez says the I 
| device can be mass produced for as I 
low as $33.50 each. I 
* 7 . I 
Racket Laid to Yanks t 
= Ministry of the Interior has I 
announced the deportation of i 
Ft Pn ke two Americans, Joseph Sherman t 
| ry =f and Bernard Slutky, who allegedly s 
‘a made a business of stealing auto- r 
R 8 mobiles in the United States and = 
Nels smuggling them into Mexico at 
t Ciudad Juarez, opposite El Paso, 
Tex. 
The ministry said they changed 
license plates and motor serial 
numbers, faked invoices and sold 
the vehicles in central Mexico by / 
representing them to be the wares ’ 
Here now is a premium spark plug for 85¢. Hastings Hastings Plugs operate with considerably higher oS used-car firm that ‘ 
Aero-type construction, with shrouded twin elec- insulator temperature, to retard fouling. And yet the Sherman and Slutky were caught y 
trodes, is the greatest recent improvement in spark electrodes, being out of the path of the hot flame ae ee =? - + 
. e e ° e Ss e - 
plug performance. And the new low list price of 85¢ sweep, operate at a /ower temperature and with in- ernor. The deportees “worked” for | 
. aL: a a year and are said to have grossed 
puts it within the reach of everyone. creased life. Seed cath in that tame, | 
The Hastings Shrouded Plug performs better, lasts The H.T. aluminum oxide insulator . . . corrosion- 7 ¢ e | 
longer, cleans easier. Two ground electrodes (one on resisting solid copper gasket . . . accurate heat rating Br od to _— . 7 = ; | 
‘ ; : ‘ ° ody uipmen 
each side of the center electrode) for longer service ... and engineering for replacement service—all go A Fx tens eenitittned thn amerteal 
i ing. ning abrasiv ll around to make this a plug built for premium performance. branch here and is producing its 
and cae cleaning Cleani ga - mons plus P : " i line of truck bodies and trailers. 
the insulator tip and electrode firing surfaces to re- And now you can have all this—at the new list Service personnel were trained in re 
: : the U.S. a 
new performance and life. price of 85¢. Ea ci 2 
Ford Appointee : 
. e ” N 
HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN GASTENES LTD., TORONTO OBERT G. LAYTON is the new a 
Spark Plugs, Piston Rings, Casite, Caslube, Drout, Oil Filters finances manager of the Ford vi 
Motor Co. de Mexico. He has served p 
|in similar capacities in the U.S. h 
| and Europe. tk 
Electric Storage Battery ~ 
Granted Alloy Patents - 
| PHILADELPHIA.—Patents cov- s 
ering use of new and improved al- S] 
| loys in storage batteries have been m 


granted Electric Storage Battcry 
| Co., according to S. Wyman Rolph, 
| president. 

The patents describe the alloying 
| of lead with varying and precisely 
| controlled quantities of antimony, 
| arsenic and silver. The firm manu- 

factures Exide, Grant and Willard 
batteries. 


ome 
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Service Management 


{ Regular Monthly Section for Those Who Maintain 


{merica’s Motor Vehicles 





Backshop 


... by Jack Weed 





IHHERE’S nothing wrong with the ' 

automobile business that a little 
hard selling and good management 
won’t correct. 

That’s a statement that is often 
quoted, not only by the so-called | 
experts in the industry, but by) 
many successful dealers who are 
making good returns on their in- 
vestment, even under today’s highly 
competitive conditions. 

I ran into proof of this statement 
in talking to a dealer who operates | 
what might be called a volume deal 
in a smallish town. 

When I asked him how things | 
were going he said: “Not too bad. 

I lost my salesmanager a couple 
of months ago, and I have been 
my own salesmanager ever since, 
and believe it or not, the first 
month I got back into the har- 
ness I increased our net profit by 
over $3,000.” 

He went on to.say that he had| 
found several things going on in 
his business that weren’t exactly | 
kosher to his way of thinking, and 
that started him on a still hunt in 
other departments of the business. 

* * 


* 

Paying Off 
H® FOUND that practically every 

department could stand a little 
more supervision by the boss and, 
although it meant that he had to 
put in practically double the hours | 
he had been spending in his busi- 
ness, he found that it was paying | 
him to do it. 

I had been talking to him about 
budget selling of service, and he 
had told me that he never had put 
in a time-payment plan for his cus- 
tomer labor and parts sales. He 
said he had recently made an ar- 
rangement with a local finance 





| “Biggest 


| department 
|/money for him while carrying his 
| salary, but if he would spread his 


company to handle some of his 
paper and that he was going over 
to this outfit and work up a deal 
on service and accessory sales that 
very day. 

Knowing this gent as well as I 
do, Pll bet my bottom dollar that 
if I had talked to him about 
budget selling of service three 
months ago, anything I would 
have said would have gone in one 
ear and out the other — or he 
would have taken it up with his 
service manager and the odds are 
that his service manager would 
have talked him out of even look- 
ing into this method of getting 
those plus sales from his service 
department that time payment 
selling of service, on a sound 
basis, does bring in. 

Also have been talking to the 
small town dealer in 
America,” as Lee Anderson of Lake 
Orion styles himself—I might say 
with more than a modicum of justi- 
fication. Lee told me that for the 
first time in three years his service 
is not only making 


salary over all of his business he 
would be in a highly desirable po- 
sition insofar as his absorption per- 
centage is concerned. He had sub- 
sidized his service department to 
get traffic flow for two years. 

Lee is one of those smalltown 
dealers who keeps on top of every 
department of his business all of 
the time, and it certainly shows up 
in his operation. 

x * ~ 


Both in Same Shop 


Also discussed this budget sell- 
ing idea with a small town 
(Continued on Page 31, Col. 1) 





Dealers Aim for Shop Valume..; 


Service on the Cuff 


oo current factors are spur- | 


ring many franchised car and 
truck dealers to take a serious look 
at the budget plan of selling serv- 
ice. These factors are: 

1. The threat of more competition 
in service sales through local job- 
bers adopting the C-A-S budget 
plan; 

2. The loss in customer labor 
and parts sales suffered by many 
dealers during the first three 
months of this year; 

3. The vacation period when 
hundreds of thousands of car own- 
ers must get their cars fixed. 

x * * 

HE Certified Automotive Service 

plan for budget selling of serv- 
ice, now endorsed by all four of 
the jobber associations in the after- 
market, is being offered to in- 
dependent service stations by sup- 
plying jobbers. This plan enables 
the independent serviceman to offer 
a tested and proved program of 
budget selling that has not been 
available to him before. 

Up to this time, the only budget 
plans in general use for the sell- 
ing of customer labor, parts and 
accessories have been those avail- 
able to the franchised dealers 
through the finance houses that 
handled retail and other automo- 





MEWA Contest Sets 
Wholesaling as Topic 


CHICAGO. — “Toward Better 
Wholesaling” is the topic of this 
year’s essay contest conducted by. 
the young executive group of the 
Motor and Equipment Whole- 
salers Assn. 

Prizes include Government 
bonds of $100, $50 and $25, plus 
travel expenses to and from the 
1954 MEWA convention in Chi- 
cago the week of Dec. 5. 








Parts and Accessories Sales on 


By Sam Sampson 
Staff Writer 
Acanaaaivs parts and acces- 
sory merchandising programs 
are paying off for many dealers 
this spring, according to an AUTo- 
MOTIVE NEWS survey. 

In contacting dealers in every 
state of the union, the survey 
found that current parts and ac- 
cessory volume is slightly better 
than last year in many areas, and 
that dealers engaged in special 
advertising and promotional pro- 
grams are successful in stimulat- 
ing the local market and increas- 
ing parts sales well over last 
year’s level. 

More than 13 percent of those 
reporting said that sales of parts 
and accessories were about 10 per- 
cent better than last year, and 
others gave indications of slowly 
increasing sales. A large number 
of dealers reported that current 
volume was holding firm. A few, 
principally in “hard-hit” areas 
however, said that sales were lower 
than last year. 

* * * 

EVERAL items seem to be a 

drug on the market in almost 
every area. “Dress-up” items have 
slowed down considerably this 

spring, and seat covers are also 
moving very slowly. 

In addition, many dealers re- 
ported that the special accessory 
“groups” for new cars are not 


NEW PRODUCTS 
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moving as expected. Many deal- 
ers commented on this, but one 
dealer phrased it, “the trend is 
apparently to buy standard mod- 
els without high priced accesso- 
ries.” 


In some cases, business was down 
in all departments because of local 
economic conditions. In West Vir- 
ginia, for instance, business is suf- 
fering a setback because of unem- 
ployment in the mines. The same 
condition is apparently true in Mis- 
souri, where droughts and dust 
storms have slowed down buying. 

Because of these conditions, one 
of the survey reports said over-the- 
counter sales were 50 percent be- 
hind last year, and improvement 
this spring was very slow. Other 
dealers reported over-the-counter 
business down from 12 to 18 per- 
cent. 

x * » 
| ANALYZING the survey, one 
of the interesting findings was 
the relationship of current parts 
department volume and the pres- 
ence of effective special programs 
to increase parts sales. 

In every case, those reporting 
better parts volume so far are 
carrying out effective programs 
to stimulate the local market. 
Many have increased advertising 
budgets, some have put more 
salesmen on the job and others 
are using factory suggested pro- 
motional programs. Many are us- 
ing various combinations of all 
three. 





tions were to the final profit figure 
for the dealership. 
* cg a 

‘O® THE four basic operations of 

a dealership — new - car sales, 
used-car sales, parts and accessory 
sales and service operations — the 
parts department is the most close- 
ly integrated operation of them all,” 
one dealer commented. “For effici- 
ent customer labor work and fast 
used-car conditioning, the parts de- 


tive paper. All of the leading 
dealer finance houses have such 
plans available for their clients, 
but some push it much more 
than others, 

Dealers, whose percentage of ab- 
sorption is down despite the cur- 
rent fast-selling market, are look- 
ing for any program that will en- 
able them to increase customer 
labor and parts sales without too 
much risk. 

A check among dealers that have 
used budget selling of service and 
accessories indicates that, if prop- 
erly set up in the dealer’s busi- 
ness, such a program not only in- 
creases service and accessory sales 
but is also a good sourcqof used- 
car sales leads. ; 

* * cd 


EALERS who have been most 
successful claim that when an 
owner comes in for a sizeable serv- 
ice job, with perhaps his car not 
worth too much more than the 
amount of work needed, they are 
able to switch, for about the same 
monthly payment, a goodly number 
of this type of owner into a better 
used car, which incidentally doesn’t 
need that amount of work. 
However, service budget plan sell- 
ing, like new-car paper, must be in- 
vestigated as to the credit standing 
of the customer before the work is 
started, for the dealer to be safe, 
even though the finance plan avail- 
able to the dealer is on non-re- 
course paper. 

As one dealer aptly puts it, sell- 
ing service on the budget plan is 
like insuring in a mutual com- 
pany. You know that you can get 
coverage without much risk of 
being assessed, if the company 
you deal with has a good record 
and is amply financed. But if a 
calamity should strike that would 
make the burden so great the in- 
surance company had to make an 


Upswi 
partment is an all-important fac- 
tor.” 

In new-car sales, the dealer- 
ship must carry all the extra ac- 
cessories that may be requested 
in order to realize the largest 
possible profit from car sales. 
Many dealers stated that the en- 
tire cost of parts merchandising 
programs should not be placed en- 
tirely on over-the-counter sales, but 

(Continued on Page 30, Col. 3) 





Buffalo Dealers Honor Teachers— 


William B. Kamprath (center), principal of Burgard Vocational High School, Buffalo, 
and Martin H. Doebert (left), head of the auto mechanics department, receive gold 

Several dealers answering the! watches from Anthony L. LaMastra, Buffalo dealer and former student of the school. 
survey made a point of how close| The awards were given by the Buffalo Automobile Dealers Assn. in recognition of 
adequate parts department opera-| the school's service in providing trained workers for the auto trade since 1915. 


assessment, it would be better to 
pay the assessment than to have 
your company go broke, 

He points out that a similar case 
can be made for budget selling. If 
the dealer loads his company with 
“fringe” paper and some of it goes 
bad with the dealer refusing to 
take his share of the loss, the 
finance company is fairly certain 
to drop that dealer’s account. Thus, 
it pays to find out first if the cus- 
tomer has the ability to pay or if 
his car already carries a loan that 
is equal to or nearly equal to the 
wholesale value of the car. 

This is particularly true with the 
dealer who is attracted by the high 
interest rate available in this type 
of account and who carries his own 
budget paper. 

” + 

A" indications point to the biggest 

vacation season in U. S. history 
this year. The AAA claims that its 
research indicates that 85 percent 
of this year’s vacationers will go by 
their own car. Also seven out of 
every 10 will take that vacation 
trip in July and August. 


Never has there been a more dire 
«Continued on Page 32, Col. 1) 


Goodyear Objects 
To Bill Curbing 
Tire Outlets 


AKRON.—Goodyear Tire & Rub- 
ber Co. has gone on record as 
strongly opposed to the “rubber 
tires bill,’ which has been revived 
in Congress. 

Opposition to the proposed legis- 
lation, which provides that only 
“independent tire dealers” could sell 
tires and tubes at retail, was con- 
tained in a letter sent by R. H. 
Miner, assistant secretary of Fire- 
stone, to Senator William H. Lang- 
er, North Dakota Republican and 
chairman of the Senate Judiciary 
Committee. 

A subcommittee is holding hear- 
ings on S-175, as the bill is known. 
Similar bills were rejected by com- 
mittees of the 78th and 79th Con- 
gresses. 

Miner charged that the proposed 
bill would be in restraint of trade 
and would reduce competition, re- 
sulting in higher prices and in- 
ferior service to the public. 

Declaring that the bill obviously 
was aimed at company - owned 
stores, Miner stated that tire sales 
through all such stores in the in- 
dustry were less than 10 percent— 
a figure that had not increased in 
10 years or more. 

Stores are not opened by Good- 
year in places where the company 
has effective tire distribution, Miner 
said, and the company’s stores do 
less than 3 percent of the total 
consumer replacement tire business. 


Dealers Warned 
On Power Kits 


DETROIT. — Parts and service 
managers in the Detroit area have 
been warned by the Detroit Auto 
Dealers Assn. that some of the new 
power steering conversion kits Co 
not permit the car to be manually 
steered after power failure. 

“We understand that some of 
these devices may prove dangerous, 
because failure of the power unit 
could result in complete failure of 
the steering mechanism, “the 
DADA bulletin said. “Be sure that 
when these kits are purchased by 
your parts and service department, 
they are of the type which can be 
installed without affecting manual 
steering in case of power failure.” 














ver have a big-time hunch 
right now? 


hat paid off 


Some of a man’s best ideas start as a hunch. 
They sneak up on him when he’s thinking of 
something else, then they grow till one day 
... bang! He’s got it! 


If you’ve had a hunch about American 
Motors .. . you may well have a big idea by 
the tail. For the merger of Hudson with Nash 
to form American Motors is one of the biggest 
ideas of our day. 


It has created an opportunity that comes to 
a man once in a lifetime. It is an opportunity 
‘to get in on the ground floor as a Hudson 
dealer; an opportunity to prosper and grow 
with a powerful new force in American industry. 


Already the strength, the enthusiasm and 





determination of this new Hudson Division 
has extended out from Detroit to Hudson 
dealers . . . not only in exciting plans for the 
future, but in new, practical merchandising 
plans that show up where it counts—on the 
dealer’s profit ledger, right now. 


What to do about it . . . Obviously, to men 
of foresight, the Hudson franchise is some- 
thing to look into. It is an opportunity not to 
be put off, but to act upon now, while there are 
still a few territories left open. The thing to do 
is write, wire or see: C. A. J. Hadley, Sales 
Manager, Hudson Division, American Motors, 
Detroit 32, Michigan. You will get action, 
and get it fast. 


alCAn 


DIVISION OF 


Sf: AMERICAN Motors 


a 
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30 AUTOMOTIVE NEWS, JUNE 21, 1954 


Automotive News Survey... 
Parts and Accessories 


Show Sales Gain 


(Continued from Page 27) 





should be properly divided among | several cases, the management re- 
all parts sales activities. served the right to make sugges- 
en ee tions, but the final decision was 
— survey revealed that about | mostly in the hands of the parts 
95 percent of the dealerships} manager. 

gave full authority to parts man- Of course, parts orders must 
agers to order and stock parts. In| stay within the parts and acces- 
sory stock budget, and the man- 
- ager is responsible for keeping 

PS alt a ee I — ts parts and supplies in balance. 
ectine in Lana With some franchises, the factory 
— nop — ow te Rever er ‘ OTTAWA. — Canadian imports | suggests the amount of stock that 
Glavic Willys, Inc., Cleveland, has topped Kaiser dealers in sales for many months, of cars and trucks dropped to |should be carried for the size of 
while Frank De Mell, sales manager, has taken top honors for three years in Kaiser $19,445,000 in the first quarter of | the operation, and in what propor- 
sales contests. According to John Glavic, president, the firm's success is due mainly 1954, as compared with $21,037,000 tions certain parts are stocked. This 
to good service. He said the service department staff has had to be increased by in the same period of 1953, ac- balance is also under the parts 

40 percent, and an expansion is contemplated. cording to Government reports. manager’s direction. 

The import of parts has de- The survey seems to indicate that 
Kyfoam Sets Up Plant ing. The foam vinyl sheeting will| (inea om $59,479,000 last year | the demand for dress-up parts, seat 
LOUISVILLE.—Kyfoam, Inc., has| be marketed in widths up to 54) ¢» $58,969,000 in the same period | covers and more expensive acces- 
established a plant for the produc- | inches, thicknesses up to 4% | of 1954. sory items is slowing down, and 
tion of continuous vinyl foam sheet-| and in any desired lengths. parts managers should be careful 














“See Your Car Painted” idea creates new interest, 
and customers. 





Profit-producing huddle includes Bert Perley; Tom Dalton, DeVilbiss field man; 
’ Jim Miller, Service Manager; and Jim Burcher, jobber. 


Scientific lighting, good ventilation help assure 
better job. 


This conference boosted body and paint 
shop sales 127% in just 8 weeks 





Courtesy Chevrolet’s paint and 
body shop was cramped into a 
corner of the busy Los Angeles 
dealership’s regular service build- 
ing. Many jobs that should have 
meant profits had to be “farmed 
out.” Still others had to be passed 
up entirely. But Bert Perley, paint 
and body manager, knew his de- 
partment had a terrific potential. 

A garage building nearby became 
available. Bert started the ball roll- 
ing by calling in his DeVilbiss 
jobber for advice. On his recom- 
mendation Bert installed a new 
DeVilbiss “showroom” spray booth, 
equipped his painters with a 





Air Compressors Hose and Connections 


complete battery of spray guns, air 
transformers, compressors and 
other accessories. 

The DeVilbiss spray booth was 
placed against a building entrance 
to give customers and passers-by 
an excellent view of the whole 
careful spray operation. Courtesy’s 
new facilities were merchandised 
by a “See Your Car Painted” pro- 
gram. 

Within eight weeks Courtesy’s 
vastly improved set-up boosted 
paint and body shop sales 127%. 
Over-all service absorption was up 
70%. Major paint jobs jumped from 
an average of one every two or 





Spray Guns 


Spray Booths 





three days to three or four each 
day. Insurance adjusters began to 
bring their heavy business. 


Opportunities for you 
Your local DeVilbiss jobber can 
help you profit from the trend 
toward appearance service. He'll 
be glad to furnish information on 
the latest DeVilbiss spray methods 
and materials. Why not call him 
today? 


Tue DeViisiss COMPANY, Toledo, Ohic 


Barrie, Ontario « London, England 
Santa Clara, Calif. 


FOR BETTER SERVICE, BUY 


'DeEVILBISS 





BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES THROUGHOUT THE UNITED STATES, CANADA AND THE WORLD 





to keep track of the fast-moving 


items. 
+ * oa 


oo there is a shortage of 
trained personnel available for 
parts departments, there are more 
men now available to be trained— 
and interested in being trained— 
then for many months, dealers re- 
port. 

Parts men are concerned about 
the rapidly growing number of 
power accessories now being of- 
fered on cars, and the extra work 
required for stocking and order- 
ing parts for them. More room, 
more paper work and more time 
is required to keep parts inven- 
tories in balance. 

In addition, parts managers look 
with concern at the trend toward 
close-tolerance parts for engines 
and transmissions. In some cases, 
a wider range of models within 
each make is an added burden to 
parts men, since such a trend re- 
quires a larger number of individ- 
ual parts with less demand for each 
part. 


* * * 
A DETROIT parts man said that 
more room will soon be required 
in his operation. 

“We don’t have room to carry all 
we should now, and are forced to 
carry shorter stocks of some items 
than we should be carrying. In ad- 
dition, every year we are asked to 
carry more parts or more accessory 
items until we are jammed to the 
limit. 

“Maybe we'll have to take over 
part of the showroom pretty soon,” 
he concluded. 


Service Exhibit 
In West Slated 
For Feb. 24-27 


LOS ANGELES.—The Pacific Au- 
tomotive Show will be held at the 
Pan Pacific Auditorium here Feb. 
24-27, with the participation of 
wholesalers of 11 western states, 
Alaska, Canada, Hawaii and Mex- 
ico. 

The exhibition will feature re- 
placement and service parts, shop 
equipment, accessories, specialties, 
chemicals and latest techniques in 
maintenance service. 

Officers of the show are: 

Howard B. Weaver, Feather- 
stone’s Inc., Los Angeles, president; 
Louis J. Cresta, Cresta Bros. Auto 
Parts, Inc., San Francisco and R. 
H. Gerlach, Jensen-Byrd Co., Spo- 
kane, Wash., vice-presidents; P. T. 
Johnston, Motor Parts Depot, Los 
Angeles, secretary, and Ira C. Lam- 
bert, Lambert Co., Ltd., Los An- 
geles, treasurer. 

J. Leonard Gibson again is ex- 
ecutive manager. 

The show committee consists of 
Don Allbright, Allbright’s Riverside, 
Calif.; Nevin Browne, Chanslor & 
Lyon Co., Los Angeles; Lee J. Good- 
man, Kay & Burbank Co., Los An- 
geles; R. M. Herzog, Colyear Motor 
Sales Co., Los Angeles; Percy T. 
Lyon, Barlow Motor Supply Co., 
Hollywood, Calif.; Norman B. Park- 
er, H. M. Parker & Son, Glendale, 
Calif., and J. L. Walter, Walter’s 
Auto Parts, Whittier, Calif. 

Manufacturers’ representatives on 
the committee are Mel H. Austin, 
L. J. Halderman, M. H. Klinger, 
Elmer L. Repp, Ralph C. Schayer, 
Andrew D. Shaw, and Harry C. 
Younger, all of Los Angeles. 


Parts Executive 


Rips Import Curbs 


CHICAGO.—Restrictions against 
imports are making it increasingly 
difficult for American producers of 
automotive parts and accessories to 
retain overseas markets, according 
to J. Theodore Wolfson, president 
of Maremont Mfg. Corp. 

Wolfson, addressing members of 
the Export Managers Club of Chi- 
cago, said the automotive parts in- 
dustry faces three major export 
problems: Local production over- 
seas, import restrictions and pref- 
erential tariff or exchange regu!a- 
tions. 

James E. Burke, vice-president 
of Stewart-Warner Corp., declared 
that one means of overcoming ex- 
port barriers is for American com- 
panies to engage in some form of 
local manufacture in foreign coun- 
tries. He said this could be accom- 
plished through establishment of 
wholly owned subsidiaries, acquir- 
ing an interest in local companies 
or making licensing arrangemen‘s. 
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Ford dealer friend of mine. In dis- 
cussing his absorption, I asked him 
if he had felt the same dropoff in 
service returns during the first 
three months of the year that had 
been fairly general around this 
area. 

He brought up something that 
made a lot of sense to me—that 
while he had acceded to factory 
demands in keeping his tractor 
and car business separate insofar 
as sales and display were con- 
cerned, he had been able to sell 
them on letting him operate the 
service for both out of the same 
shop. 

Last year this dealer chalked up 
over 130 percent absorption in his 
business, and this year whole car 

and truck service had fallen off 
some, he still was doing over 100 
percent due to the fact that his 
farm tractor and implement service 
work, this early spring, had held 
him up. 

I know from experience that do- 
ing service work for both in the 
same shop enables him not only to 
get a better grade of mechanic for 
his shop, but because these men get 
full time work the year around, he 
is able to hold them despite the 
fact that there are plenty of small 
factories within easy driving dis- 
tance of his place of business that 
might offer them a higher hourly 
wage. 

* 


Sensible Approach 


vas is a movement on foot 
in SAE that makes a lot of 
sense to me and to every one who 
bumps up against some of the prob- 
lems of servicing motor vehicles in 
the field. 

This movement is aimed at or- 
ganizing a committee of vehicle- 
maker service managers as a part 
of the Transportation and Mainte- 
nance section of the Society. 

The movement has reached the 
stage where Howard Willett, of 
the Willett Co., Chicago, who is 
both vice-president of the section 
and activity chairman, is already 
at work on it. 

Such a group working in SAE 
could at least eliminate one of the 
annoying lubrication deals that has 
been on the fire for some time. As 
I understand the problem, man- 
ufacturers of special 
axles, transmissions and other pow- 


Standard Oil Sees 
No Need for New 
Gas Additives 


CHICAGO. — Standard Oil Co. 


* * 


equipment | 





(Ind.) has declared that it has no} 
immediate plans for announcing | 
new additives for its present lines | 


of gasolines. 

The company issued the follow- 
ing statement: 

“The Standard Oil Co. (Ind.) has 
always been active in developing 
and using additives. In 1923, it be- 
came the first major gasoline mar- 
keter to use tetraethy] lead. It was 
also the first to use gasoline anti- | 
oxidants, to prevent gumming. It 
recently began using a de-icer 
additive in its premium gasoline, 
and a new furnace oil additive. It 
has long been a leader in develop- 
ing and using lube oil additives. 

“The company’s laboratories 





have, of course, been actively study- 
ing other possible additives, especi- 
ally for gasoline. Many road and 
other tests have been run on new 
types of additives, including com- 
petitive products. Thus far, none of 
them have shown benefits—at least 
with our clean-burning gasolines 
and oils—which outweigh their dis- 
advantages. Unless and until better 
materials are developed, or more 


er increasing devices make certain 
lubrication recommendations for 
their products. 

When these units are used by a 
truck manufacturer in building up 
a special purpose vehicle, the truck 
manufacturer, of course, has to go 
by the recommendations of the unit 
maker and carry them in their in- 
struction manuals in order not to 
void the warranty of the unit 


maker. 


ad * 


Clearing House 


RUCK and lubrication men tell 

me that many times these rec- 
ommendations are not realistic, in 
that the lubricants that are recom- 
mended, while they might be abso- 
lutely correct for the unit itself for 
initial fill and factory use, are not 
always available in the field. 

When a comparison is made of 
the car manufacturer lubrication 
recommendations as compiled by 
the Chek-Chart company with the 
booklisting of those of the truck 


7 





bus and coach makers, it amply 
illustrates the confusion that must 
exist. 

The idea now is to have the 
service managers of the car, 
truck and bus makers make up a 
committee that will become a 
part of the SAE T&M section, 
along with the oil men and ve- 
hicle operators who are also in 
this section, so that the section 
can be a clearing house for all 
field service recommendations of 
the makers. 

In such a group, availability in 
the field and practicability of the 
recommendations can be _ deter- 
mined before they are put out in 
print. Thus much confusion that 
now exists in the field can be elim- 
inated and factors that would work 
toward a much better ability of the 

| operators in the field can be worked 
out to the satisfaction of all. 

Howard Willett also points out 
that especially the maintenance 

heads of big fleets need the advice 
and counsel of the operating heads 
of the vehicle factories and such a 


group could well satisfy this need. 
* * * 


No Breakage 
RLE ST. AUBIN, of General 
Motors, claims that the rumors 





about breakage of the panoramic 








Sloan Award— 


William S$. Richardson (left), president 
of B. F. Goodrich Co., accepts a bronze 
plaque from Alfred P. Sloan jr., chairman 
of General Motors and president of the 
Sloan Foundation, in recognition of Good- 
rich's public service in highway safety 
promotion. 


or curved windshields in Oldsmo- 
bile, Buick and Cadillac when these 
1954 models are jacked up for tire 
changing or other service work, are 
still persisting in many areas, de- 


spite the fact that these new mod-| the firm. 
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els have been out now for over six 
months. 

In a recent letter sent out to 
servicemen, particularly in the in- 
dependent stations, Merle points 
out that these rumors are mani- 
festly untrue and that neither 
General Motors, nor any other 
vehicle manufacturer, could allow 
vehicles to go into the field that 
could not be serviced without 
damage to the windshield glass. 


With General Motors, in partic- 
ular, which stands solidly behind 
its products, continued production 
of such models would be tanta- 
mount to business suicide, he says, 
adding that GM has yet, to find a 
case of windshield breakage due to 
jacking up a car. 





J. P. Brogan Joins Father 
In Paterson (N.J.) Deal 


Thomas J. Brogan, president of 
Brogan Cadillac-Oldsmobile Co., 
Paterson, N.J., has announced the 
appointment of a son, J. Peter Bro- 
gan, as an officer of the company. 
The younger Brogan recently re- 
turned from active duty with the 
Marine Corps. : 

Another son, Thomas J. Brogan 
jr., is executive vice-president of 





that 
pays off 


Better products at 


lower cost are usually the 


result of improved design plus improved pro- 
cessing. Take, for example, the clutch plates 
Moraine makes for automatic transmissions 
used in automotive vehicles. In the beginning 
each plate required many separate individual 
operations. Now these plates are fed into a 
specially designed automatic machine and com- 
pletely processed with a great saving in labor 
costs. This specific example of the “forward 
thinking” at Moraine benefits both you and 


your customer. 


des 


From the truck and bus fields came a 





Some cars and trucks with power brakes 





require a safety feature that would maintain 
reserve vacuum power for braking. Moraine 
provides that reserve power—an electri- 
cally driven booster pump that maintains 


an adequate vacuum reserve, 


Moraine friction materials, able to with- 
stand great heat and friction, are widely 


used 


in Powerglide, 


Hydra-Matic and 


Dynaflow automatic transmissions. Their 


use has spread to other applications . . . 
from military vehicles to home appliances. 


Manufacturers are learning that Moraine, 


rate request for a tougher bearing to 
withstand the many requirements of heavy- 
duty engines. Moraine came up with the 
answer in the Moraine-400, the toughest 
automotive engine bearing ever made! 


through its broad metal-working experi- 
ence and constructive attitude, has provided 
a solid foundation for the use of metal 
powder parts in industry. Every day, 
Moraine proves “It can be done!” 


positive results demonstrated, this 
company does not plan to expand | 
its present use of additives in 
gasoline.” 


World Motor Census 


NEW YORK.—Copies of the May 
issue of The American Automobile, 
which contains the annual World 
Motor Census, are available free 
from John F. Burke, Publications 
Manager, McGraw - Hill Interna- 
tional Corp., 330 W. Forty-second 
St., New York 36, N. Y. 





THESE PRODUCTS, TOO, ARE MORAINE 


Moraine-100 engine bearings . . . Durex gasoline 
filters . . . Porex porous metal parts . . . Delco 
hydraulic brake fluids . . . Delco master cylinders, 
brake cylinders, and parts . . . Moraine vacuum 
pumps ... Moraine conventional engine bearings 
and electric motor bearings. 


moraine 
products 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 
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Volume Spurs Dealers... 








Service Credit Plans Examined 


(Continued from Page 27) 

need that those who motor on their 
vacations to have their brakes and 
tires checked to make certain that 
they are in perfect condition. Al- 
most 40 percent of the cars on the 
road today are five years old or 
more. 

It has been conservatively esti- 
mated that one of every three cars 
on the road will need a brake re- 
line thiseyear and that an equal 
number will need from one to four 
new tires. 


Faulty brakes are still the chief 
single mechanical cause of auto- 
mobile accidents, and calls for 
tire trouble led the list of all 
service calls by AAA garages last 
year. More than one of every five 
calls, or 23.01 percent, were for 
tire trouble, followed by 22.22 
percent for battery or electrical 
trouble. 

Many dealers feel that the slow- 
up in service sales during the first 
quarter of this year was due in a 
great measure to the fact that 


fewer owners had the extra cash to 
spend on getting cars in shape for 
summer than in former years. Now, 
with vacation time facing them, 
many good budget plan risks will 
welcome the opportunity to get 
their car put in first-class condi- 
tion, if it doesn’t deplete their vaca- 
tion finances. 

A complete brake reline, a couple 
of new tires and tubes and the 
normal tune up and other light 
service needed by these cars, will! 





Standard Register Offers 


Data on Record-Keeping 


DAYTON.—A record-keeping sys- 
tem which is said to provide an- 
swers to the problems inherent to 
most businesses has been developed 
J. K. Lasser & Co., New York ac- 
counting firm, and published by 
Standard Register Co., Dayton 1, O. 

The booklet, “Your Business Rec- 
ords,” is available from Standard 
at $1.50. 
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produce a budget plan sale worth 


the effort to sell. 

* + 
A CHECK among five top finance 
houses catering to franchise 
dealer business indicates that na- 
tional budget selling of service and 
accessories is down about 25 per- 
cent from last year, when all in- 
dications are that it should be 
higher. One firm said last year 
they bought about $2 million dol- 


* 








lars a month in service budget) 765 Dealers Attend Brake Clinic— 
A Grey-Rock brake clinic sponsored by Automotive Supply Co. and Sunbury Auto 


plan paper, but that for the first 
three months of this year it had 
dropped to about half that. April, 
however, showed an increase to ap- 
proximately $1.5 million. 


Another indication of the fact 
that dealers have not taken advan- 
tage of budget plan selling avail- 
able to them is the fact that one 
firm wrote approximately 98,000 
such contracts during April, 1953, 
but wrote only 92,000 in April, 1954. 
In February, this firm wrote only 
67,000 contracts; in March the busi- 


Parts Co., Williamsport, Pa., was attended 
servicing of various types of brake systems. 


by 165 dealers. A slide film sketched the 





ness increased to 89,000 contracts.| year they have been down to 


Mass-selling dealers in Detroit, 
who have been notoriously lax in 
pushing budget plan selling of 
service, admit that they may have 
been overlooking a worthwhile 
bet this year. As one big Dodge- 
Plymouth dealer said, last year 
his service orders were running 
from $17 to $19 average and this 


~ 


connecting rod service. Ask 


your Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


Division 


DET 


ENGINE BEARINGS (MAIN, CONNECTING ROD AND CAMSHAFT) 
CONNECTING ROD SERVICE — EXCHANGE 
INSERT RODS, REBABBITTED RODS e CONNECTING ROD BOLTS 


e BUSHINGS e 


Federal-Mogul 


ROIT 13, 


AND NUTS e SHIMS AND SHIM STOCK 


Corporation 


MICHIGAN 
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More than 2000 items 
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around $5 or $6. 

While they are now on the in- 
crease, he feels he might have ac- 
celerated this increase if he had 
actively pushed his budget plan. 
This firm has been selling on the 
budget plan for four years with 
good results, but has never pushed 
the plan with the idea of increas- 


ing service or accessory sales. 
oe * + 

BUICK dealer said that he had 

been quite active in budget sell- 
ing a couple of years ago, but had 
run into some bad collections and 
had let it practically die in his shop. 
But he said he is again taking a 
look at the possibilities. This deal- 
er handled his own finance and 
found that his shop was doing the 
work before the credit ability of 
the owner had been investigated. 


A big Chevrolet dealer, who also 
had had a budget selling plan for 
about four years, had only used it 
for the convenience of his good 
service customers who did not rate 
open-account credit. He said that 
even then it added worthwhile plus 
business to his shop, parts and ac- 
cessory sales. He admitted that 
during the stress of stiff competi- 
tion, he had entirely overlooked 
putting his program into action this 
year, but was going to do so im- 
mediately. 


A check among small dealers 
in suburban towns around Detroit 
indicates that these dealers know 
their customers much better than 
the large city dealers and that, in 
the main, they find that most of 
their desirable credit risks could 
borrow the money for extensive 
repairs from their local bank. But 
even then, several said that they 
know of cases where, if they had 
been pushing a budget plan, it 
might have brought them some 
worthwhile plus service business 
this year. 

Budget plan service selling is 
available to a franchised dealer 
from three or four sources. He can 
get a plan from his regular finance 
house, from his nearest jobber, 
from a local finance house and, in 
many cases, from his local bank. 

Most of the current plans are 
non-recourse, and some do not even 
demand a mortgage on the custom- 
er’s car. 


Three V-Belt Slidefilms 


Available for Showing 

MILWAUKEE. — Three 35-mili- 
meter sound slidefilms on V-belt 
drives are available for showing. 
Running time for each film is about 
20 minutes. 

The film titled “In Every V-Belt 
Drive” reviews engineering prin- 
ciples. The second film, “For Better 
Driving,” covers installation and 
maintenance of multiple V-belt 
drives. The third, “Selecting @ 
Drive,” tells how to check charac- 
teristics to choose the proper drive. 

The films are available through 
Allis-Chalmers general machinery 
division district offices. 





Houlahen in New Home 


Houlahen Motor Co. (Dodge- 
Plymouth), Pittsburgh, has opened 
a new showroom at 930 Manchester 
Blvd. Officers of the company are 
Jerry Houlahen, president; Jack 
Mason, general manager; Bill Stew- 
art, used-car manager; Jerry Bum- 
baugh, assistant used-car mana<er, 
and Leo P. Dougherty, service man- 
ager. 

















Lawsuits Affecting Dealers ... 
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Court Decisions | 


By Leo T. Parker 
Attorney at Law 

N AUTOMOBILE dealer writes: 

-“T have had many perplexing 
legal problems, and have consider- 
able apprehension of future dam- 
age suits which may cause financial 
losses. What is the law and how 
can I avoid losses resulting from 
purchasing and selling automobiles 
which unknown to me were stolen?” 

The answer is: The only known 
plan by which dealers can avoid 
financial losses resulting from 
buying and selling stolen automo- 
biles is to obtain insurance pro- 
tection against such losses. 





The latest higher court decision | 


Kansas to Draft 
Bill on Private 


Auto I nspections 


TOPEKA, Kans.—Drafting of a 
bill calling for compulsory semi- 
annual inspection of motor vehicles 
at State-designated private garages | 
and service stations has been auth- 
orized by the Kansas State Legis- | 
lative Council, interim study agency | 
of the Legislature. 

The action was taken after Sen- | 
ator Bert Collard, Leavenworth, | 
chairman of the council’s roads and 
highways committee, reported that 
voluntary inspections have failed to 
reduce accidents. 

Reason for failure of the volun- | 
tary inspection plan, he said, is 
that “unfortunately those vehicles 
which are most in need of repair 
seem to be least likely to be present 
for inspection.” 

The committee was authorized to 
draft a bill that would require semi- 
annual compulsory inspection. Cars 
would be inspected in two quarterly 
periods and trucks in two others, 
as is done in Pennsylvania. 

A 10-cent fee would be charged 
for stickers, which would be issued | 
to vehicles found to have adequate | 
brakes, steering mechanism, lights, 
tires, windshield wipers, glass rear 
view mirror, exhaust system, and 
license tags. 

Collard told the council that 
states having no compulsory in- 
spection systems average 7.8 traffic 
deaths per 100,000,000 miles of tra-| 
vel, while those requiring inspec-| 
tions have only 6.4 deaths, 


Gould-National Batteries 


Buys Plant in Canada 


ST. PAUL.—Gould-National Bat- | 
teries, Inc., has purchased the Fort 
Erie (Ont.) industrial-battery prop- 
erty now occupied under lease and 
plans an expansion program to) 
double the plant’s capacity, accord- 
ing to Albert H. Daggett, president. 

The company now has 22 plants | 
producing automotive and indus- 
trial batteries and battery contain- 
= in the United States and Can- 
ada. 
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Plymouth Campaign— 

Harold R. Wood (right), of Wood-Nes- 
bitt, Inc. (Chrysler-Plymouth), Columbus, 
O., and chairman of the Columbus Sales 
Coordinating Committee, pledges J. P. 
Mansfield, Plymouth president, full support 
of dealers in the ‘Sell More in '54’ drive. 
Mansfield addressed 125 dealers in Colum- 
bus on the planned campaign. 


| full contract price he had paid for 


| the automobile and the assign- 


on this is Park Circle Motor Co. | 
vs. Willis, 94 Atl. (2d) 443. Here 
the testimony showed that one) 
Willis purchased a used automobile 
from an automobile dealer and had | 
use of the car for seven months | 
when police discovered that it was. 
a stolen automobile. The insurance 
company which had paid the theft | 
loss to the original owner took pos- | 


|session of the automobile from 
| Willis. 


+ * * 


Plus Expenses 

| SUBSEQUENT litigation the 
higher court held that Willis 

could recover from the dealer the 





the automobile, plus any and all 
expenses he had incurred in hoon | 


|ing the automobile in good repair. 


| although the dealer later paid the 


This higher court also held that 


1 


| insurance company for the automo- | 
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bile and took good title*to it, Willis | 
still could return the automobile | 
to the dealer and recover the pur- | 
chase price, plus expenses Willis 
had been put to. In this respect 
the court said: 


“The obtention of good title to 


ment secured by it to all rights | 
of the insurance company, could | 
not defeat the right of the ap- 
pelee (Willis) to rescission and 
restitution for the purchase price 
of the car.” 
Therefore, according to this new 
higher court decision, one who pur- 
chases a stolen automobile can re- 
turn it to the seller and recover | 
the full purchase price plus dam- | 
ages, although the seller acquires 
lawful title to the car by paying 
off the insurance company or the 
owner from whom the car was} 
stolen. 
* * 

A Comparison 
OR comparison, see Pill vs. Paul- 
man Automobile Co., 71 Atl. (2d) 

59. Here it was shown that one Pill 
purchased a used automobile from 
a dealer. Several months later Pill 
learned the car was stolen property 
and he surrendered the car to the | 


* 
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Your local Berger representative offers an exclusive parts 
department “Plan-O-Graf” service. With the “Plan-O-Graf” 
system, he scientifically lays out your department to bring 
all parts into true sequence with your factory stocklist. He 
furnishes the factory-approved economical Berger standard 
steel units you need, and handles all installation details, 
Send coupon for more information. 
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“T’ve been requested to give my 
‘secret of success’ tonight... ” 


had paid only $1,900 for the car. 


Boltless 
Sub-Divider 
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The higher court held that Pill 
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could recover the value of the 

automobile on the date he dis- 
covered that it was a stolen car, 
rather than the price he had paid 
for it. This court explained that 
one who innocently purchases a 
stolen automobile from an in- 
nocent seller can recover the full 
present value of the car, plus 


incidental damages. The court 
said: 
“Plaintiff's (Pill’s) recovery 


should be the value of the car on 
the date he lost possession of it, 
with interest. The purpose of com- 
| pensatory damages is to place the 
| buyer in as good condition as he 
| would have occupied had the title 
been good.” 


* 
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Casual Sales Not Subject 
| To Tax, Ga. Court Says 


| ATLANTA.— Recent court deci- 
| sions will cost Georgia about half 
the tax it had been collecting on 
vehicle sales, according to Revenue 
| Commissioner Charles D. Redwine. 


| The Georgia Court of Appeals has 


| police. Then Pill sued the automo-| ruled that persons not in the regu- 
| bile dealer for $2,025, although he| lar business of selling do not have 


to collect tax on person-to-person 
| Sales of automobiles. 
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Complete Shelf Rearrangement 


IN SECONDS 


WITH BERGER’S NEW 


| FLE-BULT- 


PARTS BIN 


@ Exclusive QuickEasy Shelf Adjustment 
makes Berger’s new Flexi-Bilt Parts Bin 
handy, practical and time saving. Complete 
flexibility makes it readily adaptable to the 
needs of your own automotive parts depart- 
ment. Shelves are easy to rearrange. Simply 
lift, pull, and reposition. No tools, no bolts, 
no clamps are needed. Rigid, all-steel con- 
struction is strong, durable. 


Flexi-Bilt Parts Bins cannot become obso- 
lete. Shelves are quickly changed accord- 
ing to current requirements. Boltless bin 
dividers slip easily into place. Send coupon 
for specifications and prices. 


REPUBLIC STEEL CORPORATION 


Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 


GENERAL OFFICES 


CLEVELAND 1, OHIO 


Export Department: Chrysler Building, New York 17, N.Y. 


Republic Steel Corporation 
Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 


I am interested in more information on 
C Flexi-Bilt Parts Bins with Quick Easy Shelf Adjustment 


(CD Plan-O-Graf Service 
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190 STATE STREET 


“We certainly believe that 

taking the right position in’ 
evil which would be destf&c' 
car dealers, but to industry 








Seattle Alutomobile [)ealers’ Association 


“You have courageously acted wholly in the 
public interest and for its direct benefit 
as continuance of the current 
t.conditions would — 
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‘AMERICAN NEW CAR 
INS NATIONAL ACCLAIM 


i 
JTOMOBILE DEALERS, Inc. 





ALBANY 10.N. Y: 


that your organization is 
gh Re oe ® ° 

1 in trying to eliminate an 

tf&active to not only the new 

stry as a whole.” 


Sincerely yours, 
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C.D. Henderson 
Executive Vice President 
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N the April 12, 1954 issue of Automotive News, the 
New York Journal-American stated its policy on 
current model automobile advertising. 


HERE IT IS: 


“The Journal-American does not accept the adver- 
tising of current model automobiles from other 
than manufacturers of and dealers franchised to 
sell the car being advertised.” 





No “bootleggers” in the Journal-American! Just straight 
hard selling to the largest family audience in the New 
York evening field ... to the largest New York city and 
suburban circulation of any full-size Sunday newspaper 
-»eto a huge middle income audience equally responsive 
to high and low priced automobile advertising. 


* 
ePAMeTICan 
KS 
/NILTHE JLAMERICAN fi PEOPLE 73 


A HEARST NEWSPAPER 
NATIONALLY REPRESENTED BY HEARST ADVERTISING SERVICE 
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MOTOR CAR DEALERS ASSOCIATION 
of SOUTHERN CALIFORNIA 











re Los Angeles Motor Car Dealer 
jociation, comprising more than seven 
hundred new car dealers, in the Annual 

Meeting of the Motor Car Dealers Associa- 
tion of Southern California held in the = — 
‘Cocoanut Grove of the Ambassador Hotelon § — 
_ , Thursday, April 22, 1954, being apprised of 
sociation, Inc. the fact that the New York Journal-American, ~ 
as a matter of policy, “does not accept the | 


. Gutomobile ee. at ee advertising of current model automobiles 


ae from other than manufacturers of and dealers 
¢ the fin franchised to sell the car being advertised” 
does hereby, unanimously 


eaders RESOLVE to commend the New York | 
the appe?*~ Journal-American of approval by dealers — 
* x _ in this area of the progressive stand. 


w cat 
ve bait” COPY ™ DATED: APRIL 22, 1954 
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| factors contributing. to the final 
success. 


Freeman has been interested in 
the promotion of safety for a long 
time. He has served on a special 
committee appointed by the gov- 
ernor of Alabama, and also has 
| been a member of the safety 

committee of the Alabama Auto- 
mobile Dealers Assn, for three 
years. 

He considers a compulsory peri- 
odic car inspection one of the most 
important factors in the fight 


against traffic accidents. 
* ” * 


Builder Foresees 


36 ; 
Dealer of the Month .. . Pp 


Freeman Gets Plaque 
For ‘Dothan Drive’ _ 


By Gerhardt Neumann | as this month’s recipient of the 
Staff Writer | a a , | 
= e othan experiment was| 
xin tad an — oo oar m1 generally hailed as a test tube ex- | 
titled “Dothan Did It!” got wide ample for the nationwide safety in- | 
circulation in general and safety | snection program last May — a| 
magazines. The) microscopic study of what makes a| 


small southern| safety program tick. 
Alabama city * * 


(population 24,500) THE Dothan undertaking had the | 
had proclaimed a - full cooperation of all municipal 


* 

Public Clamor for 
* 

car inspection|and civic groups, and its success | Free Highways 

week, during) depended largely on the enthusiasm | - 


which 10,267 vehi-| of the committee men in whose) tabulate each day’s results and turn| Billions of dollars are going into 
cles were checked | hands lay the actual realization of | them over to the local newspaper. | toll roads these days with more 

















— two of every| the program. 7 2 2s links being proposed in every sec- 

three registered | Freeman was check-lane chair- | H's most important job, however, | tion of the coun try, but that | 

in the county. | man. There were five lanes, with | was to enlist the cooperation of | idea is not going to last, says Rob- | 

One of the | five men at each lane. His duty | all dealers, outside garages and | ert M. Reindollar, president of the 

ae eneeee men to whom | was to see that everybody was on | automotive parts firms. Freeman re- | American Road Builders Assn. and | 


credit is due for the success of | the job, that check sheets and | ports that not one of them refused | former chairman of the Maryland 
this civic enterprise was A. C. | stickers were in ample supply, | this cooperation, and that this will- | State Roads Commission. om 

Freeman, of Robert Malone Mo- and also that the lanes were | ingness on the part of the dealers The pendulum of public opinion 
tors, Inc. (Dodge - Plymouth). properly marked. to do their duty in the community | will swing back, he says, when an 
Automotive News has chosen him | It also was Freeman’s duty to campaign was one of the biggest! adequate system of highways has 














..give you top speed 





in the tight spots! 


THIS IS IT!...the complete set of Snap-on’s 
famed Ferret wrenches... stand-out favorites 


with top-earning mechanics from coast 


to coast! For an extraordinary range 
of service operations, %’’ drive is 


exactly right... that’s why this set includes 







S$ < handles, adaptors, sockets and drivers to give 
—_ you just the combination to speed the meanest 

eS job. Handles are long, slim, incredibly strong 

... with patented design “Palm-Grip” for real 

- working comfort. Sockets have 4-way grip for 


L 


SET 272-F-B SOCKETS—Double Hex, Ye” to %’’. Single quickest handle hook-up. Ask your Snap-on 
HANDLES—Ratchet, Ratchet Hex Sockets, 4" to %4". Deep Double Hex ian to show the complete set. Get the “feel” 
Adaptor, Sliding Bar, Speeder, Sockets, ¥%"’ to 7% ’. Flexockets, He" to %"’. 
Nut Spinner, Plastic Grip Square Sockets, 4" to ¥%''. Weatherhead of these fine, fast tools—try them on the job! 
Handle, Extension Bars (6-1/2 "’ Sockets, Pipe Plug Socket. Phillips Screw Drivers, 

to 20’’), Flextension, Universal Clutch-type Screw Drivers, Hex Head Wrenches For complete catalog of more than 4000 


int. and Standard Screw Drivers. 
- Snap-on tools, ask your Snap-on Man, or write 


*Snap-on is the trademark of Snap-on Tools Corporation 


SNAP-ON TOOLS CORPORATION 


8082-F 28th Avenue, Kenosha, Wisconsin 


TIME-SAVING CHRYSLER LINE "SPECIALS’—Money makers for many 
operations on Chrysler, De Soto, Dodge, Plymouth. Ask your Snap-on Man 
to show you on his next call. 





been provided. His views were 
given in an interview in the Balti- 
more Sun. 

“That is what happened in the 
early days of the hard-surfaced- 
road age,” said Reindollar. “Motor- 
ists demanded that toll roads be 
abolished, and they were.” 

Looking ahead to the time when 
highway travelers will demand free 
highways again, Reindollar made 
this suggestion: 

“We should see that provisions 
to make them (toll roads) free 
highways are embodied in legisla- 
tion for their financing so that 
they must become free of tolls as 
the bonds for their construction 
are retired.” 

Motorists pay twice to travel toll 
roads and bridges, he said, once 
when they pay the gasoline tax 
and, second, when they pay tolls. 
A toll charge of 1 to 1% cents a 
mile, he added, is equivalent to a 


gas tax of 15 to 22 cents a gallon. 
* * * 


Chicago 2,350-Car Garage 
To Open in September 


Some relief for Chicago’s loop 
area parking congestion came with- 
in sight with the announcement by 
Ralph H. Burke, consulting engi- 
neer, that the Grant Park under- 
ground garage will be open for op- 
eration in September, about two 
months ahead of schedule. 

The $8,300,000 parking project 
providing facilities for 2,350 cars, is 
being financed through revenue 
bonds. Escalators will carry pas- 


| sengers to the street level. Burke 
|said a pneumatic tube system is 
| being installed to deliver car checks 


to attendants so car can be driven 


|to garage entrances for pickup. 


* * * 


Adjustable Traffic Signal 


Improves Optical Efficiency 


An adjustable traffic signal, which 
is said to reduce breakage and im- 


| prove optical efficiency, has been 


announced by General Electric 
Co.’s outdoor lighting department, 
Schenectady 5, N. Y. 

The signal’s redesigned optical 


|assembly consists of socket and 


lens, and anodized aluminum re- 
flector. The socket may be rotated 


| without the use of tools. 


Mich. Eyes Ways 


To Teach Driving 


Emphasis was placed on driver 
training programs in all Michigan 
high schools at a conferénce in 
East Lansing. 

At the first annual Greater Lan- 
sing citizens’ traffic Safety Confer- 
ence, Owen J. Cleary, secretary of 
state, offered a plan in which the 
state would pay for the training. 

He urged that the Legislature 


| appropriate $1 million for this pur- 


pose, adding that there were two 
ways to finance the program. One 
would be to charge 33% cents extra 
for every driver’s license, the other 
would be to take the $1 million 


from the general funnd. 


Safety's Sake 
Extension of Inspection 
Sought in Virginia 
RICHMOND, Va. — Virginia’s 


| State Police Department will seek 
| the enactment of legislation in 1954 


requiring the re-inspection of any 
motor vehicle whose safety features 


| are damaged in an accident. 


State Police Sup’t C. W. Woodson 


| jr. said he also will ask the 1954 


Legislature to enact a bill placing 


|on the seller the responsibility of 


procuring a state inspection sticker 


| for any used car. 





Prayer for Journeys 
Offered by Legion 

A traveler’s prayer has been 
suggested by the Indiana depart- 
ment of the American Legion, as 
part of its “Back to God” move- 
ment, 

The nondenominational prayer 
is expected to be presented to 
each purchaser of a travel ticket 
and to applicants for license 
plates and driver’s licenses. It 
reads as follows: 

“God, be with us this day. 
Watch over us, insure us against 
danger, protect us from harm, Be 
ever on our side — to light, to 
guard, to rule and guide us safely 
to our journey’s end. Amen.” 








» 
. 





By James D. Woolf 
Special Correspondent 
I YOUR product behind the 
times or in a state of “suspended 
animation,” simply standing still? 

If what you are promoting is not 
a product but a business, are your 
policies and your methods briskly 
keeping step with the times? 

One major reason for the de- 
cline and fall of many business 
enterprises is failure to keep in 
tune with up-to-the-minute con- 
sumer wants and needs. 

Henry Ford is said to have re- 
marked that “the customer. can 
have his Ford painted any color he 
wants, as long as it is black.” Mr. 
Ford was destined to discover that 
with black cars only, his product 
was deplorably behind the times. 

+ * * 


People Color-Conscious 


to public during this era was 
becoming increasingly color- 
conscious. Men in growing numbers 
were going for gay colors in shirts, 
ties, even hats and shoes. Colorful 
furniture, rugs, and drapes were 
revolutionizing the decor of the 
American homes. 

Some _ enterprisers, like the 
paint manufacturers, were not 
notably alert in recognizing the 
spreading interest in color; oth- 
ers, more wide awake and imag- 
inative, were quick to capitalize 
on it. 

All fountain pens, like the Ford, 
were black, but one maker (I be- 
lieve it was Sheaffer) came ‘out 


Petroleum Leader 
Critical of Ruling | 
By High Court | 


NEW YORK. — The decision of | 
the United States Supreme Court in 
the Phillips Petroleum Co. case} 
places the Federal Government in | 
the position of departing from its, 
traditional role of regulating com- | 
merce between the states and | 
brings persons and corporations not 
engaged in interstate commerce 
under its jurisdiction, according to 
Frank M. Porter, president of the 
American Petroleum Institute. 

The API president also said: 

“The position of the American 
Petroleum Institute is well stated 
when its Board of Directors adopt- 
ed a report of the Institute’s Na- 
tional Oil Policy Committee as fol- 
lows: 

“*That natural gas is truly part 
and parcel of petroleum, is found 
by the same development methods 
as for oil, involving the same in- 
vestment hazards and risks, and in 
the hands of the producer and 
gatherer is likewise entitled to 
equally free markets under our 
competitive enterprise system. The 
amount of energy contained in our 
available natural gas reserves is 
comparable in quantity with all 
other petroleum reserves’ 

“The decisions of the Federal 
Power Commission and the courts 
which would subject production and 
gathering of natural gas and the 
price received by the producer, to 
control by the commission are con- 
trary to the intent of Congress and 
are preventing the movement to 
consumers of vast quantities of nat- 
ural gas under competitive condi- 
tions. A sound national policy was 
intended to be established by Con- 
gress in this regard in the Natural 
Gas Act of 1938, by exempting pro- 
duction and gathering of natural 
gas from such control. 

“Tt is in the public interest, both 
of producers and consumers, that 
such control or threat of control by 
the Commission be removed by 
Congress.’ ” 


Mich. Collections Down 


LANSING. — June collections of 
the sales and used-car taxes showed 
decreased sales of automobiles, ac- 
cording to Louis M. Nims, commis- 
sioner of revenue. 

Although the -collection figures 
revealed that other ‘retail business 
were doing slightly better, sales-tax 
collections were still off $1,200,000, 
as compared with the same month 
a year ago. Revenue from automo- 
tive sales was off $1,400,000. 
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Salesense in Advertising 


Tested Ideas for Small Business 


with pens in attractive colors and 
made a killing. 

Changes in public moods, humors, 
attitudes, and viewpoints often oc- 
cur with surprising suddenness. I 
believe it is not an exaggeration to 
say that the product (or business 
enterprise) that was up-to-date as 
recently as five years ago, oftener 
than not, is out-of-date today. 

* * * 


New Interest in Leisure 


HERE has never been a time in | 


our history when public interest 
in leisure even approached today’s 
high pitch, 

With at least one car to almost 
every family,. people want more 


Hamos Appointed 


NEW YORK. — Hamos Co., New | 


York, has been appointed export 
representative of Illinois Access- 


ories Co., Chicago, manufacturer of | 
ignition equipment. 


free time to travel, see the sights, 
visit friends. They want more 
free time to sit before their tele- 
vision screens. 

This interest is especially to be 
observed among women. They want 
more time for cultural pursuits, 
less labor for the sake of prolong- 
ing good health and good looks as 


grooming. 

In the June issue of McCall’s I 
|find this observation on “a very 
special sort of woman—a 1954 mod- 
el.” “She has learned the quick and 
| easy Ways, uses all the labor-saving 
| appliances, and why not. Especially 
since they give her time for com- 
panionship with her husband and 
children, for her own hobbies, for 
work in her community, for keep- 
|ing up with the world.” 


It is important to note that the 
June issues of Better Homes & 
| Gardens devotes much editorial 





Pt 
, 





long as possible. They want more | 
time for beauty care and personal | 


1954 


space to showing women how to 
do things in quicker and easier 
ways. Here are the titles to the 
leading service articles: 

“You Can Be a Timesaving Ex- 
pert, Too,” “Short-Cut Your Laun- 
dry Jobs,’ “Plan to Do Dishes in 
Jig Time,” “Easy Way to June Bou- 
quets,” “Whee! Supper’s On in 28 
Minutes,” “Smart Cooks Cut Cor- 
ners,” “Outdoor Meals at a Drop of 
a Hat” and “Minutemakers from a 
Package.” 


* * x 


New Interest in Shopping 


IME-and-labor-saving products 

are not the only new interest. 
Equally appealing to the “1954 spe- 
|cial sort of woman” are the new 
services that conserve her time and 
energy as she goes about her 
errands. 


tellers’ windows that allow her to 
do her banking as she stays behind 
| the wheel of her motor car. 

Some of the most modern de- 
| partment stores no longer shoo a 
shopper up to the top floor when 
| She wants to apply for credit, 
register a complaint, and so on. 
These stores maintain “accommo- 





There are now, for example, a) 
few progressive banks with outdoor | 








37 
dation desks” on each floor, a 
really tremendous service. 

I hear of a laundry and dry- 
cleaning firm in far-flung Arizona 
that picks up and delivers by heli- 
copter to more or less inaccessible 
ranches, And I know of a grocery 
story that shucks fresh corn after 
it has been bought by its lady shop- 
pers. If the corn, after it has been 
shucked, doesn’t look just right, 
said lady shoppers get their money 
back. 

It pays to keep in tune with con- 
sumer moods, wants, and attitudes. 
There is no business today that can 
operate successfully on the notion 
that “the customer can have his 
Ford painted any color he wants, 
as long as it is black.” 


e 
Chamber Chief 
Fribley Elected President 
In Norwich, N. Y. 

Carl E. Fribley, Cadillac-Pontiac 
dealer of Norwich, N. Y., has been 
elected president of the Norwich 
Chamber of Commerce. 

Fribley, a past president of the 
New York State Automobile Deal- 


ers Assn., also is a director of 
NADA. 








both 
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pulling power and speed 
with low operating cost 


Pulling out under full load, climbing grades, snaking through 
traffic, making time on the open highway—the right gear ratio 
available for every situation means quicker trips, more pay-load 
miles at lower cost, more miles in the life of the truck. Trucks 
equipped with Eaton 2-Speed Axles do more work for less money. 


EATON 








CLEVELAND, 


AXLE DIVISION 
MANUFACTURING 





COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves *Tappets *Hydraulic Valve Lifters eValve Seat Inserts @Jet 


Engine Parts eRotor Pumps eMotor Truck Axles ePermanent Mold Gray Iron Castings *Heater Defroster Units @Snap Rings 
Springtites «Spring Washers eCold Drawn Steel eStempings sLeaf and Coil Springs ‘Dynamatic Drives, Brakes, Dynamometers 
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Dealer 


Nash-Steele Motor Co. (Dodge- 
Plymouth), Raleigh, N.C., is going 
out of the new-car business, ac- 
cording to Jack Steele, president. 

Steele said, however, the firm 
would expand its parts department, 
keep the “same sales force” and do 
business as Dixie Motor Parts. 


* * * 


Fire at Brunson’s 


An estimated $14,000 loss was 
suffered by Brunson Pontiac Co., 
Hampton, S. C., in a fire in the 
firm’s body shop. Henry C. Brun- 
son, owner, said that four cars, in- 
cluding a new sedan, were de- 
stroyed. 

+ + + 


Kingsport Dealers Furnish 


Mechanics for Safety Check 


During the free auto safety 
inspection at Kingsport, Tenn, 
sponsored by Look magazine, the 
following six local dealers fur- 
nished mechanics and volunteer 


Doings 


and Bob Phillippi, Oakland, Calif., 
for the San Francisco Bay area; 
Raymond Ridge, Tacoma, Wash., 
and Francis for the Seattle district, 
and Arthur Kumpf, of Denver, and 
Loren Maxwell, of Boise, Id., for 
the Denver district. 


Bennison, Davis Purchase 


Salem (Ore.) Ford Deal 

Valley Motor Co, (Ford), Salem, 
Ore., has been sold to Pete Ben- 
nison and Les Davis, of Tacoma, 
Wash. 

The firm has been a Ford dealer- 
ship for 20 years. Bennison form- 
erly was sales manager of Titus 
Motors, Tacoma. 

x ad * 


McCoubrey on Jury Duty 

E. L. McCoubrey, Cadillac-Olds- 
mobile dealer of Riverside, Calif., 
has been named foreman of the 
local grand jury for 1954. McCou- 
brey is treasurer of Rubidoux Mo- 


ner, C. W. Dutton, operates anoth- 
er Cadillac dealership in Palm 
Springs, Calif., under the name of 


Plaza Motors. 
| * ° 


‘Idaho Group Picks Nov. 19 


For Convention in Boise 


Lawrence Heagle, president of 
the Idaho Automobile Dealers 
Assn., has announced plans for a 
one-day convention Nov. 19 in 
Boise. 

Fisher Ellsworth, of Idaho Falls, 
is chairman, Assisting him are 
Alfred Hahn, Blackfoot; C. Ed 
Flandro, Pocatello; Angus Easley, 
Grace; and Leon Weeks, associ- 
ation secretary, and Keith Rich, 
Montpelier. 


* * * 


Reed Buys Firm 


Bill Reed, former dealer in Par- 
sons, Kans., has purchased Evert 
Dye Chevrolet Co., Neodesha, Kans. 
In addition to Chevrolet cars, the 
firm also will handle Oldsmobiles. 

* * * 


Luchtmans Take Over 
Bonfield Motor Co. (Dodge- 
Plymouth), Michigan City, Ind., has 


been sold to Luchtman Bros., Inc. 
Dick, Harvey and John Luchtman 











oe a 


“That? It’s another Frixby 
first! For every mile above 50 
you hit, this automatically writes 
another $1,000 clause to your life 
insurance policy.” 





sales manager, and Joseph Bon- 


* 


Becker Motors Cited 


field, service manager. 
* « 


for five years of participation in 
the Master Technicians Service 
Conference. Hugh Campbell, of the 
Becker firm, has served as dealer 
conference leader in the training 


program. 
+ * 


Clary Elected President 


Of Latah County Dealers 


New officers for the Latah 
County (Id.) Automobile Dealers 
Assn. are I. E. Clary, president; 
H. H. Hall, secretary; R. E, Fah- 
renwald, vice-president, and Dick 
Wallace, director. 

* * 


aa 


Korner Names Friedman 
Korner Motors, Inc., Rochester, 
N. Y., has appointed Joseph H. 
Friedman as sales manager. 
* * a 


Foothill Chevrolet Dealers 
Elect Pollard to 14th Term 


For the 14th consecutive term, 
Martin Pollard, North Hollywood, 
Calif., has been elected president of 
|the Foothill Chevrolet Dealers 
Assn., which comprises Chevrolet 
dealers in the northern half of Los 
Angeles County, and San Berna- 


Fred Becker Motors (Chrysler-| dino and Riverside counties. 


Plymouth), Walla Walla, 


Wash., 


Other officers elected are George 





workers: 

Cherokee Motors (Buick-Olds- are the owners. H. O. Hoffman is 
mobile); Brashear Motors (Pon- 
tiac); Tom Yancey, Inc. (Mer- 
cury); Mills Motor Co. (Chrysler- 
Plymouth); Craft Motors (Ford) ; 


and Latimer-Looney (Chevrolet). 
* +* a 


has been cited by Chrysler Corp. | (Continued on Page 39, Col. 3) 





tor Co. and, together with his part- 


THE PURE OIL COMPANY ANNOUNCES 


Entirely new motor 
for the High-Horsepower| 


Here’s the multi-grade motor oil that meets... 
and beats... special problems of latest model cars 
—High HP Purelube. 

High HP is an entirely new motor oil made from 
special oil stocks and an exclusive combination of 
additives—the greatest advance in The Pure Oil 
Company’s long history of manufacturing fine lubri- 
cating oils. 

High HP cuts combustion chamber and spark 
plug deposits, fights pre-ignition. Gives maximum 
spark plug and valve life. © 

Eliminates excessive cam shaft and valve lifter 
wear... Keeps hydraulic valve lifters quiet and 
efficient. Improves low temperature engine clean- 
liness more than 60%! Eliminates rust and cor- 


Scott Buys Out Partner 


R. Thornton Scott has acquired 
full ownership of McDonald-Scott 
Chevrolet Co, Oklahoma City. R. 
P. McDonald, former partner, has 
retired. The firm name will remain 
unchanged. 


Julius Recalls 
Doubters Upon 


His Retirement 


A. W. Julius, who has retired af- 
ter 39 years as a Buffalo dealer, 
recalls the “Doubting-Thomas” pe- 
riod in the industry vividly. 

“You couldn’t blame the early- 
@ay customer,” Julius said. “You 
couldn’t go to Batavia (50 miles 
away) without getting a couple of 
flat tires or having to be towed in.” 

And because of this basic doubt 
in the customer, the salesman had 
to know his business, Julius con- 
tinued. 

“You had to know everything, not 
only about your own car, but those 
of your competitors, You just 
couldn’t say this is the best car on 
the market for your money and ex- 
pect to be taken seriously by the 
buyer. He wanted to know why. 

“It often took a family’s entire 
resources to buy a car,” Julius said. 
“The deal was strictly cash. There | 
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The Finest Motor Oil Ever Made! 


@ Fights pre-ignition 
@ Stretches gas and oil mileage 


@ Keeps valve lifters quiet and efficient 


were no tradeins.” rosion. 
= 2 ; High HP increases gas mileage up to 20%... 
Appel Marks 10th Year @ Reduces knock—cuts gasoline octane reduces deposits . . . cuts ‘‘octane requirements’’. 


The free-flowing, low-friction qualities of light 


Po ee of en requirements oil combined with the high film strength and sta- 
tm. TRtie, - rs se bility of heavier oil, make High HP a top all-weather 


oil with the widest range protection. 

Ask your local Pure Oil representative to give 
you full details. High HP Purelube is the one motor 
oil that meets all the challenges of this ‘‘High- 
Horsepower Age’’. 


10th anniversary with a full-page 
newspaper’ ad announcing that 
the firm had bought a “boatload” 
of new cars for the event. 

The ad carried a photo of a 
Great Lakes automobile carrier 
docking in Cleveland harbor with 
a load of new Dodges for Appel. 
Al Appel, president and general 
manager, witnessed the arrival of 
the steamer. ss 


‘ » 35 Years 
Long Beach Dealer Masters 


Marks Anniversary 


Owen J. Masters, Long Beach 
(Calif.) Pontiac dealer, has cele- 
brated his 35th year in the automo- 
tive business. 

Masters began his career at San 
Francisco in 1919, 

s ” 


L-M Advertising Unit in West 


Elects Lowery to 8th Term 


Edward E. Lowery has been 
elected to his eighth term as pres- 
ident of the Lincoln-Mercury Deal- 
ers Advertising Assn. for 12 western 
states at a meeting in San Fran- 
cisco. 

C. E. Francis, Portland, Ore., was 
elected vice-president, and Lyle A. 
Byers, Berkeley, Calif., secretary- 
treasurer. 

Elected as directors were Lowery 





NEW SUPER-DUTY PURELUBE 


@ Positive wear protection for all parts of all engines 
@ Practical elimination of hydraulic valve lifter sticking 


@ Minimizes deposits . . . fights pre-ignition 











@ Detergency greatly increased —60% 
improvement in low temperature 
engine cleanliness 
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Dodge Caravan Gets Greeting in Houston— 


Howard Tellepsen (right), president of the Houston Chamber of Commerce, was on 
hand when 31 truckloads of Dodge cars were unloaded in Houston for dealerships 
in the southern districts. Also present (from left) were Dodge dealers Harry Burkett 
jr; Albert H. Berry; E. R. Bryant; George Beard, Dallas regional manager, and B. F. 
Parker. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





oils 
Age 


CHALLENGING OFFER 


The greatest proof of prod- 
uct quality in petroleum 
history! 

For the introductory 
period of new High HP 
Purelube, The Pure Oil 
Company makes a chal- 
lenging offer of free make- 
up oil during one 1000- 
mile between change 
interval up to Sept. 30th. 
Ask your Pure Oil repre- 
sentative how you can 
benefit by this challenging 
offer! 


he r 


with a New, Exclusive 
Additive Combination 


Purelube is no longer just “heavy-duty,” 
but Super-Duty! Detergency has been 
raised to give more than 60% improve- 
ment in low temperature engine clean- 
liness. 

Valve lifter sticking is practically elimi- 
nated. Yet, positive wear protection is 
achieved for all parts of all engines. 

Super-Duty Purelube fights pre-igni- 


FREE Factual booklet on High HP 
Purelube. Shows how this new oil helps 
you and your servicemen. 


The Pure Oil Company, Dept. V46 
35 E. Wacker Drive, Chicago 1, Illinois 


Dealer 


Doings 





(Continued from Page 38) 


| Reade jr., Riverside, vice-president; 


L. V. Harding, San Gabriel, treas- 
urer, and Glenn Roberts, secretary. 
Directors are Ray Montgomery, 
North Hollywood; Jack Coyle, San 
Bernardino; M. K. Smith, Ontario; 
Lyle Swaney, Corona, and R. V. 
Dorweiler, El Monte. 

+ * * 


DiFranco Brothers Gain 


Dodge Franchise in St. Louis 


North Side Motors, St. Louis, 
which is operated by the Di- 
Franco brothers, Carman, Dom- 
inic, Mike, Steve and Tom, has 
received a Dodge-Plymouth fran- 
chise. 

The DiFrancos started as used- 
car dealers in 1928 in South St. 
Louis. 


* + * 


Buick for Steiner 


Hal Steiner Motors, Seattle, has 
been appointed a Buick dealership. 
Harold L. Steiner and Prent Thwing 


Q » UTS a ed di 


Gentlemen: Without incurring any obligation, 
I'd like to get your FREE booklet on the inside 
story of High HP PURELUBE. 











tion by cutting deposits on pistons and Name 
spark plugs... gives longer life to plugs Position 
and valves... keeps power “‘new’”’ longer. 
Company 
Street 


City 


Zone 


will head the new organization. 
Steiner is president of the Seattle 
Automobile Dealers Assn. 

* * * 


Estes Heads Group Planning 


Drag Strip for Hot-Rodders 


Bob Estes, Lincoln-Mercury deal- 
er in Inglewood, Calif., is president 
of the Rambling Rods Assn., a new- 
ly formed group of businessmen, 
which is planning a special drag 
strip for youthful hot-rodders. Po- 
lice and recreation officials are co- 
operating in the project. 

* * * 


Chicago Association Lists 


Nine New Dealer Members 


CHICAGO.—Edward L. Cleary, 
manager of the Chicago Automo- 
bile Trade Assn., has announced 
nine dealerships which recently 
affiliated with the association. 

They are Bauer Buick Co., 
Harvey; Fergus Ford, Inc., Sko- 
kie; J. K. Co., Inc, (Chrysler- 








| 
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Plymouth), LaGrange; Mancuso 
Chevrolet Co., Skokie; Mulville 
Ford, LaGrange; Dan Nigro Nash 
Sales, Melrose Park; Schutte & 
Ray Motor Sales (Dodge-Plym- 
outh), Chicago; Chas. Tabor 
Oldsmobile, Inc., Lyons, and Al 
Thomas (Dodge-Plymouth), 
Downers Grove. 


New Dealerships 
In Six States 
Named by DeSoto 


Addition of new DeSoto-Plymouth 
dealerships in Connecticut, Mich- 
igan, California, Minnesota, Oregon 
and New York has been announced 
by J. B. Wagstaff, sales vice-pres- 
ident of DeSoto. They include: 

Central Motors, Inc., 119 Church 
St., New Britain, Conn.; William A. 
Clark, president. 

Field-Dittrich, Inc., 9987 E. Grand 
River, Brighton, Mich.; Burt Field, 
president. 

Owens Motor Sales, 1151 S. Hill 
St., Oceanside, Calif.; Victor L. 
Owens, owner. 

Brodlieb Motors, Inc., 20 Frank- 
lin Place, Woodmere, N. Y.; Theo- 
dore Brodlieb, president. 

Bill Stock Motors, Inc., 702 S. 
Stephens St., Roseburg, Ore.; W. 
R. Stock, manager. 

Sam Finn Motors, Inc., Canastota, 
N. Y.; Sam Finocchiaro, president 
and treasurer. 


Dealers Cited 


Safety Council Award Goes 


To Nash Group 


The National Safety Council has 
awarded its 1953 Public Interest 
Award to the Nash Dealer’s Assn. 
of Cleveland. 

The noncompetitive award is 
made annually to public informa- 
tion media for exceptional service 
to safety. 

The Nash dealer group sponsored 
a 26-week traffic safety contest 
over a Cleveland television station 
in cooperation with the Cleveland 
Safety Council and the city’s police 
department. 

The formal presentation will be 
made at a luncheon in Cleveland 
June 23. 






* * * 


Godolphin Joins Hoffman 


As Branch Manager 


Jerry Godolphin has been 
named general manager of the 
Chicago branch of Hoffman Mo- 
tor Car Co. The firm sells 
Mercedes Benz, Jaguar and 
Porsche, 

With over 25 years of experi- 
ence in the automotive field, 
Godolphin previously was general 
manager of Brewster Automobile 
Crop., Long Island, N. Y. He 
came to this country as a trouble 
shooter for Rootes Group and for 
a time was midwestern manager. 

* o 7 


Brogan Named Chairman 
Of N. J. Racing Commission 
Thomas J. Brogan, who operates 
Cadillac - Oldsmobile dealerships in 
Paterson, Ridgewood and Passaic, 
N.J., has been named chairman of 
the New Jersey Racing Commission. 
Brogan was appointed to the 
commission in 1951..He also is a 
former Paterson police commis- 
sioner. 
a - * 


Ayers Opens New Plant 


In Chattanooga, Tenn. 


A huge crowd attended the 
formal opening of the new plant 
of Ayers Motor Co. (Cadillac- 
Oldsmobile), in Chattanooga, 
Tenn. 

NADA Director Jim Ayers, 
president of the firm, and M. 
D. Seaborn jr., secretary-trea- 
surer, have invited members of 
the Tennessee Automotive Assn. 
to visit the new headquarters. 

7 - * 


| Ridings Wins Jaycee Title 


As Outstanding Young Man 

The Junior Chamber of Commerce 
of Long Beach, Calif.. has named 
Bud Ridings, Long Beach Cadillac 
dealer, as “outstanding young man 
of the year.” 

Ridings served last year as vice- 
president of the Long Beach Boy 
Scout Council; chairman of the 

(Continued on Page 40, Col. 1) 


Community Chest drive; trustee of 
the First Congregational Church 
and a director of the Chamber of 
Commerce, Red Cross, Miss Uni- eee 
verse Pageant and Citizens Com- 


Davis, Roemer Open Lot 


Ted Davis, 
baker dealer P 
and John Roemer, former used-car | # used-car lot in Pawtucket. 
manager for Barnard Auto, Twin 
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Dealer Doings 


(Continued from Page 39) 


Main. 


Kotler Denied Approval 
For Pawtucket U. C. Lot 


* x * 


associate Stude- 


in Twin Falls, Id., 
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Y ou won't sing the blues about seat cover sales 
this summer if you tie in now with NYCAR’S 
powerhouse program. Cash in on greater profits 
with the revolutionary new seat cover material 
that has everything—high-fashion patterns and 
weaves, exclusive sales-making service features, 
plus sales-stimulating advertising and promotion. 
To shoot more seat cover sales your way—write, 
wire today for complete details. 













Ss 
STOPS SHOCK 
Static electricity’s never 
stored up by amazing Nycar 





RESISTS BURNS 
No fear of charring from 
glowing cigarette ashes 
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REPELS.STAINS 
A flick of a damp cloth— 
and stains simply vanish 


WON'T FADE 
The colors are locked In, 
will not fade, crock, run 





AIR-CONDITIONED 
COMFORT 


Never too hot or too cold, 
the porous fabric breathes 


PREVENTS SCUFFS 


Tough to scuff or tear, 
gives amazing long wear 


ELLENBORO 










Falls, have opened a used-car lot 
at the corner of Third St. and W. 


INC., 


the Pawtucket Zoning Board after 

neighbors had protested such use 

of the property would tend to in- 

crease traffic congestion and depre- 

ciate neighboring property values. 
* + * 


Fire Hits Langston’s 

Buildings housing Ralph Lang- 
ston’s DeSoto-Plymouth dealership 
and the International Harvester 
farm-equipment firm in Prescott, 
|Ark., have been wrecked by fire. 
Four new cars were lost. Damage 
was estimated at $40,000 to $70,000. 


Irving Kotler (Studebaker), Chep- | te Sag ng 
|achet, R.I., has been denied ap- 
proval of his application to operate | 


Farrar Adds Deal 


William H. Farrar, who has been 
| head of the International Harvester 


The application was rejected by! and Packard dealerships in Arkan- | 


| sas City, Kans., has purchased Hill 
Buick-Pontiac in Arkansas City. 
Hill Buick-Pontiac had been oper- 


ated by the late Charles T. Hill for | 


35 years. The firm name will be 
changed to Farrar Buick-Pontiac 
Co. 

” * * 


|O’Meara Ford Opens 
New Paint, Body Shop 


Some 100 insurance adjustors | 


and appraisers were guests of 
O’Meara Ford Co., Denver, at the 
opening of the firm’s new paint 
and body shop. 

The one-story building, con- 
taining 8,200 square feet of work- 
ing space, includes 15 working 
stalls and two painting ovens. Al 
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O’Meara sr., and his two sons, 
Al jr. and Gene, are officers of 
the company, . 

* + * 


Graff Buys Dealership 


In New Philadelphia, O. 

City Auto Co. (Chrysler - Plym- 
outh), New Philadelphia, O., has 
| been purchased by Glen L. Graff, 
| former sales manager of S. Toomey 
| Co. 

He purchased the firm from L. 
M. Patterson jr. and J. R, Cope. 
The company name will not be 
changed. : 

a * 


Two Top L-M Sellers 


Win Dixie Vacation 

A. M. Luke, of Downtown Lin- 
coln-Mercury, Inc., Atlanta, and 
T. W. Skinner, of Miami Lincoln- 
| Mercury Co., have been awarded a 
| vacation trip to Houston as mem- 
bers of the “100 Car a Month” club. 
| * * * 





Tuscarawas County Dealers 


Elect Chrest President 


George Chrest, of Uhrichsville, 
O., has been elected president of 
the Tuscarawas County (O.) Au- 
tomobile Dealers Assn. 

Other officers are Lloyd D. 
Rosenberry, of Dover, vice-pres- 
ident, and Robert Reed, of Dover, 
secretary-treasurer. 

es * * 


Ayers Motors Moves 


Into New Building 

Ayers Motor Co. (Cadillac-Olds- 
| mobile), Chattanooga, Tenn., has 
|moved into its new home at 
Twenty-first and Broad Sts. 

Jim Ayers is president of the 
firm and Davis Seaborn is secre- 
tary-treasurer. 

a 


mre Buick Takes In 


Record $750,000 in Month 


Monarch Buick Co., 1040 N. 
Meridian St., Indianapolis, set an 
alltime high sales mark in April 
by grossing well over $750,000, 
according to W. R. Krafft, pres- 
ident. Krafft said that used-car 


sales showed a nice increase. 
” * . 





Volkswagen for Milwaukee 

Volkswagen, Inc., a distributor- 
ship for the German car, has been 
opened on Highway 41, just south 
of Milwaukee. Manager of the firm 
is John Ronsholdt, formerly a deal- 
er in Racine, Wis. The company’s 
territory includes Wisconsin, Min- 
nesota, North and South Dakota 
and Michigan’s Upper Peninsula. 

* * * 


Marshall & Clampett Marks 


35 Years in Business 


Marshall & Clampett (DeSoto- 
Plymouth), Los Angeles, is cele- 
brating its 35th year in business. 

Harvey Traveller, president and 
general manager, has been with the 
firm for more than 27 years. 

* ok * 


Alberda-Shook Provides 


Eight Cars for Jaycees 


Alberda-Shook Chevrolet, Inc., 
2221 Plainfield Ave, N.E., has 
lent eight new cars to the Grand 
Rapids Junior Chamber of Com- 
merce for use at the Jaycee con- 
vention in Colorado Springs, 
Colo., according to Warren R. 
Shook. 

* * 


* 
Three Miami Dealerships 
Changing Locations 
Don Allen Southland Chevrolet, 
Inc., Miami, is moving to 1125 N.E. 
Second Ave., a site formerly occu- 
pied by John Jones, Inc, (Dodge- 
Plymouth), 
| The Jones firm, which is operated 
by Ben McGahey, is moving to N. 
Miami Ave. and Twentieth St. 
Also changing location is Sam 
| Murray, Inc. (Ford), which will 
| occupy a new building at N. Miami 
| Ave. and Twenty-seventh St. 
| eo * * 








| Mullan Dealership Receives 


|Ford Award for 4th Time 

Read Mullan Co., Phoenix, Ariz., 
has received the Ford division’s 
“Four Letter” award for the 
fourth time since 1948. 

A special plaque was given to 
Read Mullan, owner, in ceremon- 
ies, in Los Angeles. 

a * * 


Johnson in New Home 
Johnson Chevrolet Co., Eaton, O., 
opened its new building at 500 E. 
Main St. 
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The more it sparks, the more you sell 


Champion Spark Plug is advertising in TRUE, The 


Man’s Magazine. 
Why? 


Every time your car engine turns over the spark plugs 
wear a little more. As plugs wear out they must be 
replaced. Who buys spark plugs? Who drives more 


cars than anyone? Who drives a greater distance? 
MEN! 
Who sells more men than any other man’s magazine? 


TRUE, Largest Selling Man’s Magazine in America 
—2,000,000 strong! 


TRUE readers drive almost twice as many miles 
annually than the average— 15,306 miles as against 
9,714. 86.4% of TRUE’s readers own one or more 


cars. 11.1% own one or more trucks. 3 out of 4 main- 


tain or fix their own cars. 71.77% have bought spark 


plugs since they bought their cars. 


That’s why Chevrolet, AC, Champion, Dodge, Ford, 
Nash and other automotive leaders advertise in... 


TRUE, America’s Largest Selling Man’s Magazine. 


If you sell cars, parts or accessories, you'll increase 
your chances by 2 million if you advertise your prod- 


uct in TRUE. Why not take advantage of it now? 


Sources: TRUE Automotive Report, 1954. 
Starch Consumer Magazine Report, January, 1954. 


America's largest selling man’s magazine 


TRUE 


THE MAN’S MAGAZINE 





one of the Fawcett family ... serving millions of America’s families 


67 WEST 44th STREET, NEW YORK 36, N.Y. 


DETROIT, 1659 GUARDIAN BLDG. CHICAGO, 612 NORTH MICHIGAN AVENUE 











4 
, 
‘e 





WIPER AlD—The Safe-See Wiper Aid 


mounts on the blade of any windshield | 


wiper. It is cup-shaped and faced with 
yellow Scotch-Lite reflector tape. In prop- 
erly seating the rubber to the glass, it is 
said, the device eliminates streaks or 
spots made by floating of the blade. Its 
reflector powers increase driving safety, 
according to Nemic Mfg. Co., 10 Cottage 
Grove S. W., Grand Rapids, Mich. 


> * * 





ADHESIVE GUN—The Goo-Jet Gun ap- 
plicator is designed for use with Super Line 
7Ya-ounce screw top cans of adhesives, 
cements or sealers. It can also be used 
for film application or beading of ad- 
hesives. Associated Producers, Inc., 1019 
E. Eight Mile Rd., Hazel Park, Mich. 


* * * 





RIVETER—This air-powered, bench-model 
riveter will reline brakes of any size, it 
is stated, and drive out or clinch all rivets 
from No. 4 to No. 10. It weighs 60 
pounds and is foot-operated. Robinson 
Products, Inc., 16550 Wyoming Ave., De- 
troit 21, Mich. 





ARC WELDER—This portable unit, which 
is manufactured by Brennen, Bucci & 
Weber, Inc. and weighs 65 pounds, in- 
corporates a high-efficiency transformer 
and is said to do the work of a conven- 
tional welder four or five times its size. 
Delivering 250 amps, it will braze, cut 
and preheat as well as weld steel, up to 
and including 1% inches thick. Available 
from Kasson Die & Motor Corp., 32-14 
Northern Bivd., Long Island City, N. Y. 

eo © “e 


Frigikar Brochure Describes 
Air-Conditioning System 
A new brochure describing the 


Frigikar air-conditioning system is 
announced by Bert J. Mitchell, 
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NEW PRODUCTS 


president of Frigikar Corp., 1602 
Cochran St., Dallas, Tex. 

The dealer-installed unit fits all 
current makes of cars, says the 
company. 

Among features covered in the 
booklet are Frigikar’s automatic 
Weather Minder temperature con- 
trol; compactness; air filtration, 
and different models of compres- 
sors. 


mo 





MESSAGE RECORDER —This automatic 
message-repeating device, the Universal 
300 Audio-Vendor, uses a magazine of 
magnetic tape, with a running time of 
up to 15 minutes. New messages auto- 
matically wipe old messages from the 
tape. Cousino, Inc., 2440 Madison Ave., 

* * > 
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SHOCK ABSORBER KITS—Ad-50 and 
Ad-54 assortments of shock absorbers with 
the “Gabriel Twins" display rack each 
contain 12 shock absorbers with all neces- 
sary bushings. These include a selection 
for all models of Chevrolet, Chrysler, De- 
Soto, Dodge, Ford and Plymouth. Also 
offered for promotion is the Miss Gabriel 
jr. window streamer, a comprehensive wall 
chart and mailing cards. Gabriel Co., 
1148 Euclid Ave., Cleveland, O. 

e ©: @ 





BELL HOUSING ADAPTER — This unit, 
complete with pilot bushings to convert 
overhead-valve engines to Ford transmis- 
sions, is said to simplify conversions of 
all high-performance engines and to in- 
crease the speed and power of a car. 
Weber Tool Co., 4200 Whiteside, Los 


Angeles, Calif. 
* * 





ASHTRAY—The Superfecto is offered as 
an advertising medium. The firm's name 
and address are imprinted and constitute 
@ constant reminder for patrons. The tray 
features a safety cigaret layer which ex- 
tinguishes the cigaret when it reaches 
the danger poin,. Rainbow Art Co., Inc., 
1500-12 Adams Ave., Huntington, W. Va. 








GAS LINE CLEANER—The Blow-Out can 
be used to clean clogged gas lines, radi- 
ators, cooling systems and gas tank filler 
tubes. It is made to fit any ordinary air 
nozzle. Tula Mfg. Co., 2522-24 N. Cicero 
Ave., Chicago 39, Ill. 


ELECTRIC DRILL—Model 516 weighs only | 
10 pounds. The handle is adjustable for | 
vertical or horizontal position, permitting 
the operator to apply more pressure and 
maintain accuracy. The heavy-duty, ¥/-inch 
drill has a half-inch gear-type chuck for 
slip-proof grip on bits. The chuck is driven 
at 550 r.p.m. Porter-Cable Machine Co., | 
46 Exchange St., Syracuse 8, N. Y. 


* * * 








FAN BELT—Neoprene-covered fan belts 
are said to be highly resistant to de- 
terioration by oil, heat and ozone. They | 
are prestretched to assure proper tension. 
E. |. duPont de Nemours & Co., Wilming- 
ton, Del. 








COUNTERBORING TOOL—Designed for 
remachining cylinder block counterbores 
on truck engines, the device locates with- 
in the cylinder bore and is held in rigid 
position by retractable centering pins. It 
is operated with a speed handle, and 
can be used with the engine in or out of 
the frame. B. K. Sweeney Mfg. Co., 1601 
Twenty-third St., Denver 17, Colo. 

* + * 


Wynn’s Friction Proofing 


Repackaged, Marketed 


After months of exhaustive tests, 
the new packaged Wynn’s Friction 
Proofing with Formula 1003 for 
automobile engines is now being 








offered to dealers throughout the 
Nation. 

After traveling more than 30,000 | 
miles, twin cars were torn down. | 
The tests showed that Friction 
Proofing chemically smoothes and | 
seals bearings, reducing friction | 
regardless of lubricant or fuel used, 
it was claimed. 














HYDRAULIC HOSE KITS — Flex-O-Tube 
has entered the replacement parts market 
with two kits: A window lift, convertible 
top and power seat adjustment kit, which 
features bulk hose and six different types 
of fittings, and a power hose assembly 
kit for all leading makes. Flex-O-Tube 
Division of Meridan Corp., Fourteenth 


and Lafayette Streets, Detroit, Mich. 
Te ee 





AMMETER — Model 4015-C43 is an 
ammeter designed to indicate low battery 
charging rates and is for use on farm 
tractors, road graders and other heavy 
equipment. The standard model has a 
maximum pointer deflection showing a 
discharge rate of 30 amperes and a 
charge rate of 15 amperes. Models cover- 
ing other ranges also are available. 
100 Rockwood St., 


Rochester Mfg. Co., 
Rochester 10, N. Y. 





REO PLAN—A control board is used in 
Reo Motors’ Polar Plan of guaranteed 
truck maintenance in New York. E. W. 
Stephan (left), branch manager, explains 
to W. G. Helbeck, service manager, how 
colored strings and pegs keyed to a 
master set of flip cards can keep check 
of the maintenance history of any unit. 





AIR-CONDITIONER—Model JC-17 is con- 
trolled by a switch and is said to circulate 
fresh air in less than a minute. Installation 
is easy, according to the maker. The unit 
is available for every make and model of 
car, truck and station wagon. Arctic Air 
Conditioning Systems, Inc., 5307 W. Fuller- 
ton Ave., Chicago 39, Ill. 

* ££ es 





AIR CONDITIONER—This unit mounts in 
the front compartment beside the driver. 
Adjustable legs enable it to straddle the 
front floor hump. Blower and pump are 
powered by a pulley power takeoff from 
the fan belt. Speed of the blower is con- 
trolled by a dash board switch. Idler 
Products, Inc., 227 W. Pacific, St. Louis, 
Mo. 


AUTO CREST—Mono-Lamp plexiglas ini- 
tials are mounted in a chrome-plated, 
dye-cast crest which illuminates at night 
off the car's lighting system. By day the 
initials are framed against a red, blue 
and black background. The kits contain 
bulb, wiring and fasteners. Mono-Lamp 
division, G & S Machine Co., 10725 Briggs 
Ave., Cleveland, O. 





FOAM-RUBBER SEAT—The Sit-Rite is a 
multilevel foam-rubber seat which supports 
the base of the spine and the lower pelvic 
bones. Chester Coleman Corp., 745 S. 
Broadway, Los Angeles 14, Calif. 








STOP LIGHT—A new door-type series 
of heavy-duty stop and tail lights consists 
of the No. 380 Universal Mounting Bracket 
types, No. 381 Rear Stud Flush Mount- 
ing types and No. 386 with license bracket 
types. The red lens, made of fadeproof 
plastic, also acts as a reflector. Yankee 
Metal Products Corp., Norwalk, Conn. 


TAILPIPE EXTENSION—The Taper-Tone, 
of tapered design, is available in two 
models of seven and 10-inch lengths each. 
It is equipped with ring-type clamp and 
two bushings which makes it adaptable 
to most cars, says Automotive Engineer- 
ing, Inc., 1112 S. Wabash Ave., Chicago 
5, wl. 
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Used-Car Dealer News... 





Judge’s Blast Brings 
Dealers’ Invitation 


MIAMI.—A blanket accusation of 
used-car dealers by Judge Ben C. 
Willard in Criminal Court has 
stirred the Miami Used Automobile 
Dealers Assn, to invite the judge to 
the next meeting of the organiza- 
tion to acquaint him with the men 
who are in the business. 

When testimony in a grand lar- 
ceny case showed that a used-car 
firm had acquired a power of at- 
torney in a deal and then took 
away the customer’s house trailer, 
the judge said: 

“You dealers in second hand cars 
had better change your ways. The 
days of Jesse James are over. This 
business of getting people to ‘just 
sign on the dotted line’ must end, 
and you must start doing right.” 

The parties involved, Southern 
Auto Brokers, Southern Auto Loan 
Co., Gene Ellis and Leon Gradsky, 
paid $1,000 to the customer, James 
E. Vroman of Texas, and the 
charges were dropped. 

President John Grentner of the 
association said this group did not 
belong to his organization. 

“We certainly regret that Judge 
Willard saw fit to include all 
used-car dealers in his remarks,” 
Grentner said, “because it was 


Industrialist Sees 
Growing Truck 
Market in Brazil | 


DETROIT.—Appreciable increases 
in the production and sales of autos 
and trucks in Brazil within the 
next decade should create a sizable 
market for U.S. automotive man- 
ufacturers, according to Frederick 
M. Hammond, president of Gemmer 
Mfg. Co., who has returned from a 
one-month trip to Brazil. 

Indications are, Hammond re- 
ported, that truck production in 
Brazil will reach nearly 120,000 
units per year by the middle of the 
1960s, while a smaller increase in 
the demand for cars will result in 
production of about 70,000 units 
yearly by the same period. He said 
present production of trucks is 
about 4,000, and autos about 9,000. 

The difference between trucks 
and car output was explained by 
Hammond through lack of water 
supplies, power and highways. 
There is an increasing demand for 
trucks, earth-moving and other 
types of power equipment to open | 
undeveloped areas. 

Hammond revealed that his firm 
is now negotiating with a large 
Brazilian firm as a licensee for the 
manufacture of Gemmer steering | 
products. Gemmer now has five li- | 
censees manufacturing its steering 
devices in foreign countries. 


MEWA Puts Out 
9 Check Lists 


CHICAGO.—The Motor & Equip- | 
ment Wholesalers Assn. has made | 
available to its members nine 
equipment check lists to help 
wholesalers increase the effective- 
ness of their sales force. 

The lists include 226 items of 
equipment for car dealers, service 
stations, garages and wholesalers’ | 
shops. 

They are divided into the follow- | 
ing categories: General shop, brake | 
and clutch service, alignment and 
headlamp service, diagnostic serv- | 
ice, motor overhaul, tire service, | 
lubrication equipment service, body 
repair, and painting and electrical | 
Service. 

Each check sheet contains a list | 
of equipment along with recom- | 
mended quantities consistent with | 
good service, the profit advantages 
of each, and a space to indicate 
present quantity on hand and an- 
ticipated future requirements. 








Robertson Buys Building 

Robertson Chevrolet Co., Inc.,| 
Richmond, Va., has purchased a/| 
building at 3210 W. Leigh St., from 
Autocar Sales & Service Co. for 
$85,000, according to Charles B. 
Robertson, president. 
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qa reer er 


unfair to the great majority of 
them. 

“Our association has adopted a 
code of ethics and has already 
dropped from membership several | | 
dealers who failed to observe it. We| | 


are businessmen and proud of our eo 3 
. DeSoto Unveils Adventurer I|— 


reputation for fair dealing. No 

group of car dealers has done more| This successor to the original idea car, Adventurer, is mounted on a standard De- 

than we have to weed out the un-/ Soto chassis. Its V-8 engine develops 170 horsepower. The car features adjustable 

desirables. rear vent windows, tinted plastic overhead sun visors, electric window lifts, tempered 
“That we are succeeding is best| glass unframed side windows, and a racing-type steering wheel with natural wood rim. 

indicated by the fact that com- oe aa rs ‘ anes es a RN oT ae et ae 

plaints against our members which | ported at the June meeting of the 

have been made to the Better Busi- | Miami Automobile Dealers Assn. by 

ness Bureau have been reduced | Secretary Larry Schroeder. that looked better, and then want- 

from a flood to a trickle within the “We used to get quite a few of | ed his money back.” 

past ood two. And nearly a them,” Schroeder said. “Some- a oe 

one which we now receive usually) times they were inst a new- 7 ” 

is against a non-member.” car dealer; sometines against a a Going on at Braswell . 
Miami new-car dealers report; used-car dealer. Of course we | But Little Profit Is in It 

that not a single complaint has| were not interested in the latter. TAMPA, Fla.—As a result of fake 

been filed with the Better Business| “I want to say that nearly every | telephone orders, Braswell Motors 

Bureau against a franchised firm| complaint we did receive came! has received calls from the fire de- 

for the past month. This was re- 








down payment on a car, went) 
around the corner and found a deal | 








43 


delivery of a truckload of shell; a 
$50 order of fenders, and a bill for 
$100 worth of newspaper advertis- 
ing placed in Braswell’s name. 
Having got so much it didn’t 
want, the used-car firm is now be- 
ginning to lose what it does want. 
A steering wheel and three hub 
caps were stolen from an auto 


| parked on the lot a few days ago. 


* * * 


Smith Opens Lot 
GARDEN CITY, Kans.:— Smith 
Motor Co., 801 E. Fulton, -is the 
newest addition to Garden City’s 


| used-car firms. The owner is How- 
|ard Smith, who had been in part- 


nership with his father for 11 years 
in a DeSoto-Plymouth dealership, 
sold in 1951, 


oe. @ * 


Lee Opens Pasadena Lot 


PASADENA, Calif.—Marvin Lee 
has opened a used-car firm on 


| Pasadena’s auto row. A past pres- 


ident of the Pasadena Junior 
Chamber of Commerce, Lee has 
been in automotive work here since 
1931. 


Buschbaum Moves 


KNOXVILLE, Tenn.—Busch- 
baum Motor Co. has moved to N. 








c (| them tools, 


The man who insists on genuine parts 


is just as particular about his tools. Now, you 
can sell him quality tools and compete for this 
profitable business with anybody—including 
chain stores and men who sell tools from trucks. 


Less than $175 brings you the Bonney 
*‘merry-go-round”’ and a stock of the _ 
most popular, fastest-moving tools fe 
—quality tools any mechanic / 
would value at prices anyone | 
can afford. The Bonney /— 
“‘merry-go-round”’ combines 
display appeal and self- [ 
service features that remind 
customers that your counter 
is the place to buy the tools 
they need. 





Don't overlook this source 
of additional tool sales! 




















Your mechanics should be buying their tools 
from you. Sell them Bonney and you'll profit 
at least two ways: (1) You'll reduce costly 
interruptions to work; (2) you’ll make a profit 
on tool purchases by your own employees— 
business that someone else is getting now. 


E TOOLS 





Write for complete information today. 


BONNEY FORGE & TOOL WORKS. 


- ALLENTOWN... PENNSYLVANIA 
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club coupe, $1,050. '52 SL Deluxe 4-dr., 
$1,010, 3065"; club coupe, $785, $715*. 
’51 SL Deluxe 2-dr., $785*; 4-dr., $760°; 
%-ton pickup, $665. '50 SL Deluxe 2-dr 
$645. °49 SL Deluxe conv., $495; 4-dr.. 
$495; %-ton pickup, $325. '48 FM coupe, 
$335. '47 %-ton pickup, $390. 





Average Used-Car Prices 


Used-Car Auction Prices 





R— ‘om Automotive News) 
CHRYSLER—’54 NY 4-dr., $2,800* (ps). (Compiled by 
53 Windsor 4-dr., $1,100*. '51 NY 4-dr., ae agen 
$920*; conv., $985*. '47 NY club coupe, To Date 1964 1964 
Market Trend $235°. 2,063 $2,125 
DeSOTO—’52 Fire Dome (8) Sportsman, sessereseeee GOO = GR, ae 
The overall average price of used cars sold at wholesale auctions | “'s; 395+; Custom (6) club coupe, $1,100; cic 1459 «OL, 
last week declined $5, according to Automotive News’ index. 4-45. $1,045°. °49 Deluxe (6) 4-dr.,  Yono nase 
" 2 ae: 
Except for '50s, which went up $5, and 52s, which climbed $1, DODGE—'53 Meadowbrook 4-dr., $1,210. 
. the market slumped in all classes. ‘52 %-ton pickup, $790", $760. : a ks Ge 567 
Leading the drop were '53s, which went down $13. Other losses was se oe 00. oho staan im — 
included $9 on ’48s, $7 on ’47s, $5 on ’54s and °49s, and $2 on ’51s. $520. ’48 Custom 4-dr., $315. 47 Custom 4 
The setback in price on ’53s, 51s and ’48s brought the average a ae (8) 4-dr., $2,220°; Vic- . —— 
wholesale value of those models to new low levels. — saa, $2,210; Custom (8) 2-dr., yey ; $ 847 
-d up last week. At nine representative es, 53 Main (8) Ranch Wagon, $1,680; ; ; : 
1908 care ape or 1 242 were sold, for a ratio of 66 percent. conv., * oo oa (Os game,” "ea (The above figures are averages of to he soecaate ~~ > makes 
: er ' : ee an eee ae i i in Automotive News. 
At the same number of auctions a week earlier, the ratio was only Crest (8) Victoria, $1,395*; Ranch Wag- and models, carried regularly 
61 percent when 983 cars were sold out of 1,606 offerings. on, $1,410; Custom, Sg) gta coupe, = 
Prices marked with an * indicate a unit equipped with an automatic 010°; 2-dr., $855; 4-dr., $835°; Custom! 135: coupe, $2,530; station wagon, $2,-| '48 (76) club coupe, $340*; conv., $235*. 
transmission or overdrive, and (ps) indicates power steering. (6) club coupe, $505. ’50 Custom (8) 4-| 360%, °53 Monterey sedan, $2,015*. '52 47 (76) coupe, $205. 
a AR i dag ae he coupe, $1,455; Sport coupe, $1,400". oot | PLYMOUTH—'54 Belvedere coupe. $2.050. 
, ; 3 RM 4-dr., $875°, $695°, (8) 4-dr., $410, ; station wagon, conv., $890*; 4-dr., ; station w R "52 Concord 2-dr., $875; Cranbrook 4-dr., 
OAKLAND, CALIF. Seas. "48 auper 4-dr., sete ‘47 ton $365. '48 Custom (8) club coupe, $290. $1,000. °50 2-dr., $800. '49 club coupe, $880. "61 Cranbrook 4-dr., $700, '50 3: 
(Pollock’s Used Car Auction. Sale every coupe, $295; conv., $250. ‘47 Custom (8) Sle “To — $420. dr., $480; 4-dr., $575. 47 coupe, $205. 
Wednesday. Prices are for sale of June 9.) | CADILLAC—’52 (62) 4-dr., $2,695° (ps), ae eee ee ee 90. 159 | NASH—’52 Rambler sedan, $900, $785. '51| PONTIAC—’54 Chieftain Deluxe (8) Cata- 
The market was a little lower on all $2,590°. '51 (62) 4-dr., $2,695° (ps), $1,- | HUDSON—'53 Jet Super 4-dr., $1,190. Ambassador 4-dr., $665*. '50 Ambassa-| lina, $2,675*. '53 Chieftain Deluxe (8) 
att throu; "64 models, Other year 810*; coupe deVille, $2,300*, $2,175°. ’50 Pacemaker 2-dr., $375. 7 dor 4-dr., $475*. ’47 Ambassador 4-dr., Catalina, $2,045*, §$2,000°. °52 Chieftain 
oon = on sharp autos. Sold 104 (60) Special 4-dr., $1,570*. ‘49 (60) | KAISER—'53 Manhatten 4-dr., $1,475°. '51/  s159, (3) atten agen, BLOG, Giators ee 
am ane of 248 offerings.) F Special 4-dr., $1,020*; (62) 4-dr., $1,- a aoe, a 49 Deluxe se- eapeneena: os tah) 4-t2., 00,000". "00 $1,015: Catalina, $1'365, "51 Chitefeaun 
- ’ 2 ; 75*;| dan, $210; 4-dr., . ‘Le ehne. (8) Catalina, $1,235*; Chieftain (6) club 
BUICK—’54 Super Riviera, $2,925*, $2,- 100*. '48 (62) 4-dr., $900*; conv., $8 ; : — $2,550°. ‘53 (8) ar 61.518": ) ar $1,950": (98) 31, 

. a - net, $830*. LINCOLN—'54_ Capr F., $3,550°. ; -dr, $1,-| Coupe, $850. '50 Silver Streak (8) 4-dr.. 
sare! es eect taviewe, G1000°, KM 2. | CHBVRO LET "54 Corvette conv., $3,330°; | Capri 4-dr., $2,800°, $2,045°; coupe, $2,- gony., $2,090° (pa), ’52, (88) .3) 3 - ar, | $820. 48 Torpedo (6) coupe, §380°. °46 
dr., $1,905*. °52 Super 2-dr., '$1,525*; a. a See os Stiz | MERCURY—'54 Monterey Sun Valley, $2,-| $990*; conv., $860°. °50 (88) club coupe, enemas (8) 4-dr., $200. 

; es ee | an. teen ae : 7 ib ° ; 4-dr., $475°. EBAKER — '53 C der L 
—- Sie Gaaien: deecial 2- es. 4-dr., $1,360, $1,350; conv., $1,605; (150)| 600°, $2,575*; sedan, $2,680*; 4-dr., $2,-|  $815*! '49 (88) 2-dr., $500*; 4-dr., $47 ommander Land 





$$$ $$ Cruiser, $1,400. °52 Commander 2-dr., 
$1,020. ‘51 Commander club coupe, pg 


true experiences of two “BEAR” Shops prove that the... Ba paapoenle 





$715. 


FLINT 


(Flint Auto Auction. Inc. Sale every 
Wednesday. Prices are for sale of June 9.) 

(Market was steady. Sold 89 cars out 
of 118 offerings.) 

BUICK—’54 Special 4-dr., $2,385*. $2.250*. 
*53 Special Riviera 2-dr., $1.865*. '52 
Special 4-dr., $1,190; 2-dr.. $1,105. °51 
Special 4-dr., $1,020. '50 Special 2-dr.. 
$470, $435. °48 Special 2-dr., $105. '47 
Special conv., $200. 

CADILLAC—’46 (60) 4-dr., $975. 

CHEVROLET—’54 (210) station wagon, 
$1,615. '53 (210) 2-dr., $1,185*: club 
coupe, $1,230*; Bel Air 2-dr., $1,270, $1,- 
225; 4-dr., $1,330*; club coupe, $1,450*. 
"52 SL Deluxe 2-dr., $830; 4-dr.. $875. 
$825. °51 SL Deluxe 2-dr., $700: club 
coupe, $640; FL Deluxe 2-dr., $730: %- 
ton pickup, $575; SL Special 2-dr., $530. 
"50 SL Deluxe Bel Air. $700; 4-dr., $420; 
SL Special 2-dr., $460; %-ton pickup, 
$425. '49 SL Deluxe station wagon, $400; 

; 2-dr.. $460. '48 SM 2-dr., $275; FM 4- 
dr., $210. 

CHRYSLER—’47 Windsor 4-dr., $140. °40 
NY 4-dr., $160. 

DODGE—’52 Coronet 4-dr., $715, $310. ’51 
Coronet 4-dr., $675. °49 Wayfarer 2-dr., 
$250. '47 Custom 4-dr., $100. 

FORD—’54 Crest (6) Victoria. $1.780*. ’53 
Crest (8) Sunliner conv., $1,500*; Cus- 

| tom (8) 4-dr., $1,240*; Main (6) 2-dr., 

$995; %-ton pickup. $900. '51 Custom 
(8) 4-dr., $655, $375; 2-dr., $525; Cus- 

tom (6) 2-dr., $565. '50 Custom (8) 2- 

dr., $350; club coupe. $310. $235. ’49 

Custom (8) 2-dr., $295, $185. 

HUDSON—’51 Pacemaker 4-dr., $445, $350. 
















is WHEEL ALINEMENT 
at it FINEST! 


e FINEST in Clarity... 
@ FINEST in Versatility ... 


e FINEST in 
Profit-thru-Showmanship . . . 


e FINEST in 
Profit-from-Appearance... 


® FINEST in 
Profit-making Convenience... 








"50 Super civtb coupe, $350. 
| MERCURY —'50 club coupe, $515. °49 y 
conv., $265. 


NASH—’52 Statesman 4-dr., $800. ’51 
Statesman 4-dr., $465: 2-dr., $355. °48 
Ambassador 4-dr., $150. 

OLDSMOBILE—’53 (88) 4-dr., $1.850*. ’52 
(98) 4-dr., $1,095*. "47 (88) 4-dr., $280; 
(76) club sedan, $175. 

PACKARD —’52 (200) 4-dr., $765. 

PLYMOUTH—’52 Cambridge club coupe, 
$635. 

PONTIAC—’50 Silver Streak (8) conv., 
$855; Chieftain Deluxe 4-dr.. $630. ’48 
Torpedo (8) sedan coupe, $325. °47 Tor- 
pedo (8) 4-dr., $299. - 

STUDEBAKER — '51 Commander 4 - dr., 
$460; Champion 2-dr., $325. '50 Cham- 
pion club coupe, $365; 2-dr., $350. 


DENVER 


(Denver Auto Auction. Sales every Sun 


Wheel Balancer. Of their Telaliner, they say: ‘‘We have found that 





TELALINER ADDS TO NET ALINEMENT PROFITS! 


the ‘BEAR’ Telaliner has much customer appeal, helps to simplify 7. seraeny fw yuan y. Prices are for 
Forman & Robinson, Philadelphia, Pa., feature this complete explanations to the car owner, and is a most excellent merchan- an th set seed. although 
“Bear” Service, including (left to right) Super Frame and Aline- diser. It has also added to our net profit in saving time required prices were off slightly. More new cars 


ment Service, Telaliner, Front-End Correction Service and “36” in alinement adjustments.” oe S. aa mt. Sold 209 cars 
BUICK—’54 Special 2-dr., $2,200. '53 RM 

+ ‘sitios, F $1380 hoe Riviere 2. 
RESULTS SPEAK LOUDER THAN WORDS! dr., $1,255. 51 Super Riviera 4-dr., $1,- 


105*; 4-dr., $955*; RM Riviera 2-dr., $1.- 





° . 085;'S ial 4-d 865*. '50 Si 4-d 
These two experiences show what Telaliner can do for YouR oft: ig : r @ 1 aed “g 
° . ADILLA "53 (60) Special 4-dr., a 
BUSINESS, too. Telaliner is truly the finest step forward your a ao 2. >: & 
business can take right now ...it represents the crowning 4-dr., $1,775. '50 (60) Special 4-dr., $1.- 
climax to a complete “‘Bear’’ Service. Telaliner enhances the maa . 


ing, Balantruing, Frame Straightening . . . it is the finishing tar, 3 3 “$2,050, $2,000". $1,905", 1 ‘ 
touch to make all these services easier to sell and bring in eae"; inane esa Ghana 
more-profits-per-job by speeding up alinement work. Tela- Handyman, $1,925; 4-dr., $1,790, $1,750; 

liner is available in combination with all ‘‘Bear’’ Services. 

See your “Bear” Jobber for complete Telaliner Facts and 


Del Ray coupe, 2 at $1,800*, $1,770*; %- 
ton pickup, 2 at $1,330, $1,325, $1,315, 
Figures, including his convenient “‘pay-as-you-earn”’ plan. If 


5 at $1,230. '53 Bel Air 4-dr., $1,515*, 
$1,425*; (210) 2-dr., $1,195. 


Profit-Power of all ‘“‘Bear’’ Services ... Alinement, Balanc- Baylis Bel Air 2-dr., $2,075°, 
| CHRYSLER—’51 Windsor Newport, $800°; 


you prefer, write us for complete catalog of “‘Bear’’ Equip- Windsor 4-dr. $250. eS 
ment. Bear Mfg. Co., Dept. A+-14 Rock Island, Ill. | DeSOTO—'51 Custom 4-dr., $840°. 


| DODGE—’53 Meadowbrook 4-dr., $1,070°. 
"51 Coronet 4-dr., $610*. °50 Wayfarer 
| 2-dr., $395. '49 Coronet club coupe, $340. ‘ 
FORD—’54 Crest (8) Country sedan, $2,- 
350; Victoria, $2,250, $2,175*; Main (8) 


ONE TELALINER BROUGHT IN ENOUGH 
BUSINESS FOR TWO! 
Forrest’s Frame and Axle Service, Boulder, Colo., now 


has two Telaliners; the reason: “In July 1952 I saw a 
demonstration of the Telaliner and decided to buy one 


Ranch Wagon, $1,965; 4-dr., $1,715, $1,- 
W 3 505; 2-dr., $1,625; Main (6) 2-dr.. $1.- 
540; Custom (8) 4-dr., $1,710. '53 Cus- 
tom (8) 2-dr., $1,440, $1,245, $1,225; 
: : Custom (6) 2-dr., $1,205. "52 Main (6) 
as it seemed a great time saver and I thought it would Ranch Wagon, $1.265°*. 


pay for itself in additional number of jobs we could turn LINOOLN 52 Cosmopoilten 4-dr., $1,680°. 


out. It not only lived up to my expectations as a time MERCURY —'54 onterey Sport coupe, 32, : 
saver, but to my surprise, proved to be such.a fine mer- ae AL. A, FE, 410; Custom 4-dr.. $2,020. ‘83, Monterey 
chandiser that I decided I would have to have a second 





390. '51 4-dr., $905, $725. ’50 4-dr., $575. 
one. The new Telaliner was installed in July, 1953.” (Continued on Page 45, Col. 1) 
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(Continued from Page 44) 


NASH—’'53 Statesman 2-dr., $1,190. ‘52 
Statesman 4-dr., $1,030. ‘51 Rambler 
station wagon, $665; Statesman 4-dr., 
$505. 

OLDSMOBILE—'54 (98) Holiday, $3,500* 
(ps), $3,425* (ps), $3,400* (ps), $3,300* 


(ps), $3,295* (ps), $3,250*° (ps); 4-dr., 
$3,250* (ps); (88) Super conv., $3,300*; 
Holiday, $3,200* (ps); 4-dr.. 32,950* 
(ps). °53 (98) Holiday, $2,470* (ps). 

PACKARD—’51 (200) 4-dr., $670; (400) 
4-dr., $565. 

PLYMOUTH—'53 Cranbrook 4- dr., $1,120. 
‘50 Deluxe Suburban, $795. 49 4-dr., 


$310. '47 2-dr., $305 

PONTIAC—'53 Chieftain Deluxe (8) Cata- 
lina, $1,720*; 4-dr., $1,460*, $1,440*; 
Chieftain Deluxe (6) 4-dr., $1,310. ’52 
Chieftain (8) Catalina, $1,290*; 4-dr., 
$1,275*; 2-dr., $1,080*. '51 Custom (8) 
Catalina, $935*. 

STUDEBAKER—’53 Champion coupe, §1,- 
340. °52 Champion 4-dr., $740; club 
coupe, $675. '48 Commander conv., $280. 

WILLYS—’51 station wagon, $485. °49 (4) 
pickup, $420. "46 (4) Jeepster, $275. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 


Friday. Prices are for sale of June 4.) 
(Sold 229 cars out of 285 offerings.) 
BUICK — ‘54 RM Riviera, $3,150* (ps); 
Century Riviera, $2,310; Special 4-dr., 
$2,080. ‘53 RM 4-dr., $2,305*; coupe, 
$1,980. '52 Super 4-dr., $1,125*; RM 4- 
dr., $1,050*. '51 RM conv., $935*. °50 


Super Riviera, $635*. 


CADILLAC—’54 (62) coupe, $4,800*. '53 
(62) 4-dr., $3,070*. '51 (60) 4-dr., $2,- 
025*; (62) coupe de Ville, $1,950*; 4-dr., 
$1,935*. °50 (62) coupe, $1,575*; conv., 
$1,560°. 

CHEVROLET—’54 Bel Air conv., $1,850; 
4-dr., $1,700; (210) 2-dr., $1,640*%; %- 
ton pickup, $1,280. ’53 Bel Air 2-dr., 
$1,410*; (210) coupe, $1,380; conv., $1,- 
180. °52 SL Deluxe Bel Air, $1,140*; 
conv., $1,135*; 4-dr., $735, $700. '51 SL 
Special 4-dr., $765; SL Deluxe Bel Air, 
$750. '50 SL Deluxe 4-dr., $565. 

CHRYSLER—’54 NY Deluxe sedan, $2,530* 
(ps). °53 Windsor 4-dr., $1,550. ’52 
Windsor 4-dr., $1,160* (ps). '50 Royal 
4-dr.. $650. ’49 Royal 4-dr., $420. 

DODGE—’53 Coronet Diplomat, $1,390*; 
2-dr., $1,020. °52 Coronet 4-dr., $790; 
club coupe, $710; Wayfarer 2-dr., $550. 
‘51 Wayfarer 4-dr., $720. 

FORD — '54 Custom (8) 4-dr., $2,305; 
Ranch Wagon, $1,965; Crest (6) 4-dr., 
$1,750; Main (6) 4-dr., $1,645. ’'53 Crest 
(8) Victoria, $1,550; conv., $1,350; Cus- 
tom (8) 2-dr., $1,250. ’'52 Crest (8) Vic- 
toria, $1,250*, $1,240; Custom (8) 2-dr., 
$1,090. '51 Custom (8) 4-dr., $810; Vic- 
toria, $675. "50 Custom (8) 2-dr., $660. 

HUDSON—’52 Pacemaker club coupe, $600; 
4-dr., $650. '51 Commodore 4-dr., $510. 

MERCURY—’54 Custom coupe, $2,080. '53 
Monterey coupe, $1,770*; Custom 4-dr., 
$1,580*. ’51 4-dr., $805*. '50 4-dr., $500. 

NASH — '53 Ambassador 4-dr., $1,400*, 





$1,350*, $1,300; Rambler 4-dr., $1,310. | 
‘52 Rambler club coupe, $1,150*; station 
wagon, $575. 

OLDSMOBILE — '54 (98) 4-dr., $3,500* 
(ps); (88) conv., $3,400*; Holiday, $3,- | 


100*. °53 (88) 4-dr., $2,375* (ps); conv., 
$2,300*; (98) 4-dr., $1,900* (ps). ‘52 
(88) Holiday, $1,575*. ‘51 (98) 4-dr., 
$885*; (88) 2-dr., $800. 

PACKARD—’53 Clipper sedan, $1,290*. 

PLYMOUTH — '54 Savoy coupe, $1,400; 
Belvedere coupe, $1,530. '53 Cranbrook 
4-dr., $1,000. °52 Concord 4-dr., $630. '50 
2-dr., $620; club coupe, $525. 

PONTIAC—’54 Chieftain Deluxe (8S) Cata- 
lina, $2,450*; 2-dr., $1,700. '53 Chieftain 
Deluxe (8) Catalina, $1,650* (ps); 4-dr., 
$1,575. '52 Chieftain Deluxe (8) conv., 
$1,325*; Catalina, $1,225*. ‘51 Chieftain 
Deluxe (8) conv, $650*. °50 Chieftain 
(8) 2-dr., $350. 

STUDEBAKER — ’'54 Commander coupe, 
$1,595; Champion coupe, $1,500. ‘51 
Champion club coupe, $490. 

MISCELLANEOUS—’52 MG Midget conv., 
$1,000. 


ALBANY 


(Tim Anspach Auto Auction. Sale every | 
Monday. Prices are for sale of June 7.) 


(For no sound reason, the car market | 
here today swung upward despite poor | 
weather conditions the past week. The | 
only depression noticed was on 1954 mod- | 
els, Sold 141 cars out of 163 offerings.) | 
BUICK—'51 Special 4-dr., $800*; Super | 

Riviera 4-dr., $990*. "49 Super 2-dr., | 

$380*. "47 RM conv., $160. } 

CADILLAC—'52 (62) 4-dr., $2,400*. ‘51 | 
(62) 4-dr., $1,875*; (60) Special 4-dr., | 
$2,050*. '49 (62) 2-dr., $800*. '48 (61)! 
2-dr., $660*. | 

CHEVROLET—’ 54 Bel Air 4-dr., $1,850°; | 
2-dr., $1,700; (210) 2-dr., $1,625. '53 
(210) 4-dr., $1,040; %-ton pickup, $850. | 
‘52 SL Deluxe 4-dr., $1,030*, $1,000*, | 
$960*; 2-dr., $910*, $880, $875, $870, 
$850, $850; station wagon, $1,150, $1,140; 
SL Special 4-dr., $850. '51 SL Deluxe 4- | 
r., $815, 2 at $750. '50 SL Deluxe 2-dr., 
$600, $480, $440; 4-dr., $285; SL Special 
2-dr., $450. '49 SL Deluxe 4-dr., $530, 
$370; 2-dr., $475, $350; SL Special 4-dr., 
$290. ‘48 FL Aerosedan, $325; 4-dr., 
$290; FM club coupe, $390. '47 SM 2-dr., 
$310. ‘46 SM 2-dr., $150. 

CHRYSLER—'54 NY 4-dr., $2,150* (ps). 

DeSOTO—'50 Custom 2-dr., $570. 

DODGE—'49 Deluxe 4-dr., $440; Coronet 
station wagon, $140. '47 Custom business 
coupe, $260; 2-dr., $160. 

FORD—'54 Custom (8) 4-dr., $1,775. '53 
Custom (8) club coupe, $1,200; Main (8) 
2-dr., $940; 4-dr., $1,100*, $1,035. ‘52 
Main (8) 2-dr., $880; Main (6) 2-dr., | 
$800; Custom (8) club coupe, $860*; %- 
ton pickup, $775. ’51 Custom (8) 2-dr., 
$720*, 2 at $710, $690, $625; 4-dr., $740, 
$690, $685; conv., $780; Victoria, $850*; 
14-ton pickup, $590; Deluxe (8) 2-dr., 
$635, $570. ‘50 Custom (8) 4-dr., $510*, 
$490*; 2-dr., $470*; Custom (6) 2-dr., 
$445; Deluxe (6) 2-dr., $490. "49 Cus- 
tom (8) station wagon, $350; 4-dr., $280; 
2-dr., $350*; Deluxe (8) 2-dr., $360. 

ITUDSON — ’'52 Hornet 4-dr., $910*. '51 
Pacemaker 4-dr., $290; Hornet 4-dr., 
$605*. °48 Super club coupe, $125. 


Used-Car Auction Prices 





KAISER—’51 Deluxe 4-dr., $490. ‘49 De- 
luxe 4-dr., $160. 


$540°. 


LINCOLN — '53 Cosmopolitan 4-dr., §2,- 
025* (ps). '47 4-dr., $130. bet °S3 and 
MERCURY—’54 4-dr., $2,000; Monterey 4- 
dr., $2,250°. '53 4-dr., $1,510°; Sport 
coupe, $1,700*. '52 conv., $1,300*. '50 4- 
é., 9000. dr., $890° 


$550°; Commander 2-dr., $560*; 
*50 Champion 2-dr., $490. '49 
Champion conv., $500; club coupe, $390. 


FONTANA, WIS. 


(Hollenbeck Auto Auction. 
Friday. Prices are for sale of June 4.) ( 
(Today’s sale displayed a wide variety 


of year groups and makes. The market 
was good with particular reference to all 
°564 models. Sold 110 cars 
out of 190 offerings.) 


BUICK—’52 Super Riviera 4-dr., 
(ps); RM Riviera 4-dr., $1,155°; 
4-dr., $1,000. '51 Super conv., $950°; 4- 


, $885°; 2-dr., $880°, $875. '50 


$640. '50 Custom (8) 4-dr., $530, 
"0; $425; 2-dr., $495, $430. 
HUDSON—’51 Commodore (8) 4-dr., "a 
Commodore (6) 4-dr., $570*. 50 Com- 
modore (8) club coupe, $415. 
KAISER—’51 4-dr., $565*, $460. 
Sale every | LINCOLN—’54 Capri Sport coupe, $3,770* 


4-dr., 


ps). 

MEROCURY—’53 Sport coupe, $1,590. ‘52 
Monterey conv., $1,395*. ‘51 Monterey 
club coupe, $910; 4-dr., $730. '50 club 
coupe, $605, $485. 

NASH — '52 Rambler Country club sedan, 

$1,205° $860. '49 (600) 4-dr., $285. 

Special OLDSMOBILE—’52 (88) Super 4-dr., $1,- 
pec! 300*, $1,250°. ‘51 (88) Super 4-dr., 

$950°; (98) Holiday, $795*°. ‘50 (88) 


NASH—’'52 Rambler Country club, $730; Super 4-dr., $635*, $515. '49 8) _| Super 2-dr., $810°; station wagon, $700; 
station wagon, $770. ’51 Statesman 4-dr., Genet, $380. . aL oe ‘40 cee)” e dr. *yas0° > oon, 
FA 20 ape Der 2-dr., $390. "49 (600) 2-| CaDILLAC—'s4 (62) 4-dr., $4,565° (ps); | PLYMOUTH—'54 Savoy 4-dr., $1,565. '52 


OLDSMOBILE — '54 (88) Super Holiday 
coupe, $2,711*; 4-dr., $2,750°*. 


PACKARD—’52 (200) 4-dr., $850*. ’50 (8) 
4-dr., $360°, $325. 


PLYMOUTH—’53 Cambridge station wag- pickup, $780. 
on, $1,340; Cranbrook 4-dr., $960; 2-dr.,| 945; 2-dr., 
$950. '50 Special Deluxe 4-dr., $520, $515; 
2-dr., $400. °49 Special Deluxe 2-dr., 
$385. '48 Deluxe 4-dr., $325. '47 Special 
Deluxe club coupe, $160. '46 Special De- 
luxe 4-dr., $190. 


$1,935°; 


$2,010; Star Chief (8) Catalina, $2,575°. 
"53 Chieftain (8) 4-dr., $1,505°. ‘52 
Chieftain (8) 4-dr., $1,090°; 
dr., $1,125; 4-dr., $1,150°. '51 Chieftain 
Deluxe (8) 4-dr., $800°, $725°; 2-dr., 
$975. '50 Streamliner (8) 2-dr., $770*; 4- 
dr., $770°; Streamliner (6) 4-dr., $520. 
49 Chieftain Deluxe (8) conv., $710°; 
Streamliner (8) 2-dr., $570*. '47 Torpedo 
(6) 4-dr., $150. 
STUDEBAKER — '51 


brook 4-dr., 


2-dr., 


Champion 4-dr., 


coupe deVille, $5,250* (ps). '53 (60) Spe- 
cial 4-dr., $3,500* (ps). 
(60) Special 4-dr., $1,750°*. 
CHEVROLET—’54 Bel Air 4-dr., $1,575. 
"53 (210) 4-dr., 
’52 SL Deluxe Bel Air, $1,- 


$700, $690, $675; 2-dr., $785. '50 SL De- 
luxe Bel Air, $790*; 4- ar., $600, $555. °49 
SL Deluxe 4-dr., 
FL Aerosedan, $355, $310, $270, $265. '47 
FL 4-dr., 2 at $205. 


, ™ DeSOTO — ’'51 Custom conv., 
PONTIAC—’54 Chieftain Deluxe (8) 4-dr., Custom 4-dr., $545, $370, $355. '48 Cus- 


tom 4-dr., $350. 
Deluxe 2- | DODGE—’51 Coronet 4-dr., 


FORD—’54 Custom (8) 2-dr., $1,655°. '53 

Crest (8) Victoria, $1,540; Custom (8) 
2 at $1,265, 
Ranch Wagon, $1,050. ’'52 Crest (8) Vic- 
toria, $1,175; Custom (8) 2-dr., $900; 
Main (6) 2-dr., 


Victoria, $875; conv., $715; 





—~ 





WHY DO Du Pont anti-freezes use a chemical (non-oily) rust inhibi- 
tor? These two pictures tell the story. Flask A contains anti-freeze 
with oil inhibitor. Flask B contains Du Pont anti-freeze with its 
exclusive chemical inhibitor. Rust particles have been added to both. 


Cambridge club coupe, $640. '51 Concord 
2-dr., $450. °47 Special Deluxe coupe, 


$110. 

PONTIAC—’54 Star Chief (8) 4-dr., $2,- 
220* (ps). ’52 Chieftain (8) 2-dr., $1,- 
065. ’°51 Chieftain (8) 4-dr., $950*, $810*. 
*50 Chieftain (8) 4-dr., $635*. ‘49 Chief- 
tain (8) 2-dr., $505*. 

STUDEBAKER—’51 Champion 4-dr., $480. 
'49 Commander 4-dr., $300. 

WILLYS—’'47 Jeepster, $280. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of June 4.) 


(Sold 185 cars out of 277 offerings.) 
BUICK — '54 Century 4-dr., $2,565°. ‘53 
Super Riviera, $1,920*%, $1,845*. "52 Spe- 
cial 2-dr., $1,000; Super 4-dr., $1,225*. 
‘51 RM 4-dr., $815*. '50 Super 4-dr., 
$670*; conv., $600*. °49 Super conv., 


$405. 
CADILLAC—’54 (62) conv., $5,325* (ps). 


’51 (61) coupe, 


$1,210, $1,205; %-ton 


’51 SL Deluxe 4-dr., 


$515; 2-dr., $445. '48 


$805°. °49 


$705; Meadow- 


$1,250; Main (6) 


$695. '51 Custom (8) 
4-dr., $670; 


leaving B clean. 


45 


’53 (62) conv., $3,385° (ps); coupe, $3,- 
130* (ps). '52 (62) coupe deVille, $2,535° 
Ge): 4-dr., $2,250°. '51 (62) 4-dr., $1,- 


CHEVROLET—’54 Bel Air conv., $1,995°*. 
’63 Bel Air 4-dr., $1,290; 2-dr., $1,385, 
$1,285; (210) 4-dr., $1,175, $4,150, $1,- 
145; (150) club coupe, $955. '52 SL De- 
luxe 4-dr., $945°, $850; 2-dr., $875, $815. 
’51 SL Deluxe 4-dr., $795, $750*, $730, 
$720; station wagon, $880. '50 SL Deluxe 
Bel Air, $655; club coupe, $490, $315; 
eo. pickup, $450; FL Deluxe 4-dr., 

OHRYSLER—’53 Windsor 4-dr., $1,195. '52 
Windsor 4-dr., $975*. 

DeSOTO—’51 Custom ‘4-ar., $575°. 

DODGE—’53 Coronet 4-dr., $1,140; station 
wagon, $1,300. ‘50 Meadowbrook 4-dr., 
$465. '49 %-ton pickup, $310. "47 Deluxe 
4-dr., $140°. 

FORD—’54 Crest (8) conv., $2,050°; Vic- 
toria, $1,900; Ranch Wagon, $1,910. '53 
Crest (8) Victoria, $1,550; Custom (8) 
conv., $1,635; station wagon, $1,490; 2- 
dr., $1,145, $1,125; (6) %-ton pickup, 
$980. '52 Crest (8) Ranch Wagon, §$1,- 


230; Custom (8) 2-dr., $1,050*; Main 
(8) 4-dr., $585. 
HUDSON—’51 Super (6) 4-dr., $355. 
KAISER—’51 Special 4-dr., $365. "49 De- 


luxe 4-dr., $160. 

MEROURY—’53 2-dr., $1,400°; coupe, $1,- 
675*, $1,355°. '52 coupe, $1,335°; conv., 
$1,215*. '51 club coupe, $705°. '49 club 
coupe, $510. 

NASH — ’'53 Rambler conv., $1,160; club 
coupe, $1,150; station wagon, $1,075. '50 
Statesman Super 4-dr., $275; Ambassa- 
dor 2-dr., $235. '49 (600) 2-dr., $125. 

OLDSMOBILE—’54 (98) 4-dr., $3,125*. '53 
(98) 4-dr., $1,990*%, $1,900°; Holiday, $2,- 
155°; (88) 2-dr., $1,505*. '52 (98) conv., 
$1,965*; 4-dr., $1,400*, $1,180*; (88) 4- 

(Continued cn Page 46, Col. 1) 


LAB TECHNICIAN empties flasks. Notice how oily film in A causes 
rust to stick to sides. Then see how Du Pont’s chemical inhibitor 
holds particles in suspension, so they empty out with solution, 


See how much cleaner Du Pont 
Anti-Freeze keeps a cooling system 


— just another reason why Du Pont “Zerone’ and “Zerex’’ 


are better for your customers. 


Your customers don’t want a cool- 
ing system clogged with rust. That’s 
why you should sell Du Pont anti- 
freeze with its exclusive chemical 
rust inhibitor. It protects you from 
customer complaints. Remember, 
satisfied customers mean dollars to 
you. 


YOUR DU PONT SUPPLIER has this interesting 
demonstration kit. It convincingly shows how 
Du Pont anti-freezes keep cooling systems 


cleaner. Make sure you see it. 


BETTER THINGS FOR BETTER LIVING 
«++» THROUGH CHEMISTRY 


REG. U. 5. PAT. OFF 


As you know, Du Pont “‘Zerone”’ 
and ‘‘Zerex’”’ are the world’s larg- 
est-selling anti-freeze team. They’re 
backed by a hard-hitting campaign 
in national magazines, newspapers, 
farm papers, billboards, radio AND 
television...featuring sales-produc- 
ing Du Pont ‘“‘Anti-Freeze Week.” 


money-saving 








DU PONT “ZERONE”® 
. America’s great éee 


anti-freeze valve. 





DU PONT “ZEREX”® 

the outstanding one- 

shot, winter-long 
onti-freeze. 






Used-Car Auction Prices 


AUTOMOTIVE NEWS, JUNE 21, 1954 


(Continued from Page 45) 


dr., $1,155*, $1,105*. ‘51 (98) 4-dr., 
$870*. 

PACKARD—'52 (250) Mayfair coupe, §$1,- 
415*. '51 (200) 4-dr., $725*. ‘50 4-dr., 
$170. ‘ 

PLYMOUTH — 


$1,240; 4-dr., 


'53 Cranbrook Belvedere, 

$1,050; Cambridge 4-dr., 
$845. '52 Cranbrook club coupe, $750, 
$700, $680. °51 Cambridge 4-dr., $555, 
$475; Cranbrook Belvedere, $670. ‘50 
Special 4-dr., $480; Deluxe club coupe, 
$425. 

PONTIAC—’54 Chieftain Deluxe (8) 2-dr., 
$1,900*. °52 Chieftain Deluxe (8) 4-dr., 
$1,125*. °51 Chieftain Deluxe (8) 4-dr., 
$880*. ‘49 Chieftain Deluxe (8) 2-dr., 
$400*. '48 Streamliner (8) 4-dr., $300, 
$180*. '47 Torpedo (8) 2-dr., $200, $135. 

STUDEBAKER—’53 Commander club 
coupe, $1,410*. "52 Champion 2-dr., $625. 
‘51 Commander coupe, $545*; Champion 
4-dr., $570, $485, $470. '50 Commander 
Land Cruiser, $435; Champion 2-dr., 
$165. 

WILLYS—’51 (4) station wagon, $510. 

MISCELLANEOUS—’52 MG, $1,035. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 9.) 

(Trading continues brisk at steady 
prices reflecting continued retail spurt. 
Sold 79 cars out of 123 offerings.) 
BUICK—’54 Super sedan, $2,650* (ps). '53 

Super Riviera $1,785*. '52 Super sedan, 


TOP SECRET... 


| $1,500*. ’51 Super sedan, $920*. '50 Spe- 

| cial sedan, $365. '49 RM sedan, $425°*. 

| CADILLAC—-’52 (62) conv., $2,780* (ps). 
*50 (60) Special sedan, $1,600* (ps); (61) 
sedan, $1,415* (ps). '48 (62) sedan, $785. 

CHEVROLET—’53 (210) sedan, $1,170, $1.- 
150, $1,000*. '52 SL Deluxe sedan, $975, 
$925, $905, $900, $875, $870, $850; SL 
Special sedan, $770. '51 SL Deluxe Bel 
Air, $820; SL Special sedan, $670. ‘50 
SL Deluxe Bel Air, $720; conv., $640; 
sedan, $650, $620. °48 FL sedan, $255. 
‘47 FM sedan, $250. 

CHRYSLER—’52 Windsor sedan, $1,075*. 
‘50 Windsor Newport, $860*. '49 NY se- 
dan, $520*. 


DeSOTO — '50 Custom sedan, 
Custom sedan, $170. 

DODGE—’53 Coronet conv., $1,355. ‘52 
Coronet conv., $775. '50 Coronet sedan, 
$590; Meadowbrook sedan, $490; Way- 
farer sedan, $450. ‘47 Custom sedan, 
$225. 

FORD — '54 Custom (8) sedan, $1,715; 
Main (6) sedan, $1,600. '53 Custom (8) 
Country sedan, $1,325; 4-dr., $1,110; 
Crest (8) Sunliner conv., $1,375*; Main 
(8) sedan, $1,000, $960, $950. ’52 Cus- 
tom (8) sedan, $810. '51 Custom (8) 
conv., $720; sedan, $930. '49 Custom (8) 
sedan, $450, $360. '47 Custom (8) sedan, 
$225. 

HUDSON—'48 Commodore sedan, $180. 

LINCOLN—’'49 Cosmopolitan sedan, $325*. 


$670*. ‘47 








¥ —— 


LOOK HERE! / 








MERCURY—’54 Monterey hard top, §$2,- 


LOOK > 


230*; Sun Valley coupe, $2,500*. '51 se- 
dan, $730, $675. 
NASH—’51 Rambler sedan, $490. '50 Ram- 
bler sedan, $300. 
OLDSMOBILE—’54 (98) Holiday, $3,400* 
(ps). ’51 (98) Holiday, $1,500*; sedan, 
“ $1,000*, $760*. '49 (98) sedan, $555*. 
PLYMOUTH—'51 Concord station wagon, 


$875. '49 Special Deluxe sedan, $410, 
$360. °46 Special Deluxe conv., $160. 

PONTIAC—’53 Chieftain (6) sedan, $1,- 
275*. ‘52 Chieftain (8) sedan, $1,070, 


$930. 
STUDEBAKER 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of June 8.) 

(Market remains firm. Sold 321 cars 
out of 477 offerings.) 


BUICK—’54 Super Riviera 2-dr., $2,800*; 
Special Riviera 2-dr., $2,335. °53 Super 
Riviera 2-dr., $2,050*, $1,965*, $1,950*; 


4-dr., $1,985*, $1,885* (ps), $1,875* sta- 
tion wagon, $2,050*; conv., $1,930* (ps); 
RM Riviera 4-dr., $1,875" (ps); Special 
Riviera 2-dr., $1,700. '52 Super Riviera 
2-dr., $1,455*. 

CADILLAC—’54 (62) conv., $5,450* (ps). 
‘53 ElDorado conv., $4,805* (ps); (62) 
conv., $4,200* (ps), $3,650* (ps); coupe, 
$3,175* (ps); (60) Special 4-dr., $3,405* 
(ps). '52 (62) coupe deVille, $2,750* (ps). 

CHEVROLET—'54 Corvette conv., $3,125; 
(210) 2-dr., $1,565, $1,550. '53 Bel Air 
2-dr., $1,365; (210) 4-dr., $1,320°; 2-dr., 
$1,190, $1,180. '52 SL Deluxe 4-dr., $1,- 
030°, $1,005*; 2-dr., $905*, $860, $825, 
$800*; SL Special 2-dr., $660. '51 SL De- 
luxe station wagon, $905, $875; conv., 
$885*; Bel Air, $880*, $810; 4-dr., $740, 
$645; 2-dr., $635, $600*, $575. 

CHRYSLER—’53 Imperial 4-dr., $2,000* 
(ps); Windsor 4-dr., $1,660* (ps), $1,- 
560* (ps), $1,370*. '52 NY conv., $1,300° 
(ps). '51 Windsor Newport, $950*; NY 





"50 Champion conv., $440. | 














4-dr., $850*, $825*. '50 Windsor 4-dr., 
$600*; Royal club coupe, $475*. '49 NY 
4-dr., $425*. 


DeSOTO—'53 Fire Dome (8) 2-dr., $1,630* 
(ps), Powermaster (6) Sportsman, §$1,- 
600* (ps). '52 Fire Dome (8) 2-dr., $1,- 
055* (ps); Custom 4-dr., $995* (ps). ’51 
Custom conv., $750*. 

DODGE—’53 Coronet 4-dr., $1,200%. °'52 
Meadowbrook 4-dr., $740; Wayfarer 2- 
dr., $680, $415. '°51 Coronet 4-dr., $650*; 
Wayfarer 2-dr., $315. ’50 Coronet 4-dr., 
$435. 


FORD—'54 Crest (8) Skyliner, $2,105*; 
Victoria, $2,050*; Custom (8) 4-dr., $1,- 
875*, $1,600; 2-dr., $1,550. '53 Crest (8) 
Victoria, $1,600*, $1,590*, $1,550*; Cus- 
tom (8) conv., $1,680*%, $1,650*, $1,550; 
2-dr., $1,265, $1,065; Custom (6) 2-dr., 
$1,145*, $1,140; Main (8) 2-dr., $1,065; 


Main. (6) Ranch Wagon, $1,285; 2-dr., 
$1,050. 

HUDSON—’52 Hornet 4-dr., $1,050*. ‘51 
Hornet conv., $640; 4-dr., $575; club 


coupe, $530*. 
LINCOLN—’'47 Continental coupe, $1,075". 


MERCURY—’54 4-dr., $2,005*. '53 4-dr., 
$1,585, $1,540, $1,500. '52 conv., $1,455*; 
sport coupe, $1,420*. ’51 Monterey coupe, 
$995*; 2-dr., $865*; 4-dr., $750*, $710. 

NASH—’54 Statesman 4-dr., $1,640. '53 
Rambler station wagon, $1,210; conv., 
$1,125; Statesman 4-dr., $1,160. "52 Am- 
bassador club coupe, $1,485*. 

OLDSMOBILE — ‘54 (98) 4-dr., 
(ps); (88) Holiday, $3,125* (ps). '53 (98) 
4-dr., $2,355* (ps), $2,055* (ps), $1,780* 
(ps); conv., $2,250* (ps); (88) Holiday, 
$2,280* (ps); conv., $2,190* (ps), $2.,- 
135* (ps), $2,105; 4-dr., $1,600. 

PLYMOUTH — ’53 Cambridge suburban, 
$1,340; 4-dr., $910, $875, $845; 2-dr.. 
$880; Cranbrook 4-dr., $1,300*, $1,205, 
$1,145, $1,125. ’52 Cranbrook 2-dr., $750: 
Cambridge 2-dr., $655, $640. 


NEW TWwIst/ 


f 


Ke 
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THE BODY-MOUNT 
We Oh a 


THE HIDDEN 
MOUNTING SCREWS 


Now you see ‘em—now you don’t! 
It's a lulu of an idea because now, 
for the first time anywhere, 

a body-mount mirror has been 
engineered with the mounting screws 
COMPLETELY HIDDEN! 


THE SECRET IS IN THE BASE! 
Twist—it’s open and ready for mounting! 
Click—it’s locked! And the fixed tension 
axis screw is guaranteed never to loosen! 


ART CUSTOM STYLING SETS THE JF 
COMPLETELY APART FROM ANY 
UNT MIRROR ON THE MARKET 


One glance tells a lot about this new 
JF beauty. You see its sweeping wing design— 
its gracefully tapered tubular turret 

on which the mirror head is mounted. 
You see the “Lock-Tite” Phillips 

head screw which locks the mirror head 
to any fixed position—never droops 

or sags. You see a striking chrome finish 
that’s unmatched for sparkle. 

THE ONLY THINGS YOU DON’T SEE 
ARE THE MOUNTING SCREWS. 

May be mounted on either 

left or right side of the automobile. 
Ingenious—these Joma people! 









j NO. JF96 (4%2" offset head) LIST—$5.30 


LOOK — IT’S SIMPLE! 


that’s all! 


Position self-adhering pre- 
cut template—drill—attach 


& 


JOMA MANUFACTURING CO., INC. 
NEW YORK 72, NEW YORK 


$3,250° | 


’51 Cran- | 





brook Belvedere, 2 at $795; Concord sut 
urban, $750. 

PONTIAC—’ 54 Star Chief (8) Catalina, $2 
430°. '53 Chieftain (8) 2-dr., $1,210; De 
luxe conv., $1,560*; 4-dr., $1,515*. ’5 
Chieftain (8) 2-dr., $1,000*; Deluxe Ca 
alina, $1,500*, $1,390*, 2 at $1,380; 2-dr 


$515*. 

STUDEBAKER — '53 Commander clu 
coupe, $1,520*, $1,490*; Champion clu» 
coupe, $1,200*; 4-dr., $910. ‘51 Con 


mander 4-dr., $520. '50 Commander 4-dr 
$360; Champion 2-dr., $340. 
WILLYS—’48 Jeepster, $26v. 
MISCELLANEOUS—'52 MG 
030; 


Midget, $1 
Nash-Healey conv., $2,420. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale ever, 
Tuesday. Prices are for sale of June 8 


(Prices slightly lower on most models. 
Sold 119 cars out of 161 offerings.) 


BUICK—’53 Super Riviera 2-dr., $1,875°, 
$1,575*. °52 Super conv., $1,410*; 4-dr 
2 at $1,250*. ‘51 Special 4-dr., 2 at 
$900*. °50 Special 4-dr., 2 at $590" 
sedanet, $560*. '49 RM 4-dr., $500*, $150 
‘48 Special club coupe, $235. ‘47 Super 
4-dr., $215. 


CADILLAC—'53 (62) 4-dr., $3,100* (ps) 
‘52 (62) coupe de Ville, $2,550* (ps 
*50 (62) conv., $1,800*; 4-dr., $1,375* 


CHEVROLET—’53 Bel Air 2-dr., $1,400* 
(ps); (210) 4-dr., $1,225. '52 SL Deluxe 
"51 SL Deluxe 


4-dr., $900*, $880, $875. 

4-dr., $700*, $580*°; 2-dr., $675. '50 FL 
| Deluxe 2-dr., $540, $535. 
| DODGE—’54 Royal 4-dr.,. $1,940*; %-tor 


pickup, $1,000. '53 Meadowbrook 4-dr., 
$800. 50 Coronet 4-dr., $505. '49 Coronet 
4-dr., $395. 


FORD — '54 Crest (8) Victoria, $2,170* 





(ps). ’°53 Custom (6) 4-dr., $1,350, $1,- 
260. '52 Custom (8) 4-dr., $1,005; 2-dr.. 
$950; Crest (8) Victoria, $1,250*. ‘51 


Custom (8) Victoria, $890*, $815; Deluxe 
club coupe, $615; Custom (6) 2-dr., $560, 
$500. '50 Custom (6) 2-dr., $450; 4-dr., 
$400; station wagon, $490. °49 Custom 
(8) 2-dr., $360; club coupe, $370. 


HUDSON-—'52 Wasp 4-dr., $825*; 2-dr., 
$900*. 

KAISER-—’51 Deluxe 4-dr., $575. 

LINCOLN—’50 2-dr., $555. 

MERCURY—’53 Monterey 4-dr., $1,400*, 
$1,390*. °52 Monterey 4-dr., $1,280*; 2- 


dr., $1,205. ’51 Custom conv., $880*. °49 
| Custom 2-dr., $410*. 

NASH—’53 Rambler Country Club, $1,060. 
"52 Rambler Country Club, $795. °'46 
(600) 4-dr., $105. 

OLDSMOBILE "54 (88) conv., $2,900*. 
’53 (88) Super 2-dr., $1,875*; (98) 4-dr., 





PLYMOUTH — '53 Cambridge 2-dr., $885. 
’52 Cambridge 2-dr., $675. ‘51 Cran- 
brook 4-dr., $650; Belvedere, $685; 2-dr., 
$600. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,550*; 
4-dr., $1,500*. '52 Chieftain (6) 2-dr., 
$1,100*; Chieftain (8) 4-dr., $1,075*. '51 
Chieftain (8) 2-dr., $775*. '49 Chieftain 
(8) club coupe, $390*; 4-dr., $400*. 


| $2,070* (ps). ’52 (88) Super 4-dr., $1,- 
425*. '51 (98) conV., $1,065*; 4-dr., 
$860*, $850*. °50 (88) sedanet, $625*; 
(76) 2-dr., $550. °49 (88) 4-dr., $415°*. 
* "48 (98) 4-dr., $155*. 

PACKARD—’52 (200) 4-dr., $1,000*. °51 

(200) 2-dr., $650*. °48 4-dr., $155. 


STUDEBAKER — ‘'53 Commander 4-dr., 
$995. "52 Commander 4-dr., $605*. 

MISCELLANEOUS — ‘53 Henry J 2-dr 
$500. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
| Sale every Friday. Prices are for sale of 
| June 11.) 


(Market good. Sold 171 cars out of 252 
| offerings.) 
| BUICK—'54 Super 4-dr., $2,700* (ps). ‘53 
RM Riviera 2-dr., $1,425*. '52 Super Riv- 
| iera, $1,375*; Special 4-dr., $1,075. ‘51 
| RM 4-dr., $1,075*; Riviera, $1,010*; Su- 
| per conv., $760*. ‘50 Super Riviera, 
$880*. '49 Super 2-dr., $450. 
CADILLAC—’54 (62) conv., $5,400* 
"53 (62) conv., $3,675* (ps), $3,400* 
(ps); coupe deVille, $3,510* (ps), §$3,- 
380° (ps). °52 (62) 4-dr., $2,475* (ps). 
| CHEVROLET—’54 Bel Air 4-dr., §$1,950*; 
(210) 2-dr., $1,725*; 4-dr., $1,670; (150) 
2-dr., $1,350. '53 Bel Air 4-dr., §1,400*; 
| (210) 4-dr., $1,240*. "52 SL Déluxe 4- 
| dr., $1,015; SL Special club coupe, $910. 
j 
| 


(ps). 


"51 SL Deluxe Bel Air, $850*; 4-dr., $820. 
"50 SL Special 2-dr., $575. °49 SL Deiuxe 
2-dr., $530. '48 FL Aerosedan, $300. 

CHRYSLER—’54 Windsor 4-dr., $2,150*; 
Deluxe club coupe, $2,350* (ps). '53 NY 
conv., $2,205*. °52 NY conv., $1,470"; 
Windsor 4-dr., $1,060*. '51 Windsor 4-dr., 
$760. '49 NY Town and Country, $685*; 
Windsor conv., $610*. 

DeSOTO—’'53 Powermaster 4-dr., $1,420*. 
*52 Fire Dome (8) 4-dr., $1,145*. '50 De 


| luxe 4-dr., $590. "49 Deluxe 2-dr., $560 

| ‘48 Custom club coupe, $380. 

| DODGE—'54 Coronet 4-dr., $1,770*. ‘53 
Meadowbrook club coupe, $1,205; 4-dr., 

$1,120. '52 Coronet 4-dr., $860. '50 %- 
ton stake, $400. 

FORD—’54 Crest (8) Victoria, $2,125*; 
Skyliner, $1,825*. ‘53 Crest (8) conv.. 

| $1,460; Custom (8) 4-dr., $1,190; Main 

| (8) 4-dr., $1,190; 2-dr., $1,000. '52 Cus- 

} tom (8) 4-dr., $925. '51 Custom (8) 2- 

| dr., $845. '50 Custom Deluxe (8) conv., 

| $670; 2-dr., $520. '49 Custom (8) 4-dr., 

| __ $330. 

| HUDSON—’52 Commodore (6) 4-dr., $1,- 
055°. 


KAISER—’'51 Special 2-dr., $520*; 
$430*. '49 Deluxe 4-dr., $155. 

LINCOLN—’'53 Capri conv., $1,525*. 

MERCURY—'54 Monterey Sun Valley, $2.,- 
510*; hard top, $2,400*; conv., $2,400*. 
"53 Custom 2-dr., $1,550*; Monterey 
coupe, $1,500". ’51 Custom club coupe, 
$740, $470. 

NASH-—’'53 Rambler hard top, $1,125*. '52 
Ambassador club coupe, $1,200*; station 


4-dr., 


wagon, $700. °51 Ambassador 4-dr., 
$760, $440. 

OLDSMOBILE—’'54 (98) Holiday, $2,900* 
(ps). "53 (88) 4-dr., $1,620*. '52 (88) 
conv., $1,210*. °51 (98) Holiday, §$1,- 
200*; 4-dr., $935*; (88) 4-dr., $970*. ‘50 
(88) 4-dr., $635. °49 (88) 4-dr., $405. 


PACKARD—’53 Clipper 4-dr., $1,410*. '52 


(250) Mayfair coupe, $1,375*. '51 (200) 
4-dr., $650. 

PLYMOUTH—’54 Belvedere 2-dr., $1,625*. 
‘53 Cambridge 4-dr., $1,000. ‘52 Cam- 


bridge 4-dr., $750. °51 Concord Subur- 
ban, $945; 2-dr., $665. '50 Special Deluxe 





4-dr., $585. '49 Deluxe 2-dr., $485. °47 
Deluxe 4-dr., $185. 

PONTIAC—’54 Chieftain (8) conv., §$2.- 
450* (ps); Catalina, $2,300*. '53 Chief- 
tain (8) 2-dr., $1,580*, $1,340*. °52 
Chieftain (8) 4-dr., $1,060*. °51 Silver 


(Continued on Page 47, Col. 1) 
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Used-Car Auction Prices 
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$910. ‘49 Silver Streak 

STUDEBAKER—’'53 Champion 4-dr., §$1,- 
055*. ’51 Commander 2-dr., $520; 4-dr., | 
$485. "49 Commander Land Cruiser, $320. | 
48 Commander Land Cruiser, $105. 

WILLYS—’49 %-ton pickup, $330. 


EBENSBURG, PA. 


isbensburgh Auto Auction. Sale every 

Thursday. Prices are for sale of June 10.) 
(Market very good! Prices were up an 
average of $40 per unit. Sold 120 cars 
out of 158 offerings.) 

BUICK—'53 Super 4-dr., $1,450*. '52 Spe- 
cial 2-dr., $1,030. ‘50 RM 4-dr., $535*; 
Special 2-dr., $535. '48 RM 4-dr., $275; 
2-dr., $600*; Super 2-dr., $340. '47 Su- 
per conv., $115; RM 4-dr., $120; Super 
i-dr., $185. °46 Super 4-dr., $265. '42 
Century sedanet, $105. 

CHEVROLET—’'54 (210) 4-dr., $1,500. '53 
(210) 4-dr., $1,110; 2-dr., $1,165; %-ton 
pickup, $870. 52 SL Deluxe 4-dr., $890*, 
$840*; 2-dr., $670. '51 SL Deluxe sedan, 
delivery, $610; 4-dr., $700; 2-dr., $s800*; 
club coupe, $700; Bel Air, $860*, $780*. 
‘50 SL Deluxe 4-dr., $650; 2-dr., $565; 
Suburban, $445; FL Deluxe 4-dr., $560*. 
‘49 SL Deluxe conv., $475, $465, $380; 
club coupe, $395; FL Deluxe 4-dr., $370, 
$345; 2-dr., $525, $465. '48 FM 4-dr., 
$320, $310; 2-dr., $260; SM coupe, $335. 
‘47 SM 2-dr., $170; FM 4-dr., $190; FL 
Aerosedan, $270. '46 FM 4-dr., $170; SM 
2-dr., $215. °41 Special Deluxe club 
coupe, $100. 

CHRYSLER—'48 Windsor conv., $365. °47 
fown and Country 4-dr., $115. '41 Royal 
4-dr., $255*. 

DeSOTO—’'50 Custom 4-dr., $605*. '48 Cus- 
tom 4-dr., $365. 

DODGE — ‘49 Coronet club coupe, $460; 
Wayfarer 2-dr., $205. '47 Deluxe 4-dr., | 
$150; 2-ton van, $110. 


Streak (8) 4-dr., 
8) 4-dr., $445. 





FORD -'51 Crest (8) 4-dr., $1,820*; Vic- 
toria, $2,065*. °52 Custom (8) 4-dr., 
$810. '51 Custom (8) 4-dr., $750*, $675°; 
2-dr., $755*, §$710*; club coupe, $685*; | 
1,-ton pickup, $530; Deluxe (8) 4-dr., | 
$600*. "50 Custom (8) conv., $670; De- | 


luxe (8) 4-dr., $485*; 2-dr., $450; Deluxe 
(6) 2-dr., $450, $380. "49 Custom (8) 4- 
dr., $420; 2-dr., $340*, $260; Deluxe (8) 


4-dr., $370; Deluxe (6) 4-dr., $360. °49 
Super Deluxe (8) 2-dr., $240, $195. °46 
Super Deluxe (8) 4-dr., $175. 
KAISER —'51 Deluxe 4-dr., $450. '50 De- 


luxe 4-dr., $465*. 

MERCURY—’51 4-dr., $715. '47 4-dr., $205. 

NASH—’49 (600) 4-dr., $240*. 

OLDSMOBILE—’52 (98) 4-dr., $1,330*. ’51 
(98) 4-dr., $990*. °49 (88) 4-dr., $385*. 
°46 (66) 2-dr., $100*. | 

PACKARD—’52 (200) 4-dr., $925. 51 (200) | 
4-dr., $660. 

PLYMOUTH — '53 Cranbrook club coupe, 
$1,130*. '52 Cambridge 4-dr., $760. '50 
Special Deluxe 4-dr., $500, $410. 

PONTIAC—’52 Chieftain Deluxe (8) 4-dr., | 
$960*. ‘51 Chieftain Deluxe (8) 4-dr., 
$870. ’50 Chieftain Deluxe (8) 4-dr., $660. 
'48 Torpedo (6) 4-dr., $400*; Torpedo 
(8) sedanet, $430*. '47 Torpedo (8) 4- 
dr., $230. 

STUDEBAKER — '52 Commander 4 - dr., 
$760*; %-ton pickup, $575. °51 Com- 
mander 4-dr., $580*. ’50 Champion 2-dr., | 
$305. °48 Champion 4-dr., $160. 

WILLYS—’52 2-dr., $625. ‘49 %-ton pick- 
up, $220. 

MISCELLANEOUS—’51 Frazer Vagabond | 
4-dr., $300*; Henry J (6), $250. '50 
GMC %-ton pickup, $540. °46 Interna- 
tional 1-ton panel, $190. 


OMAHA 


(Chit Soderberg Auto Auction. Sale every 
Thursday. Prices are for sale of June 10.) | 
(Top prices on clean cars. Sold 59 cars 
out of 105 offerings.) 
BUICK—’54 Century Riviera, §2,750*. ‘51 
RM 4-dr., $815*. 
CADILLAC—’52 (62) 





4-dr., $2,300*. 


CHEVROLET—’53 (150) 4-dr., $1,040. '52 
SL Deluxe 4-dr., $905, $875. '51 SL De- 
luxe Bel Air $845*; FL Deluxe 4-dr., 
$725, $675. °50 FL Deluxe 4-dr., $580, 
$575. '49 SL Deluxe club coupe, $390; 
4-dr., $360; %-ton panel, $320. '48 2-ton 
panel, $395. °47 %-ton pickup, $160. 

CHRYSLER—'50 NY 4-dr., $400. '47 NY 
4-dr., $150. 

| 
| 


Body Engineers 
Select Aides 


For Convention 


DETROIT.—Carl E. Hedeen, gen- | 
eral chairman, has announced ap- 
pointment of his aides for the 1954 
technical convention of the Ameri- 
can Society of Body Engineers, to 
be held here Oct. 27-29. 

Named were Shirrell C. Richey, 
Chevrolet; Russell S. Knecht, Rus- 
sell Knecht Co.; Rudy Olila, Pack- 
ard; Clarence E. Wittmer, Ford | 
Motor Co.; H. J. Holderness, Ford | 
Motor Co.; Walter Holding, G. Max | 
Haviland, George D. Legge, all of 
Fisher Body; Sid Nash, Chrysler | 
Corp.; Russell H. Peebles, Hudson, | 
and Jack Lane, Shakeproof Co. 

Papers will be presented at the 
convention on dream cars, body 
testing, commercial bodies, new 
trends, colors, body materials, die 
engineering and the development of 
body engineers. 

Hedeen also announced that 
pupils from 95 high schools had 
been asked to participate in the 
society’s mechanical drawing con- 
test. They will be vying for 19 





prizes, ranging up to $125, 

It was reported that applications 
for most of the available 42 exhibit 
spaces had been received from sup- 
pliers of automotive body parts. 


$750*. °'49 
‘46 Deluxe 


DODGE — '52 Coronet 
Meadowbrook sedan, 
4-dr., $160. 

FORD—'54 Crest (8) Victoria, $2,220*, 
$2,075*; 4-dr., $2,075*; Custom (8) 
Ranch Wagon, $1,985*; 2-dr., $1,975. '53 


sedan, 
$380. 


Custom (8) Country sedan, $1,750*; 2- 
dr., $1,350. °52 Crest (8) Victoria, $1,- 
225*; Main (8) club coupe, $1,060, $820. 
‘51 Custom (8) 4-dr., $745; Deluxe (8) 
4-dr., $360. °50 2-ton platform, $320. '49 
Custom (8) Business coupe, $465; 2-dr., 
$375, $365, $280. °47 Super Deluxe (8) 
2-dr., $115; (6) 2-dr., $120. 
KAISER—’4S 4-dr., $100. 
LINCOLN—’53 Capri 4-dr., $2,215* (ps). 
MERCURY—’50 club coupe, $670. 
OLDSMOBILE—’54 (98) Holiday, $3,420* 
(ps). °51 (98) 4-dr., $1,010*%. °49 (98) 
conv., $595*; Deluxe 4-dr., $455. 
PLYMOUTH —. '53 Cambridge 2-dr., $1,- 
065; 4-dr., $955. °52 Cranbrook club 
coupe, $760; Cambridge 2-dr., $745. ‘51 


Cranbrook sedan, $620. '47 Deluxe 2-dr., 
$125. 

PONTIAC—’54 Chieftain Deluxe (8) 2-dr., 
$1,620*. '52 Chieftain Deluxe (8) 4-dr., 
$1,170*. °50 Chieftain (8) 2-dr., 
’46 Torpedo (6) 4-dr., $145. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of June 10.) 
(Market good on clean merchandise. 


Sold 51 cars out of 87 offerings.) 
BUICK—’54 Super Riviera hard top, $2,- 


$500°. | 








See how a leading engine remanufacturer, 


GSM, Camden, N. J., uses factory-proved 
methods and equipment to fully restore 


It’s a fact . . . you’ll discover today’s precision remanufactured 
engines are better than ever. Look at the excellent quality of 
famous GSM remanufactured engines, for example. Devoted 
entirely to the remanufacture of Chrysler-built engines, this 
vast plant uses factory-proved methods, hand-picked skilled 
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660* (ps). '53 Super Riviera hard top, 
$1,830*. '51 RM 4-dr., $805. 
CADILLAC—'54 (62) 4-dr., $4,315* (ps). 


CHEVROLET—'54 (210) 2-dr., $1,650; Bel 
Air 4-dr., $1,930*; %-ton pickup, $1,450. 
53 (210) Handyman, $1,450; 2-dr., 2 at 
$1,220. '52 SL Deluxe 2-dr., $800. '51 SL 
Deluxe 2-dr., $500; SL Special Business 
coupe, $550; %-ton pickup, $625. ’50 SL 
Special 4-dr., $575; %-ton pickup, $525. 
‘49 FL Deluxe 4-dr., $520; SL Special 
4-dr., $460; SL Deluxe 4-dr., $455. '47 
%-ton pickup, $375. 

DODGE — '46 Custom 4-dr., 
$1580. 

FORD_—’54 Custom (8) Ranch Wagon, §$2,- 
250; Custom (6) 2-dr., $1,745, $1,725. 
"53 Custom (8) Ranch Wagon, $1,550; 
4-dr., $1,350*; 2-dr., $1,275. "52 Custom 
(8) 2-dr., $1,000; Main (8) 2-dr., $950, 
$935. °51 Custom (8) 4-dr., $775. ’49 
Custom Deluxe (8) 2-dr., $415. ‘47 De- 
luxe (6) sedan coupe, $170. '46 Deluxe 
(8) club coupe, $210; 2 at $175. 

MERCURY—’53 Custom 4-dr., $1,660. 
coupe, $450. 

PLYMOUTH—’54 Plaza Suburban, $1,700. 


$200; 2-dr., 


"49 


"53 Cambridge club coupe, $1,060, $1,- 
050; Cranbrook 4-dr., $965. °52 Cam- 
bridge 4-dr., $740. '51 Cranbrook Bel- 
vedere, $710. ‘47 Special Deluxe 4-dr., 
$205. 
PONTIAC—’54 Star Chief (8) 4-dr., $2,- 
150* (ps). °50 Streamliner (8) 2-dr., 


$515. '46 Silver Streak (8) 4-dr., $175. 
WILLYS—'48 station wagon, $215 


— Auctions in Brief — 
JESSUP, MD. 


Colie’s Auto Auction. Every Wednesday. 
(June 9.) Weather warm and sunny. A 
fine sale, with prices up. Sold 26 out of 35. 

* 7 * 


N. LITTLE ROCK, ARK. 


Arkansas Auto Auction. Every Tuesday. 


(June 8.) Sold 64 out of 91. 





Octopus Moves Ford Frames— 


An eight-armed tool, the Octopus, permits Ford workers to set the wheel angles 
uniformly on each assembly. It grasps frame and front wheel assembly in its tentacles 
while workers make the adjustments. Ford engineers say that no two auto frames have 
exactly the same characteristics and that the advantage of the Octopus is that it tells 
what adjustments are necessary to fit the individual frame. 


SWITCH TO READY-TO-INSTALL 


Rebuilt Engines 


FOR FASTER PROFITS, COMPLETE CUSTOMER SATISFACTION! 


top engine performance 


It’s a fact . . . today’s better remanufactured exchange engines 
are your best bet for faster profits, complete customer satis- 
faction! Compare them with your ordinary overhaul jobs and 
you'll see why. Remanufactured engine installations are 
usually one day jobs... you can handle two or three times 
as many customers as before. They get better, faster service 
... you save valuable labor costs and garage space. And for the 
time and work you put into every job, you actually make more 
and faster profits than you ever did on ordinary overhauls! 


| Patent No. 
a. 2,140,710 


MUCKEGON PISTON RINGS 


are first choice of 
leading rebuilders everywhere! 


It’s a fact... GSM, like many other produc- 
tion-line engine rebuilders, uses only the 
finest piston rings made — Muskegon! Now 
Muskegon offers a completely new “‘Unitized“’ 
chrome-plated oil control ring to the indus- 
try. “Unitized” is an exclusive process where 
the ring segments are bonded together to 
handle like a one-piece ring, later separating 
in service. It results in much easier, faster and 
always correct installation. 


Ask your distributor about his rebuilt engine 
exchange proposition — or write Muskegon 
Piston Ring Co., for the names of leading 
engine rebuilders serving your territory. 


craftsmen, the most modern precision equipment. Every en- 
gine is doubly tested at every stage of operation...GSM 


engines carry new-engine guarantees ... your customers’ as- 


surance of complete satisfaction! 


Qimce 1921... The enque builders’ sounce ! 


DETROIT OFFICE: 521 New Center Bidg. 


Telephone: Trinity 2-2113 












Legislative Roundup 


(Continued from Page 24) 


publican majority of the State Sen- 


ate assailed the governor’s 11th-| 


hour backing of the bond proposal 
as “pure politics.” 

Michigan lawmakers earlier 
had authorized a comprehensive 
engineering and fiscal study of 
the State’s highway needs and 
released 
project. 
A previous study led to the 1951 
enactment of Michigan bills in- 
creasing the State gasoline tax rate 
by 1% cents a gallon and boosting 
weight taxes paid by trucks and 
buses. 

* * * 


Mont. Eyes Tax Hike 
GREEMENT was reached by 


the executive committee of the | 


Montana governor’s Interim Com- 


mission on highway financing to) 


ask the 1955 Legislature to increase 
motor fuel taxes to produce ap- 
proximately $2,750,000 in additional 
annual revenue to match Federal 
highway aid and to relate the 


$25,000 to start the | 





amount of the tax on various types 
of fuels so each will pay in pro- 
portion to the highway use re- 
ceived. 


The decision is expected to re- 


| sult in a Montana bill to boost 


the gasoline tax by one cent and 
the diesel fuel tax rate by about 
four cents. All motor fuels are 
now taxed by Montana at a uni- 
form rate of six cents a gallon. 

In announcing he had no plans 
for an early Kentucky legislative 
session to consider highway-user 
taxes, truck weight limits and other 
road problems, Gov, Lawrence W. 
Weatherby said studies of the truck 
weight-distance tax issue were still 
in progress. 

Kentucky truckers refused dur- 
ing the regular 1954 legislative ses- 
sion to go along with Wetherby’s 
plan to support a proposed increase 
in truck weight limits, from 42,000 
to 56,800 pounds, provided the move 
was accompanied by a new weight- 
distance tax against heavy trucks. 





The governor at that time said he 
might later call a special session 
on the problem. 

+ * * 


N. D. Short on Funds 

STIMATES have been cited in 

North Dakota that the State 
will be $10 million to $12 million 
short of matching available Fed- 
eral-aid highway funds unless more 
state construction money is raised 
next year. Indications are that a 
gasoline tax boost may be sought. 

New toll highway financing 
scheduled at this writing includ- 
ed plans of the New York State 
Thruway Authority for the mar- 
keting of $300 million in revenue 
bonds for additional financing of 
construction of its main toll high- 
way between New York City and 
Buffalo and connecting spurs. 

The authority plans to start work 
this summer on three of five pro- 
jected thruway spurs. These will be 
the New England, Erie and Ni- 
agara sections of the thruway sys- 
tem, 

* * ~ 
Kentucky Opens Bids 

IDS for the first construction 

work on Kentucky’s first toll 
highway were scheduled to be 
opened June 18, following June 8 
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sale of $38,500,000 worth of 40-year 
turnpike revenue bonds to finance 
the project. 

State Highway Commissioner 
W. P..Curlin further announced 
that the 40-mile, divided four- 
lane turnpike between Louisville 
and Elizabethtown will be paved 
with concrete. 

Other recent toll road financing 
included the marketing of a $100 
million bond issue to provide the 
first public financing of Connecti- 
cut’s projected $398 million toll ex- 


| pressway, which will run 129 miles 


from the New York State line at 
Greenwich to the Rhode Island line 
at Killingly. 

The Massachusetts Turnpike Au- 
thority sold a $239 million revenue 
bond issue for its cross-state turn- 
pike project. 

* 


* * 


Illinois Toll Act Upheld 
STIMATING that Illinois can 
handle a $1 billion toll road 
program on a long-range basis, 
covering about 1,000 miles of high- 
ways, Gov. William G. Stratton has 
expressed hope that construction 


| work on toll roads worth between 


$400 million and $500 million will 
be under way within the next two 
years. 

He said revenue bonds in that 


help your customers 
keep 


the power you sell 





You will render a real service to those 


who buy cars from you if you tell them 


the facts about today’s motor oils, and 
how to keep the power they bought. 


yay P As you know, HD oils 


with additives are rec- 
ommended for most 


of today’s new cars. As a result, there has 
been a tremendous amount of advertising, 


with claims and confusion, about various 
brands of HD oils. 


Here is something we are sure you know: 
there are good HD oils and there are HD 
oils that aren't so good. The brand you 
recommend to your customers can make a 
big difference in the way their cars perform. 


That's why we think it’s important to 
remember this: additives can be added to 
any oil. To very good oil. To very poor oil. 


The quality of the basic oil is what 
determines the quality of the 
lubrication a motor gets. 





So we hope you will tell your customers 
the same thing we are reminding millions of 
motorists about in our advertising this year: 


Today’s BEST oils 
start with 
Nature’s BEST crude 


Oil from the Pennsylvania Grade Crude 
Region has long been famous for its out- 
standing natural toughness. That's why 
Pennsylvania Motor Oils that are fortified 
by carefully selected additives are today’s 


BEST HD oils...a 
sound recommenda- 
tion for all of your 
customers, and one 
they will understand. 





We are telling the plain truth about today’s motor oils to the millions of motorists who read 
Saturday Evening Post, Collier’s, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - 


Oil City, Pennsylvania 





amount might be marketed next 
winter and a number of the proj- 
ects started the following sum- 
mer. 

Constitutionality of the Illinois 
toll road enabling act was upheld 
by the State Supreme Court, with 
a similar test action started in 
Kansas. 

* * + 


Miss. Authority Vetoed 


A BILL to create a Mississippi 

Turnpike Authority, to finance 

and construct a four-lane toll high- 

way linking Memphis and New Or- 
leans, was vetoed by Gov. Hugh 

White on the grounds it was draft- 

ed in a manner that might impair 

the state’s credit. 

White said he was not opposed 
to the idea of a turnpike authority 
or to toll roads, and with elimina- 
tion of the objectionable material, 
he would submit the matter to a 
special State legislative session he 
plans to call next year or sooner 
for consideration of school prob- 
lems. 

Proposed toll road enabling 
legislation was pending at this 
writing in the Louisiana Legisla- 
ture. 

x * * 

Ohio Highway in °55 
PREDICTION that Ohio’s 241- 
mile, $326 million toll highway 

will open on schedule Oct. 1, 1955, 

was made by James W. Shocknessy, 

chairman of the State Turnpike 

Commission. 


Any early toll road construction 
appears unlikely in South Dakota, 
where Gov. Sigurd Anderson, citing 
|; estimates by State highway engi- 
|neers that an east-west toll road 
across the State would cost $131,- 
400,000, said the cost would be too 
| great for the State. 
| He further asserted there would 
| not be sufficient traffic to warrant 
|a South Dakota toll road or the 
| issuance of revenue bonds for such 
a project. 





* * 


Labor Developments 


'W labor relations law develop- 

ments reported from state cap- 
| itals including a ruling by Minne- 
| gota District Court Judge Levi M. 
| Hall that upheld the constitution- 
| ality of a State Labor Relations 
| Act section requiring the majority 
of pickets in a labor dispute to be 
employes of the company being 
| picketed. 
| An appeal was expected to be 
taken to the State Supreme Court 
| in the case, regarded by labor to 
be a test for guidance of action 
involving ‘small companies and 
| small union locals. 

Connecticut’s State Labor Rela- 
tions Board handed down a ruling 
that employes are entitled to a 
| secret ballot election if they wish 
to decide the question of whether 
to throw out a union as their bar- 
gaining agent. 

Given in a case involving Leh- 
| man Chevrolet Co., Waterbury, and 
|the United Automobile Workers, 
|CIO, the ruling marked the first 
time the Connecticut board directed 
that an election be held on a “neg- 
ative petition.” 
| The employes had asked the 
|board for. an election to oust a 
| union previously certified as official 
| bargaining agent. 





‘Kentucky Dealers 
Name Chairmen 
Of 15 Committees 


LOUISVILLE. — Appointment of 
chairmen for 15 standing commit- 
|tees of the Kentucky Automobile 
| Dealers Assn. has been announced 
by Paul Dexheimer, president. 


| Named were Guthrie Wilson, 
| Bardstown, membership committee; 
Orville R. Harrod, Frankfort, legis- 
\lation; J. A. Dishman, Louisville, 
| public relations; Fred C. Koster, 
Louisville, factory relations; B, W. 
Whitaker jr., Frankfort, employe 
relations; Ben F. Long, Louisville, 
business management; Dave Castle- 
;man, Covington, sales-merchandis- 
|ing; J. T. Ingram, Harrodsburg, 
laws-regulations; Dishman, insur- 
ance; Turner A. Summers sr., 
Louisville, trucks; C. E. Brents, 
Lebanon, safety; Howard Pearce, 
Shelbyville, highways, and Long, 
convention. 

The terms of these chairmen run 
through March 31. 














Even the bodies were built by Harry 
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cylinder, Model 21 Rambler, with 



































































ext 

roj- Mink out there in the north end, double opposed motor, (The jack 

um- long before the Seaman boys start- was $1 extra, but I “threw that 
ed to build them in Milwaukee. in.” There was no top or other 

inoi In these days _when everyone accessories, but a platform body, 
hel: seems to be getting a medal for so he could carry his cans to the 
with something (nobody is sure just creamery. 

d in what) don’t you think I deserve 1d J d hi to th 
some kind of an “Oscar” for 4 Grove J0e Snc Ris Cans Ou 
sparking some kind of “revolu- milk station at Somers, which was 
tion” in automobile methods by a “flag stop” on the Milwaukee 

es selling an early Rambler to a freight line east of Twin Lakes. 

a farmer? George, that was the origin of 

ce . : 

aid ‘ You might think that was just the idea which resulted in the 

- HIS is purely a personal letter like ‘shootin’ fish in a barrel” until formation of Rambler dealérships 

on to George Mason, president of| .ome old timer tells you about the in many of the trading centers of 

aan American Motors Corp. You can| condition of the roads after a rain, the middle west and started the 

att- read it, if you like, or forget it. OK? in those days, Yuh see, George, first automobile advertising in the 

pair Mr. George Mason, only rich men were supposed to leading farm papers. It inspired 

President and Chairman, buy automobiles then. Roy Chapin, president of Hudson, 

osed American Motors, The poorer classes, like farmers, to start his national drive for better 

ed Kenosha, Wisconsin, were just expected to keep their roads and aroused the legislators. 
a- Dear George: frightened horses under control ° sceessesaquememnenensnsonsiaoaatses 

ori ‘ men ra tes—— 

y By george, I'm delighted that you| When the rich guys tore past them Pontiac Dealer Manage ent Graduate | Mhieniioins Ragtacen tabi 

0 a decided to locate Hudson division | °" the highways. That’s why the A seven-week training course in dealer management at the General Motors Institute | : 

n he of your new American Motors in| ¢@Tly demonstrations were made on | in Flint has been completed by five students. They are (from left), J. P. DeFelice, | As Steiner Sales Manager 

ener Kenosha. the paved roads like Fifth Avenue | Weirton, W. Va.; R. E. Kemper, Oakly, N. J.; G. R. Morrell, El Monte Calif; R. W.| Robert Dusseau, formerly of Dan 

rob- Of course I know that you were in New York and Michigan Avenue | Leighton, assistant to the Pontiac general sales manager; W. B. Peterson, Centralia, |p Courtney, Inc. (Ford), Detroit, 

: not thinking of Thomas B. Jeffery, | i" Chicago. —— | ll., and Jack Stiner, Colorado Springs, Colo. has been named sales manager of 

— who built the first Rambler there | Alfred F. Steiner Co. (Ford), De- 

= in 1902. The “old man,” sitting | Jack: $1 Extra he can find the names of some of | near the Somers “cross roads” . . .| troit, according to Lewis J. Novak, 

_— on the front seat up there in the B* THE way, you might ask one| the “heirs and assigns” of a hus-| hard by that old road to Lake) general manager and son-in-law of 

Elysian Fields, is perhaps chuck- of your minions to check| tling, husky, dairyman . . . Joseph | Geneva. Alfred F. Steiner. Dusseau replaced 
ling over your new idea. through the directories and see if! Hergesheimer, who ran a farm out He paid me $1,300 for a two | Ed Schmid. 
It may lead to the realization of paint aide ell ates Sica tities tearta aaa : =a 

241- the idea which I (in my youthful 

way enthusiasm) emblazoned on an 

1955, enormous billboard down near the 

essy, Northwestern station: “KENOSHA 

pike .. . HOME OF THE LARGEST : 

AUTOMOBILE FACTORY IN THE 

‘itn WORLD.” 

, When a guy in the hosiery fac- 

cota, i i ° MODEL 19-52 BW 

a tory next aoor questioned its au 

iting thenticity, I told him every auto- SEVEN STANDARD MODELS Standard heavy 

a. mobile in that day was an %, \ duty wrecker. 

— “assembled car.” Even Ford was 4 . ° 

131,- buying his motors from the Dodge ON TO 10 TON CHASSIS — capacity 

too Brothers. (That “held him” for a 72 tons. Ad- 

while. Yuh see, the industry was justable hand 
ano small then.) Cn" winch, 4 cable 

ran . 

the Jeffery’s Feat | MODEL 19-51 EXB (Illustrated) eetileen, aaa 
am ] KNEw that Jeffery was making | America’s Most Versatile Power Wrecker with heavy aan, 
every part of every Rambler car. serves the dual purpose of a power wrecker mond plate floor 

of advanced design and an efficient mobile sides aaa hook 

lop- Greene-Haldeman crane or boom truck. plate, an ex- 

cap- For ordinary wrecking work, towing or clusive Ashton 

eM Letters Stress retrieving cars or trucks that are off the feature. Ashton 

iin. : : highway, in deep ditches, etc., the exten- spa dliftb 

‘ion- Le ng pacer and lift bar. 

ions asi Service sion boom quickly recovers any wreck 

prity LOS ANGELES.—Greene-Halde- without complicated rigging. MODEL 10-D DEMOUNTABLE POWER WRECKER 

me oe potent wang aan an Radically improved functional design re- The Ashton Model 10D is designed for mounting on any %-1 

leasing ‘service. tains all the basic features needed for ton pickup having a 4-speed transmission and helper springs. 

ie The letter, entitled, “You Can't wrecking operations—PLUS the extension This new unit ae 

urt a ae - a Sees si boom which multiplies the usefulness and serves a va- 

. to resent business administration . it. ; 7 

ion requires complete alertness to prof- operating range of the unit oe - he 

d itable and economical operation. f , 

- For your consideration I bring to FEATURES OF MODEL 19-51 EXB ideal foremer- 

ela- heer yoy ee —— Solid, forward mounted “‘A”’ frame. Exten- gency calls 

ling leading Sndiabitee, y — o sion boom (patented) 82’ extends to 15’. ranging from 

vA . “It is a new-car leasing plan, New self-aligning head assembly with tire changes 

chee which, among other important fac- double cable suspension with sheaves at to passenger 

bar- eS oe ee Se, See boom head—and extension end. 2 ton car tow jobs 

“(a) ‘Sean af souls es ooet- positioning hand winch. Power winch 7'4 . it does 

ueh- itable investment or expansion, tons safe load. Remote control levers. many lifting 

and “(b) “Additional prestige when Ashton spacer and lift bar. Streamline all- jobs in the . ii 

cers, your representatives are in new welded all-steel body. yard or in the shop .. . or with the boom supports and tow 

first Cars. plate removed there is plenty of clear space in the box for 

cted “(c) Increased enthusiasm and ordinary pick-up work. 

neg- morale of your salesmen. A new car 

is better than a raise. . 
the “(d) Reduced personnel turn- j ; ‘ 
; : Telescopic boom raises from horizontal 

it a over. Few employes will voluntarily | 0 , ks 

icial leave when they have to relinquish | to 80° ond 15° high. FOR HEAVY DUTY WORK 

their transportation, ; MODEL 34-10 EXB 
“(e) Greater selection of available | 
S pessonnel for replacements or ad-| affords maximum power and 
itions. ir ‘ 
“(f) One fixed monthly expense efficiency. The extension boom, 
Simplifies budgeting and account- | 10 ton capacity, handles all 
Zg. BOOM 
5; Mie) Gntlen to peedhene ot ean unm on’ types of wrecks ... also serves 
. time with full credit for all pay- Sanit ie Games. i as a mobile crane which lifts to 

t oO Ments made. — ; ee . : 

mit- “You or your employes may now 15’ in Length 15’ high plus special extension 

ved ate © now 266 Fipteeuth Savey unit which gives an additional 

ice (DeLuxe) club coupe or four-door Y%’ : : : 

sedan, completely equipped, with 5’. Write for specifications. 

on, radio, heater, airfoam, etc., for only 

tee: $69.95 per month, or you may lease ° 

‘gis- a new 1954 Chrysler fully equipped 

ville, With radio, heater, Solex glass, and 

ster, me sensational new Powerflite no- SEND FOR COMPLETE 

Ww. clutch transmission, for only $107.50 

love monthiy. Other models priced ac- ASHTON CATALOG, 

rile, cordingly. 

stle- “You will receive individual at- SPECIFICATIONS 

dis- tention and consideration in tailor- 

urg, ing a plan best suited for your AND PRICES 

sur- Particular requirements. 

sr., “Instead of paying taxes on ‘fixed 

nts, assets,’ you may use your trans- 

irce, portation costs as a tax deduction. 

ong, Also, changing from ‘fixed assets’ to 

‘working capital’ will improve your 

a financial ratio and provide a better 


*redit rating...” 
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How Makers Fare in Monthly N New-Car Sales 





Dealers Sponsor 


N.Y.C. Jewish 





JANUARY FEBRUARY APRIL Appeal Dinner 
f 1954 Pos. Make 1953 Pos. 1954 Pos, Make 1953 Pos. 1954 Pos. a 1953 Pos. 1954 Pos. Make 1953 Pos. 
i 1—82,233 Chev. 69,933— 2 1— 91,7389 Ford 69,922— 2 1—115,607 Ford 81,076— 2 1—126,255 Chev. 126,378— 1 NEW YORK.—Gov. Theodore F. 
2—81,413 Ford 76,617— 1 2— 89,390 Chevrolet 89,831— 1 2—115,070 Chev.  116,786— 1 2—121,475 Ford 85,273— 2 ||McKeldin of Maryland will speak 
3—33,362 Plym. 47,002— 3 3— 33,292 Buick 34,680— 4 3— 47,972 Buick 41,422— 4 3— 50,359 Buick 43,465— 4 || Wednesday (June 23) at the annual 
4—24,655 Pontiac  26,845— 4 4— 29,318 Plym. 41,235— 3 4— 35,037 Olds. 28,751— 6 4— 38,643 Olds. $0,278— 7 || dinner of the new-car dealers’ divi- 
5—23,860. Mercury 19,831— 7 5— 25,292 Pontiac  26,103— 5 5— 34,862 Plym. 47,768— 8 5— 37,926 Plym. 53,920— 3 || sion of the United Jewish Appeal 
/ 6—23,679 Buick 26,102— 5 6— 28,062 Mercury 17,745— 8 6— 32,126 Pontiac  33,210— 5 6— 32,560 Pontiac 36,549— 5 ||». 146 Hotel Waldorf-Astoria 
7—13,777 Olds. 18,798— 8 7— 20,808 Olds. 28,722— 6 7— 27,165 Mercury 21,557— 8 7— 25,603 Mercury 21,250— 8 , 
8—11,583 Dodge 21,604— 6 8— 10,976 Dodge 20,638— 7 8— 13,673 Dodge  25,717— 7 8— 14,148 Dodge 30,524— 6 Harold A. Perfit, general chair- 
9— 9,033 Chrysler 11,702—11 9— 8,471 Chrysler 11,076—10 9— 10,545 Cadillac 9,940—13 9— 11,169 Cadillac 9,770—13 || man of the division, said: “As in 
10— 7,884 Stude. 11,704—10 10— 7,045 Stude. 7,514—13 10— 10,179 Chrysler 13,600—10 10— 9,794 Chrysler 15,099—11 || previous years, our dinner will 
ll— 6,964 DeSoto 9,356—12 lli— 6,409 Cadillac 8,583—11 ll— 8,319 Stude. 11,822—11 1li— 8,968 Stude. 16,614— 9 present an outpouring of dealers 
12— 5,784 Nash 12,763— 9 12— 6,046 DeSoto 8,344—12 12— 7,440 Nash 16,005— 9 12— 8,282 Nash 16,077—10 || and their friends as well as friends 
13— 4,094 Packard 6,450—14 13— Nash 12,588— 9 13— 7,089 DeSoto  10,062—12 13— 7,398 DeSoto 11,496—12 || o¢ Uya_men of divers faiths and 
14— 3,219 Cadillac 8,118—13 14— 3,718 Packard  6,654—14 14— 4,954 Packard 7,943—14 M— 3,741 Packard 8,057—14 ||) . ann th te Be 
15— 2,941 Hudson 5,316—15 15— 2,750 Lincoln 2,507—17 15— 3,525 Lincoln 2,510—18 ee Cte) 0 6§6eee Ss ees 
16— 2,669 Lincoln 2,929—17 16— 2,221 Hudson 4,700—15 16— 2703 Hudson 6160—15 | 16— 2,779 Hudson 7,491—15 || bond of human sympathy. 
17— 1,404 Willys 4,416—16 17— 1,325 Willys 4,4838—16 17— 1,573 Willys 5,075—16 17— 1,670 Willys 4,918—16 Honorary chairmen of the divi- 
18— 479 Kaiser 2,621—18 183— 469 Kaiser 2,211—18 183— 814 Kaiser 2,659—17 18— 1,153 Kaiser 2,731—18 || sion are Samuel G. Dretzin, of Sur- 
19— 160 Henry J 1,302—19 19— 119 Henry J 1,144—19 19— 135 Henry J 1,280—19 19— 123 Henry J 1,201—19 || rey Motors Corp., and Irving Rogers 
1,595 Mise. 2,812 1,590 Misc. 2,878 1,993 Misc. 3,025 2,467 Mise. 3,176 of Rogers Motor Co. Henry Golden, 
Total All Makes Total All Makes Total All Makes Total All Makes of Magna Products, is UJA coordi- 
340,788 386,221 369,592 396,558 480,731 486,368 508,102 528,278 nator for the automotive industry 


David B. Spielman, of Spielman 
Chevrolet, is honorary dinner 
chairman. 

Members of the campaign cabinet 
are Louis Berkowitz, L. B. Auto 


Bids for Booth 
Current Prices on New Cars a 





The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provision for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. a 


960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models. ) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 


top, $3,827; conv., $3,935; Caribbean conv., 
$6,100; 8-pass. sed., $5,610; lim., $5,960. 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models. ) 
PLYMOUTH—Plaza—i-dr. sed., 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 


$1,765; 


Swamp Chicago 


Accessory Show 


CHICAGO.—Reservations for ex- 
hibit space at the Automotive Ac- 
cessories Manufacturers of Ameri- 
ca Exposition are coming in at the 
fastest pace in history, according 


Sales; Maurice Bernhardt, Mc- 
Carthy-Bernhardt Buick; Henry 
Kaplan; Norman Gotlieb, Crystal 
Motors; Meyer M. Lasker, Dexter 
Motors (Dodge-Plymouth), James 
H. Nadler; Sol Schildkraut; Charles 
Schnurmacher, Manhattan Pontiac 


BUICK — Special—4-dr. sed., $2,265.32; : 

. ‘| 2-dr. stat. wag., $2,029; Customline Six— | sPt. cpe., $2,064; conv., $2,220; stat. wag., : Ee 
Saav’, GASSRit; cet wan Etiah Come. 008, $1703 2d. aed "gi 743.00; | $2,207.25. Belvedere4-dr. sed., $1,953.25;|to Herman L. Erlichman, show oe hee "Sales C en, See 
tury—-4-dr., sed., $2,520.17; Riviera, $2,-| Cl. ¢pe-, $1,753; 2-dr. stat. wag., $2,121.50; spt. cpe., $2,145; conv., $2,301; stat. wag.,| manager. ogg Pontiac Sales a 
533.56; conv., $2,963; stat. wag., $3,470. 4-dr. stat. wag., $2,202. Crestline Six— | $2,288. (Hy-Drive optional at $145.80 on The exposition which is strictly | 7 ee i, a 
Super—4-dr., sed., $2,711.17; Riviera, §2,-| 4dr. sed., $1,898; hardtop, $2,054.50; Sky- | all models, Powessite at $180.) f facturers’ exhibits, i 
625.56; conv., $2,963.59. Roaamaster—4-dr. | liner, $2,164; conv., $2,164; 4-dr. stat.| PONTIAC — Chieftain 6 Special —4-dr.| 'Or MARU BCU Te rs x ohe ave WH Ww na Wh 
sed., $3,269.36: Riviera, $3,373.05; conv.,| ¥88-, $2,338.50. (For V-8 models, add | sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat| scheduled Feb. 7-11 at the Navy) oO a y 
$3,520.56; Skylark conv., $4,483. (Dyna- $76.50. Fordomatic optional on all models | Stat. wag., $2,364; 3-seat stat. wag., $2,- Pier in Chicago 

419. Chieftain 6 Deluxe ——4-dr. sed., $2,- : TBA Sales and Service 


flow standard on Roadmaster, optional at 
$192.50 on all other models.) 


CADILLAC—Series 62--4-dr. sed., $3,- 


at $184.) 

HENRY J — Corsair Four 2-dr. sed., 
$1,404. Corsair Deluxe Six—2-dr._ sed., 
$1,566.18. 


130.53; 2-dr. sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 


Most of the booths are 10 by 10} 


foot areas and each is furnished 


Covered in Book 


932.70, cl. pe, $3,837.77; Coupe deVille, | * TT DSON—Jet—4-dr. sed., $1,858; 2-dr. | seat stat. wag., $2,439; 3-seat stat. wag.,| With blue bengaline curtains cover-| CHTCAGO.—More than 18 months 
cial—4-dr. sed.. $4,683.32. Series 75—8-| 8¢4., $1,621; 2-dr. utility, $1,836.75. Super | $2,494. Chieftain 8 Deluxe — 4-dr. sed.,| ing the full length of the booth | of work are said to be reflected in 
pass. sed., $5,874.78; lim., $6,090.17. El-|%et—4-dr. sed., $1,954; 2-dr. sed. $1,- | $2,205.51; 2-dr. sed., $2,148.32 2-seat stat.) background. Each booth will be in- i . 

snv.. $5,738. ‘dra-Matic st 932.75. Jet-Liner —4-dr. sed., $2,056.60; | wag., $2,579. Star Chief 8—Deluxe 4-dr. & ; the pages of a new publication, 
dorado—conv., $5,738. (Hydra-Matic stand- ° e ed. f f ch f $1,000 | 
ard on all models.) $s,a06-n1;" $2,045.85. ie coe a sed., | sed., eaeee an <*.. of. ~ sured, aie 0 . a or : “The How and Why of TBA Sales 

a ros ,256:11; 2-dr. sed., $2,209.43; cl. cpe., | conv., $2,630. Catalinas—Chieftain 6 De- in re, smo explosion, etc. fan? 

CHEVROLET — One-Fifty — 4-dr. sed., | $9'388'1i' Super Wasp. 4dr’ sed., $2,. | luxe,” $2,316.30; Chieftain 6 Custom. §2,- against , 8 e, exp ,e and Service,” issued by Chek-Chart 


$1,680; 2-dr. sed., $1,623; utility sed., $1,- 


465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 


382.43; Chieftain 8 Deluxe, $2,391.99; 


Erlichman said the response was 





Corp., 33 E. Congress Parkway, 


539; 6-pass. stat. wag., 020. Two-Ten , . ‘ . 
——hadp, mn 7 1 ae ee sed., $1,717; | 485-84; Hollywood, $2,704; conv., $3,004.20. | Chieftain 8 Custom, $2,458; Star Chief 8/ particularly surprising since only a | Chicago 5, Ill. 
pagel TT; . § 133, | Hornet Special —4-dr sed., $2,619; 2-dr. | Custom, $2,557. (Hydra-Matic optional at BO 9, 
Sot Rae ae se et gah. D-dn sed. $1. | 8ed., $2,570.60; cl. cpe., $2,619. Hornet— | $178.35 on all models. ) ~~ * — oe ane > The 72-page book is designed to 
830; hardtop, $2,061: conv., $2,185; S-pass. | 4-4r. sed., $2,768.86; cl. cpe., $2,741.99;| | STUDEBAKER — Champion Custom — vertising the event have been dis-|giq service station men in_per- 
stat. wag., $2,283. Corvette—conv., $3,523. Hcllywood, $2,987.75; conv., $3,287.70. | 4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. | tributed. formance of the many car-care jobs 
(Powerglide standard on Corvette, optional (Hydra-Matic optional at $178.03 on all — Deluxe - - 4-dr. sed., $1,918.18; He also commented that many th rt of th f i j 
at $178.35 on all other models.) models in Jet catagory. Borg-Warner auto- oni sed., $1,875.18; 5-pass. cpe., $1,- Seemer exhibitors © now reauest- ! at are a pa Oo e profess ona 
CHRYSLER—Windsor Deluxe—4-dr. sed., matic transmission optional at $178.03 on ae” pe = a a ee A ax S are ”q tire, battery and accessory service 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- | ll other models.) hein, a = oe ae. $2,026.29; car. _sed., | ing additional space and that some | that the motorist expects. 
540.50; Newport, §2,830.75; conv., $3.- a ee ae Se) ee ‘aes on eo ooe 3 coe | have asked for as many as six s 
045.75 stat. wag., $3,321. New Yorker— | 2-dr, sed., $2,334, Mannatian “tar. ocd, | Sander Deluxe —4-ar. ‘sed. $2,179.13; | booths. AAMA Chicago headquar-|, Covered are tire and tube serv- 
4-dt. sed., $3,228.75 (8-pass., $4,368); cl. | $2,670; 2-dr. sed., $2,617. Darrin 161— . ano — 6dr. 500., $3,198.13; : & a ice; battery and battery cable serv- 
epe., $3,202; Newport, $3,503; stat. wag., conv., $3,668. (Hydra-Matic optional atj| 2-dr. sed., $2,136.13; 5-pass. cpe., $2,-| ters will be located at the Knicker-|.~~’ z 
$1,024.25. New Yorker Deluxe—4-dr. sed., | $178.20 on all models except Darrin, which | 232.88; stat. wag., $2,447.88. Commander| }50ker and Sheraton Hotels ice; body and windshield service; 
433: . * | carries overdrive as standard equipment.) | Regal—4-dr. sed., $2,287.23; 5-pass. cpe., li t d oil filt rvice; 
$3,433; cl. cpe., $3,406.25; Newport, $3, cooling system and oi er service; 
707.25: conv., $3,938.25. Custom Imperial— LINCOLN—Lincoin — 4-dr. sed., $3,537; | $2,340.98; hardtop, $2,502.23; stat. wag., a lightin spark lu and ignition 
d-dr sed. $4259.50; lim., $4,797; New- | hardtop, $3,640. Lincoln Capri—4-dr. sed., | $2,555.98. Land Crulser—4-dr. sed., $2, Meshantte Miah P gnting, sp plug gn 
port, $4,560.25. Crown Imperial —8-pass. | $3,726; hardtop, $3,884; conv., $4,045.50. | 438.28; Regal—4-dr. sed., $2,533.28. (Auto- eehanite-Blackmer Fact service, and brake, muffler and 
matic Drive optional at $216 on Cham- shock absorber service. 


sed., $6,921.50; lim., $7,043.75 (PowerFlite 

standard on all eight- cylinder models, op- 

tional at $189 on Windsor Deluxe.) 
DeSOTO — Powermaster Six—4-dr. sed., 


(Hydra-Matic standard on all models.) 
MERCURY — Custom — 4-dr. sed., 
$2,208.50; 


$2,- 
265.50; 2-dr. sed., sport cpe., 


$2,330. Monterey —4-dr. sed., $2,347.50; 


pion, $266.50 on Commander and Land 
Cruiser. ) 
WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 


NEW ROCHELLE, N. Y.—Mee- 
hanite Metal Corp. has announced 
the closing of a contract with 


The book, including a TBA Chek- 
List on the inside back cover, is 


" ‘ | hardtop, $2,466.50; Sun Valley, $2,596.50; | sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. . ° ‘ 
$2,206.78 (8 ane am) _o cpe., 2. conv., $2,624.50; stat. wag., $2,791. (Mere-| sed.. $1,892. Ace Deluxe—i-dr. sed., §2,.| Dlackmer Pump Co., Grand Rapids, | priced at $7. Special editions have 
_4-dr. sed., $2,673 (8-pass gauee.75): O-Motte eptienel * oase.t7 on all —— oe 2-dr. sed., $1,947. Eagle—Haratop, | Mich., under which Meehanite cast-| been run off for major oil market- 

. ¥ =O. as ‘ : NASH—Metropolitan — Hardtop, 445; ,167; Deluxe hardtop, $2,222; Custom / jn wi i i i i 
cl. cpe., $2,651.50; Sportsman, $2,922.50; hardtop, $2,411, Station Wagen_Deluxe 6. | oe" ill be produced for use in| ers and have been in use in service 


conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 
DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—-4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
epe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 


Chrysler ABD Club Gives 


conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 
wag., $1,950; 4-dr. stat. wag., $2,050. 

Super—4-dr. sed., $2,158; 2-dr. 
sed., $2,110. Statesman Custom — 4 - dr. 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
365. Ambassador Custom—-4-dr. sed., $2,- 
600; hardtop, $2,735. Nash-Healey — Le- 
Mans hardtop, $5,128.05 (at coastal ports). 
(Hydra - Matic optional at $178.85; not 
available on Nash-Healey, which is 


cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models — Larks.) 





Blackmer’s full line of industrial 
pumps. 


stations throughout the country for 
months, (Chek- ‘Chart officials said. 


New Commercial Car Registrations, 


Two States for May, 1954-1953 


6 College Scholarships equipped with overdrive, or Metropolitans.) | | Truck registrations by states 
: OLDSMOBILE — Series 88 — 4-dr. sed., are released here weekly, as 
Six Detroit area high | ., 357 09: 2-ar. sed., $2,271.62; Holiday, . 


school graduates have received col- 
lege scholarships of $1,000 each 
from the Chrysler ABD Manage- 


$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2,688.39; 
Series 98-—4-dr. sed., $2,- 
$2,826; Deluxe Holiday, 


conv., $2,867.59. 
805.82; Holiday, 


compiled by R. L. Polk repre- 
sentatives in state capitals. 


Diamond T 








ment Club. $3,041.75; Starfire conv., $3,248.84. (Hydra- | Nevada "54| | 43) 7 48 32 3 7 | 7| 1 148 

Thirty-three students competed — aetna at $178.35 on all models.) 53] 70} | 37 53 31 9 i| | 9 | 21} | 233 
for the awards, presented annually | 5o\/4) “Cueper Delone— ner sed. $2,006, | WYOMING "54 | | Hy 82); 3%) 45 ees | a yy 4, O29 
by the Chrysler club whose mem-|2-dr. sed., $2,645; Sportster cpe., $2,830. | ——_————___ 331 149 20} 108] 43 43 3 Ff iF @ 
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Breech Extolls ‘Service’ 


U. of Missouri Graduates Urged to Avoid Making 
Financial Security a Fetish 


COLUMBIA, Mo.— Ernest R.| any of those who have gone before. | Our less fortunate fellow-citizens. 


Breech, executive vice-president of 
Ford Motor Co., has advised grad- 
uating college students to build 
their careers on service to others 
and to avoid making a “fetish” of 
financial security. 

In a commencement address at 
the University of Missouri, Breech 
said graduates would “never 
achieve the greatest possible re- 
wards that go with a life well 
spent” if they have more interest 
in material security than in mak- 
ing a contribution to the world. 


He said the nation’s greatest men 
were not self-seekers, but were 
dedicated to the needs of others. To 
serve the same “high purpose,” he 
said, an individual, should strive to 
do better in his chosen career than 





Canadian Sales 
And Financing 


Show Increase 


OTTAWA.—Canadian dealers con- 
tinued to increase their sales of 
new vehicles by selling 47,204 units 
at retail in April, compared with 
44,887 in March, 30,024 in February 
and 23,133 in January, the Cana- 
dian Government announced. 

However, April sales were down 
16 percent compared with last year, | 
when 56,261 units were sold. 

New-car sales in April advanced 
to 39,148 units, compared with 36,422 
in March, though below the 43,519 
units in April a vear ago. 

New commercial vehicle sales in 
April dropped to 8,056 units, against | 
8,465 in March and 12,742 in April 
last year. 

Financing of new motor vehicles 
increased to 16,925 units for $31,- 
247,000 in April, against 15,712 units 
for $29,152,000 in March but far} 
beiow the 21,567 units for $38,004,000 | 
in April last vear. 

New cars financed rose to 13,787 
units for $24,835,000 in April, com- 
pared with 12,763 for $23,153.000 in | 
March, though below the 16,525 for 
$27,793,000 in April last year. | 

Similarly, new commercial ve-| 
hicles financed advanced to 3,138 | 
units for $6,412,000 in April, against 
2,949 for $5,999,000 in March, but 
below the 5,042 for $10,211,000 in 
April last year. ‘ 

Used vehicles financed in April} 
increased to 39,386 for $33,071,000, 
compared with 35,749 for $30,353,000 
in March, though below the 49,211 
for $42,226,000 in April a year ago. 

Used cars financed reached 33,685 
for $28,302,000 in April, against 30,580 
for $25,826,000 in March, though far 
below the 41,925 for $35,656,000 in 
April last year. 

Used commercial vehicle financing 
involved 5,701 units for $4,769,000 in 
April, compared with 5,169 for $4,- 
527,000 in March and 7,286 for 
$6,570,000 in April last year. 


Ford to Dedicate 
Jersey Depot 


TETERBORO, N. J. — The Ford 
division will dedicate its New York 
area parts depot here at an open 
house Wednesday (June 23). 

Lloyd L. Footh, depot manager, 
said that invitations had been sent 
to more than 1,000 persons, includ- 
ing state, county and municipal of- 
ficials as well as civic and business 
leaders in the New Jersey-New 
York-Connecticut metropolitan 
area, 

All Ford and Lincoln-Mercury 
dealers in the tri-state area also 
have been invited. : 

The new depot will supply 381 
Ford and L-M dealers with parts) 
and accessories. From Teterboro, | 





_export shipments also are handled 


to more than 700 dealers and} 
branches in foreign countries. | 


Lytle Motor Sold 


Jim Lytle, an auto dealer for 40 
years, has sold his firm, Lytle 
Motor Co. (DeSoto - Plymouth), 
Davenport, Ia., to Allen Horst and 
Fred Zimmerman, of Moline, IIl., 
Partners in a DeSoto- Plymouth 
dealership. Horst and Zimmerman 
a continue to operate the Moline 

rm. 


Breech told the graduates that 
they had come to maturity at a) 
time “when a great many people 
are preoccupied with the pursuit of 
security. Even young people... 
seem far more interested today in 
security than in opportunity.” 


“A generation ago, most college 
graduates had the attitude of | 
ambition epitomized by the say- 
ing, ‘The world is my oyster.’ 
However, the idea seems to have 
gotten around that today the 
oyster is served on the half-shell. | 
It isn’t. It has to be opened.” 

Breech said, “From time to time, 
we are told that the only answer to 
the problem of security is the wel- 
fare state — something along the} 
lines now established in England. | 
Yet does the average Briton have 
more security than the average 
American? 

“While Britain has been con-| 
centrating on re-distributing the, 
wealth that it has, we in America| 



















Se emma 


as 


| have been creating more and more 
wealth so that each person can 
have a higher and higher standard 
of living. We have been doing an 
increasingly successful job of mini- 
mizing sicknesses of all kinds, of 
providing better housing and of 
meeting the more urgent needs of 


He said that each person has 
been encouraged to be productive 
and to contribute his fair share 
and that Americans don’t believe 
in giving pills to everyone be- 
cause a few are sick. 

Breech continued, “We know that 
old-age pension plans are necessary 
and desirable, as far as they go; 
but if all of us were content, par- 
ticularly those of us who have had 
the benefit of a college education 
and good health, to depend entirely 
on any kind of pension, whether 
paid for by our government or by 
our employers, we would no longer 
continue to maintain the vigor for 
which our nation has been noted. 

“Free Americans, spurred on by 
the risks of insecurity, have built 
the greatest degree of material se- 
curity ever achieved by any nation. 
They have done this by putting 
courage above fear, by putting 
progress above security. They have 





wanted security of opportunity, not 
security from risks.” 


from 


ECLIPSE 


Export Sales: Bendix international Division, 205 East 42nd Street, New York 17, N. Y. 


costs less—tie the millions of Bendix Starter Drives manufactured for the 
industry, the new Folo-Thru Drive requires no actuating linkage, and the less expensive 
solenoid may be placed in any convenient position. Result is lower installation and 
maintenance costs. Complete detailed information is available on request. 
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Studebaker Wins Youth Economy Run— 
Phil Schiffendaker (second from left), Altadena, Calif., displays the trophies he 


| won in the first annual California Youth Economy Run sponsored by the Peace 


Officers Car Club Assn. of Southern California. The winner drove a Studebaker 
Champion entered by Lloyd Pearson (second from right), Pasadena dealer. He nego- 
tiated the 663-mile run from Lynwood to Boulder City at an average of 55.01 toh- 
miles per gallon and 33.23 actual miles per gallon. Second-place winner also was a 
Studebaker entered by Stambaugh Motors, East Los Angeles. 





performance 
proven by millions 


of installations 


@ "No Kick-Out” feature wins overwhelming approval 


car, truck and tractor manufacturers 


Although a comparatively new advancement in starter drive 
design, the Bendix* Folo-Thru Drive has already proven 

itself in millions of installations to be the most efficient starting 
equipment under all operating conditions. 


The Folo-Thru type is specially designed to follow thru 

the weak explosions until the engine actually runs on its own 
power. Thus, quicker and more dependable starts are 
assured even under the most extreme weather conditions. 


You're right from the start when you specify 
Bendix Folo-Thru Starter Drive. 


MACHINE DIVISION OF B@MGDY 


AVIATION CORPORATION 


ELMIRA, NEW YORK 











*REG. U.S. PAT. OFF. 


Bendix * Folo-Thru Starter Drive ¢ Bendix* Aytomotive Electric Fuel Pymp Yr Stromberg* Aeroquad Carburetor eS 









‘By Marty Whitmyer 
Staff Writer 

Winner of the Kerwin H. Fulton 
Medal, awarded by the Art Direc- 
tors Club of New York, is Ford’s 
poster, “Only Convertible That Out- 
sells Ford.” 

The same poster won the first 
grand award at the National Com- 
petition and Exhibit of Outdoor 
Advertising Art, sponsored by the 
Art Directors Club of New York, 
and first award in the 24-sheet 
poster classification of the Fourth 
Lithographic Awards Competition 
of the Lithographers National 
Assn., New York. 


* * * 


Chevrolet Dealers on Air 


In one of the largest recent 
purchases of radio network time 
by an automotive sponsor, Chev- 
rolet dealers have signed for an 
hour of news broadcasts each 
week over the full CBS radio net- 
work, effective July 3. The con- 








Affecting Factories and Dealers... 
Auto Advertising 
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tract calls for 12 five-minute 
newscasts a week for 13 weeks. 
* * * 


English Cite Newman 


Joseph Newman, chief of the 
New York Herald Tribune’s Lon- 
don bureau, has been awarded an 
English-Speaking Union Scroll for 
his “outstanding contributions in 


the past year to the betterment of | 


British-American relations.” 
Arrangements for the presenta- 
tion are being made by the London 
branch of the English-Speaking 
Union. 
+ id . 


New Permatex Ad Campaign 


A dealer-consumer advertising 
and special-offer merchandising 
campaign is currently dramatizing 
the part played by Permatex Co.’s 
“Toon-Oyl” additive. 





Mechanics, Popular Science and 
other consumer publications. 

| To assist dealers and wholesalers 
|in merchandising ‘“Toon-Oyl”, Per- 
| matex has provided a kit of point- 
of-sale exploitation material, in- 
cluding literature, window decal, 
window streamers and a counter 
card selling the merits of the addi- 
tive. 





* * * 


| Journal-American Acclaimed 


The New York Journal - Ameri- 
can’s policy of refusing to accept 
new-car advertising from unauthor- 
ized dealers has been commended 
| by NADA and several state auto- 
| mobile associations. 


Frederick J. Bell, executive vice- 
president of NADA, said in a let- 
| ter to the paper that “the policy 

of the New York Journal-Amer- 
ican regarding the acceptance of 
new-car advertising from unau- 
thorized dealers is one which is 
most welcomed by franchised 
dealers throughout the country.” 

Other associations that have com- 
mended the paper are: 

Brooklyn & Long Island Automo- 
| bile Dealers Assn., Inc.; Philadel- 
phia Automobile Trade Assn.; Au- 





| Winning Artist— 


Ads already have appeared in | tomobile Dealers’ Assn. of Indiana, | 


Saturday Evening Post, Popular Inc.; Seattle Automobile Dealers’ | 
— : ——s . : | Automobile Dealers Assn.; Nebras- 








1954 





Robert Pliskin (left), the artist who de- 
signed an ad on Chrysler Corp. engines, 
emerged as the winner of the Gold Medal 
award in magazine classification of the 
National 
Editorial Art and Design. He receives the 
congratulations of John R. Barlow, ad- 
vertising services manager of Chrysler 
Corp. 


Assn.; Automobile Merchants Assn. 
of New York, Inc.; New York State 
Automobile Dealers, Inc.; New 
Mexico Automotive Dealers Assn.; 
Tennessee Automotive Assn.; Ohio 


| ka New-Car Dealers Assn.; Cin- 
| cinnati Automobile Dealers Assn., 
| Ine., and Motor Car Dealers Assn. 
of Southern California. 


* * * 


| Cappel, MacDonald Film 


The claim that merchandise 
awards can increase automotive and 
accessory sales is explained in a 
new film strip announced by Cap- 
pel, MacDonald & Co., sales-incen- 
tive concern. 

The film is available for show- 
ings to executives, sales managers 
and sales personnel by calling or 
writing Cappel, MacDonald & 
Co., 129 S. Ludlow St., Dayton, 
O., according to Joel R. Allen, 
sales vice-president. 

Entitled “Sales Management 
Meets the Challenge,” the film dem- 
onstrates how a typical sales man- 
ager uses an organized incentive 





THE MOST MODERN CAR DEALER SHOPS 
STEP UP EFFICIENCY with 


ECO ISLANDERS ana TIREFLATORS 





volume. 
* * * 


Time Appoints Curran 


in Detroit since 1946, and sports 
enthusiast who helped initiate and 
organize the 
LIFE-PGA- spon- 
sored National 
Golf Day, has been 
appointed associ- 
ate advertising 
| manager for Time 
| Inc.’s new nation- 
| al sports weekly. 
The appoint- 
ment was con- 
firmed here in 
New York by Wil- 
liam*Holman, ad- 
vertising director, following the 
first official announcement that the 
new magazine will be published on 
Aug. 13. 


A is] Persie . . ‘ 7 
NCHA 01o) eee 
step in proper wheel alignment 
is “BALANCED INFLATION.” 


Only Eco can give identical pres- 
sure in both tires in a matter of 


W. G. Curran 


seconds 


campaign to increase his business | 


William G. Curran, Life salesman | 





advertising and sales promotior. 
manager for Studebaker, has beer 
named brand manager of the nev 
Ekco- Foil Container division 0° 
Ekco Products Co., Chicago. 


David R. Cunnison, director o° 
circulation for Crowell-Collier Pub 
lishing Co., has been named a vice- 
president of the firm. 


Pete Barrett, outdoor editor of 
True for the past seven years, and 
editor of Fishing Yearbook ani 
Hunting Yearbook, has joined the 


| staff of Time Inc.’s new national 


sports weekly magazine. Barrett 
will be outdoor editor for the still 
untitled magazine. 


Neal W. Shelby has been placed 
in charge of automotive advertising 
for the Washington Post and 
Times-Herald. He succeeds the late 
Allan C. Whitehead. 


Richard E. Coffey, formerly ad- 
vertising manager for Fortune, has 
been named general promotion 


Exhibition of Advertising and | 


| manager for Life. 


Jack Jennings, captain of the 
Chicago Cardinals professional foot- 
ball team, has joined the Chicago 
staff of MacFadden Men’s Group, 
a department of MacFadden Pub- 
lications, Inc. 


A. Bruce Ewing, formerly of Ford 
Motor Co., has been appointed news 
bureau manager for Manufacturers 
Light & Heat Co. and other Pitts- 
burgh-group companies of Colum- 
bia Gas System with offices in 
Pittsburgh. 


Frank M. Leonard has been ap- 
pointed to head the public relations 
department of the New York office 
| of Campbell-Ewald Co. Leonard 
formerly was public relations direc- 
tor of D’Arcy Advertising Co. 


| Chuck Kline, president of Metro- 
politan Sunday Newspapers, Inc., 
has announced the appointment of 
| Frank J. Byrne as account execu- 
tive on the staff of Metro Sunday 
Comics. Byrne formerly was vice- 
president of L. E. McGivena & Co. 


| John C. Rohrs has been appoint- 
ed promotion manager of Nation’s 
Business. He previously was a 
member of the publication’s sales 
and advertising staff. 


George S. Chappars has_ been 
named director of advertising and 
| public relations of Robertshaw- 
| Fulton Controls Co., Greensburg, 


Pa. 


Jack Bryner, a member of 
Collier’s Detroit advertising staff, 
has been appointed manager of the 
magazine’s Detroit office. 


Mortimer Berkowitz has been 
named treasurer and a member of 
the Board of Directors of Brief 
Publishing Co., 400 Madison Ave., 
New York. 


Dan Doody has been appointed 
|manager of the Chicago office of 
| Farm & Ranch magazine. Doody 
| has been with Farm & Ranch for 


| : 
| mine years. 


Van J. Saul, assistant to the pub- 





Curran, who will make his head- | 
quarters in Detroit, has been active | lic relations director of Willys Mo- 
in pre-publication sales work since| tors, Inc., Toledo, since 1951, has 


last March. 


= * 


Guide For Vacationers 


The European edition of the New 
York Herald Tribune has published 
| @ 136-page book called “1954 Guide 
| to France and Italy.” 

A limited number of complimen- 
tary copies of the guide are avail- 
able to readers of this publication. 
Manhattan and Bronx residents 
should send 18 cents in stamps to 
cover postage; elsewhere 24 cents 
to Information Service, New York 
Herald Tribune, 230 West Forty- 
first St.. New York 36, N. Y. 


j * * * 


New Chevrolet Film 


Gale Storm; her husband, Lee 
Bonnell, and their three sons are 
starred in the latest Chevrolet 
dealer community-service movie 
release, “How To Go Places.” 

The 10-minute, one- reel film, 
distributed for group showings by 








EVERY MINUTE SAVED ON THE JOB MEANS 


EXTRA PROFITS —That's why progressive 
car dealers install modern shop equip- 
ment that saves steps and time on routine 
jobs. Quick convenient water service and 
automatic tire inflation right at your lift 
will save enough time and manpower 
to put through several extra lube jobs 
each week. 





Eco Remote Control Tireflators provide 
precision automatic tire inflation in sec- 
onds with overhead reel convenience. 
Tireflator mechanism also available for 
attachment to any make of air reel previ- 
ously installed. Eco Islanders give you dealers, offers tips on traveling 
handy complete water and automatic air and vacationing in the family car. 
service right at your finger tips — with - aii a 
fully automatic hose retraction. Names 

Clifford C. Curtis has joined the 
advertising sales staff of the Wom- 


an’s Home Companion. He pre- 
viously was with the San Francisco 


JOHN Woop COMPANY, Bennett Pump Division, Muskegon, Michigan ea 


Offices in Principal Cities | Alvo E. Albini, formerly export 


FREE = 

Write for your copy of AIR-31, 
John Wood Company's new bro- 
chure telling how to save man- | 
hours and increase shop output. | 











| been named assistant to C. F. Toll, 
| advertising and publicity manager 
of Sherwin-Williams Co., Cleveland. 


Phillip L. McHugh has been ap- 
pointed director of the television- 
radio department of Campbell- 
| Ewald Co., with offices in Detroit. 
For the last four years he has been 
the director of the television-radio 
department of Tracy-Locke Co. 
Dallas. 


James H. Cobb has been named 
director of advertising for Amer- 
ican Airlines, Inc., succeeding James 
Dearborn who has been appointed 
| director of sales programming. 


Tom C. McCall has been named 
| director of public relations for 
Chrysler Corp. of Canada, Ltd. 
| Since April, 1953, McCall has been 
| associated with the corporation in 
| the capacity of public relations 
counsel, representing Public & In- 
dustrial Relations, Ltd. 


Joseph T. Franz, vice-president 
of Maxon, Inc., has been reelected 
president of the Scarab Club of 
Detroit. It will be Franz’ fourth 
term as president. 

Ralph Ginzburg, formerly a copy- 
writer for William H. Weintraub & 
Co., has joined Look magazine as 
circulation promotion manager. He 
replaces Edgar Peck, who has gone 
to Grey advertising agency. 
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9% ‘% Collections Claimed by Missouri Dealer .. . 








Kempf Credit System Pays Off 


By L. H. Houck 
Staff Correspondent 

FAYETTE, Mo. — Five hundred 
open accounts and only $18 past 
due for 90 days is a record in a lot 
of dealerships but common practice 
at Kempf Chevrolet Co. (Chevrolet- 
Oldsmobile) here. 

“Credit accounts are not only 
welcomed but are invited,” says 
J. A. Kempf, owner. One of the 
appeals to credit customers is the 
angle that Kempf actually does | 
their bookkeeping for nothing. 

Customers are told that 12 item- 
ized statements from Kempf is all 
they need to get their car or com- 
mercial vehicle correct on an in- 
come tax report. Such items as 
gasoline, repair parts, state and| 
Federal taxes are kept in the prop- | 
er order so all the customer has to | 
do is to copy them onto his form. 

As a result of this angle, a num- | 
ber of commercial industries using 
trucks have placed all of their busi- 
ness with the firm. 

Kempf also specializes in having | 
records of all customers easily 
available. If a customer loses his 
license plate, all the necessary in-| 
formation including the number | 
and what to do about it is available 
at Kempf, where records are kept | 
back for six years. 

The firm’s method of extending 
credit and getting 98 percent pay- 
ment each 30 days has been the 
result of five years of study and 





development. ‘ 
The plan pivots about the credit 
manager, Mrs. Fay L. Martin, who 
is responsible for a large part of 
the development of the credit sys- 
tem, Kempf says. 
No credit is ever authorized by 


MEWA Cool to Adoption 


any member of the firm or employe. 
All must go through the credit 
manager’s office. Even if an old 
friend asks Kempf for credit, he is 
told he must pass the credit man- 
ager’s inspection. 

With all credit applications and 
open accounts in the hands of 
one person, the success of the 
system lays in the explanation 
and understanding between the 
customer and the credit manager, 
Kempf reasons. 

The credit manager explains their | 
terms are 30 days, with each ac-| 
count due on the first day of the 





following month. It becomes delin- 
quent on the 6th and an interest 
charge of 8 percent begins after | 
the 10th day of the month. 
Statements go out on the first 


| day of the month and accounts not 


paid by the 10th get a second state- | 
ment. If payment is not received by 
the 20th, a telephone call or a letter 
is used, 

The customer is made to under- 


stand that these terms are for all |_ 


and that accounts are expected to| 
be paid by the 6th, if open account | 
credit is to be continued. If a cus- | 
tomer can’t make these payments, | 
he may be given a budget account 
in which the amount is paid by the 
month and secured by a mortgage 
on the car. | 
Persons, who apply for credit 
when it is known they are not 
entitled to open account credit as 


Miller Takes Ford 


Miller Motor Co., Parker, S.D., 
formerly a Dodge-Plymouth dealer- | 
ship, is now handling Ford. Wayne | 
Miller is the dealer. 


Of Trade Practice Rules 


CHICAGO.—Industry should not 
expect particularly important re- 
sults from trade practice rules for 
the automotive service industry, ac- 
cording to a statement released by 
the board of directors of the Motor 
& Equipment Wholesalers Assn. 


Formulating trade practice 
rules need not be expensive, the 
board said, and if the Federal 
Trade Commission grants appli- 
cation, MEWA will represent 
members who authorize it to do 
so without extra charge. } 
The board pointed out that it is 

not opposed to trade practice rules 
and made the following points: 

1. Trade practice rules cannot 

change the law, requirements of 


New Goodrich Warehouse 
Rising in Oklahoma City 

OKLAHOMA CITY. —A building 
to house the district office and 
warehouse of B. F. Goodrich Co.’s 
tire and equipment division is being 
constructed on Hill St. in the Santa 
Fe industriat section of Oklahoma 
City. 

A. E. Vogt, district manager, said 
the building is expected to be ready 
for occupancy Oct. 1. 








which can be ascertained only by 
the courts. 

2. The rules must be stated in 
general terms, since they cannot 
deal with particular circumstances. 

3. As to “ciarification” of the 
Robinson-Patman Act, one of the| 
objectives of the proposa! for trade} 
practice rules, the law, in the opin- 
ion of the board, “clarifies” itself 
as much as trade practice ruies can 


| do. 


4. The rules cannot be regarded 
as a guide to FTC’s attitude in | 
given sets of circumstances. | 

5. FTC’s enforcement powers re- 
sult from the laws under its juris- 
diction. Trade practice rules do not | 
subtract from or add to those} 
powers. 

6. There are two classes of trade 
practice rules: Those that are per-| 
missible because they are not pro-| 
hibited by law, and those that are! 
prohibited by law. The law as in-| 
terpreted by the courts is the only | 
controlling factor. 

The board statement concludes 
that in view of these facts “we do 
not believe members of the indus- 
try would be justified in the ex- 
penditure of any great amount of 
money or of time and effort to} 
have the rules formulated.” 











Ford Sales Aides Launch New Region— 


District managers of the Ford division's 


newly designated southwest region held 


their first conference at the headquarters in Dallas. Attending were (from left), C. |. 
Kenney, Dallas; J. M. Murphy, New Orleans; R. F. Anfin, southwest regional sales 
monager; J. B. Glass, Memphis; C. J. Seyffer, Ford division assistant general sales | 


monager for dealer relations; 
Oklahoma City. 


C. H. Weigand, Houston, and E. F. 


Williamson, | 


a result of previous records, are 
rejected promptly but courteously. 
Credit considered medium is often 
granted if a part of the account 
is paid at the time of the appli- 
cation. 

One of the reasons for the suc- 


cess of the system as it is now op-| 


erated, both Mrs. Martin and 
Kempf agree, is that the customer 


in every instance has made a deal | 
in | 


with the credit manager, and 
each instance the credit manager is 
trying to make the collection. These 
two individuals had a definite un- | 
derstanding, and it results in! 
prompt payments. 

Past due accounts are never al- 
lowed to rest, but an extension of 
time may be granted in a case of 
emergency. When the customer 
outlines the emergency and asks 
for an extension of time, he is 
merely asked by the credit man- 
ager how much time he needs, 


| 


Trailmobile Gives Course in 








Civics— 


A group of teachers from the Cincinnati area visited the Trailmobile plant on 
Business-Industry Education Day. They were welcomed by William A. Burns, president, 
and shown around by Frank V. Roy (extreme left), chief industrial engineer. 





is needed and this is usually grant- 
ed but if the extension is more than 
the credit manager is willing to al- 
low some form of compromise is 
worked out that is satisfactory to 
both parties,” he declared. 





babied. Kempf has a habit of tell- 
ing customers: “We just know that 
we appreciate your business more 
than anybody else.” 

Consequently the customers pay 
their bills on time and not only 
like it but are sold on the idea that 


Kempf says. 
“Usually 60 or 90 days is all that! 


Even with such a strict credit| Kempf is doing most of their book- 
system, customers are actually! keeping for them for nothing. 





d 
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SERVI-CAR SERVICE 


will bring them back for another car! 








Build customer 
satisfaction with this 
convenient service ! 





VERY car dealer knows — a satisfied service customer 

is a better prospect for a new car. Improve your service 
with a Harley-Davidson Servi-Car. This sturdy three- 
wheeler builds customer good will with quick pickup and 
delivery service. What’s more, it adds many square miles 
to your service area . . . actually puts more. customers in 
your “neighborhood.” So, join the thousands of successful 
car dealers all over the country who keep service profits 
rolling in and new car sales up with the Servi-Car. Ask 
your Harley-Davidson dealer for your copy of the Servi- 
Car booklet: ‘It Pays to Give Service” — or write direct. 


HARLEY-DAVIDSON MOTOR COMPANY 
DEPT.AN MILWAUKEE, WISCONSIN 


Here’s how the SERVI-CAR 
helps you to bigger profits! 
® Keeps business rolling in all year ‘round. 
® Builds good will with convenient service. 
® Gets jobs in and out of the shop quickly. 


® Provides continuous advertising where- 
ever it goes. 


® Saves time on errands for parts and 
accessories, 


‘\ ® Keeps costly shop and service equip- 


ment busy. 






G Tip / SERVI-CAR puts your service \ 
al! as near as your customer's phone * So F 


HARLEY-DAVIDSON SERV/-CAR 


SELLS MORE SERVICE 


® Gives safe, economical easy-to-operate 
service, 








YOU NAME IT — WE BUILD IT 
There is a HERMAN BODY 
designed for your customers’ 
specific needs... 
HERMAN REFRIGERATED 
MILK DELIVERY BODIES. 
Voie wa oa Werar 
COLDATRE 
Drive-On-The-Road Refrigeration 
SELF REFRIGERATED Ay, 


RIGHTLOADER 


Plug-in Refrigeration for OVER 
NIGHT LOADING 


LOS ANGELES.—A booklet, en- 
titled “LP-Gas, the Modern Fuel,” 
sets forth nine reasons why LP-gas 
|Should be used in trucks, buses, 
tractors, forklift trucks, cars and 
stationary engines. Free copies are 
available from American Liquid 
Gas Corp., 1109 Santa Fe Ave., Los 
Angeles 21, Calif. 

* 4 * 

Fork Truck Data 
| CHICAGO. — A reprint of “The 
Relationship of Fork Truck Stabil- 
ity to High Stacking” has been 
published by Mercury Mfg. Co, The 
book presents the engineering con- 
siderations in the ability of a fork 
truck to move loads vertically to 
great heights. Copies are available 
at no charge from Mercury Mfg. 
Co., 4044 S. Halsted St., Chicago 9, 
Til. 
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+ * + 
For House Trailers 


STAMFORD, Conn. — Foam rub- 
ber has been combined with cotton 


LI 


HERMAN BODY COMPA 


NY ST. LOUIS 10, MO. 





How's this for “Mechanized Might”? 


@ Mountain Home AF Base 
000 cars owned by personne 


Eglin AF Base 
2 men in 3 
own cars. 





Network or Service Weeklies and Air 
Force Daily, THE AMERICAN DAILY in 
Europe. 


In the services here at home, a new-car 
market 5 Times GREATER than that ex- 
isting overseas is waiting to be tapped by 
U.S. manufacturers who know how to 
advertise and sell in the highly specialized 
military field. Don’t miss out on this 


pleasure-car ownership in U.S. service 
installations* gives dramatic evidence of 
the terrific automotive buying potential 
within the Armed Forces. 


The Army, Air Force and Sea Forces 
( 31%-million strong plus dependents) 
earn a yearly spendable income of more 
than $8,000,000,000. Foreign car manu- 
facturers and many overseas represent- 


| and many other parts. 


| enables a pilot to see instantly the 
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News in Brief 





carpeting to produce a new type of | 
flooring material adaptable for | 


house trailers. The new product, 
developed by Hewitt-Robins, Inc., 
will be sold under the trade name, 


Fremont Foam-Tuft. It is made by | 
a process in which one-quarter of | 


an inch of foam rubber is spread 

and cured directly on the back of 

the cotton carpeting. 
. + 


U.S. Purchasing Guide 

WASHINGTON. — Publication of 
the U. S. Government Purchasing 
Directory, a guide to military and 
civilian purchasing activities, has 


* 


been announced by Wendell B.| 


Barnes, administrator of the Small 


Business Administration. The 92- | 


page directory is on sale by the 
Superintendent of Documents, 
Washington 25, D. C., for 50 cents. 


* * * 


The Name Please? 


NEW YORK. — An industrywide 
program to avoid duplication of 
trade names and style designations 
for vinyl-coated and pyroxylin-| 
coated materials and for vinyl | 
sheeting over 10 mils has been an- | 
nounced by the Plastic Coatings 
and Film Assn. The purpose is to | 
prevent conflict and confusion | 
among jobbers, distributors, retail- 
ers and consumers. 
a 


Lion’s Share of Lead 


NEW YORK.—tThe auto industry 
is the largest single consumer of | 
metallic lead in the United States, 
an article in the current issue of | 
Ethyl News reports. The article | 
says that almost half of the ap-| 
proximately 1.1 million tons of lead | 
that will be used in the country 
this year will go into the batteries, 
gasoline and into the solder that 
secures radiators, wiring systems 


* * 


* * = 


New Eye for Airliners 
NEW YORK. — A new airborne 
radar—RDR-1—has been developed 
by Bendix Aviation Corp. Primarily 
for commercial airliners, the device 


position, intensity and extent of a 





| mated at $60,000 when fire struck 





terrific profit potential . . . phone or wire 
our nearest office today for rates and 
full information. 


atives of American automotive firms are 
doing a peak business through advertising 
in the overseas editions of the Times 


* Complete survey sent on request. 


ARMY TIMES PUBLISHING CO. 


MY TIMES 
“ 3132 M St., N.W. * Washington 7, D. C. 


Meat es as 


@ NEW YORK @ BOSTON 
. St. John Hancock Bldg. 
ES 41 E. 42nd 
NAVY Ls @ CHICAGO @ LOS ANGELES 


6399 Wilshire Bivd. 


@ SAN FRANCISCO 
Monadnock Bldg. 


203 N. Wabash Ave. 


@ PHILADELPHIA 
R. W. McCarney, 1015 Chestnut St. 


Noa 
the 
IV 411 DAILY” 


Te ik) oh 


LONDON + PARIS + FRANKFURT * ROME * CASABLANCA * TOKYO 





storm, 
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PIE’s Courtesy Fleet 


DENVER. — The Pacific Inter- 
mountain Express Co. has added a 
new fleet of Ford station wagons 
for courtesy duty. The cars are 
equipped with first aid, fire-fighting 
and road service gear and operate 
under orders to render road service 
to motorists in trouble as well as 
to PIE’s own trucking fleet. 

* 


* * 





* cd 


S. C. Gas Tax Revenue Up 
COLUMBIA, S. C.—Gasoline tax 


| collections in May totaled $3,411,- 


980.38, up $56,289.03 from May, 1953, 

according to the South Carolina 

Tax Commission. 
* 


Fire Costs $60,000 
LIBBY, Mont. — Loss was esti- 


+ * 


Libby Motor Car Co. here, destroy- 


Good Year Seen 
For Truck Bodies 


GALION, O.—Streamlined pro- 
motions, increased advertising and 
plant expansions to provide for 
growing consumer demand for 
high-quality truck equipment are 
cited by Herbert T. Cobey, sales 
vice-president of Perfection Steel 
Body Co., to back his belief that 
1954 will be a good year for the 
industry. 

Perfection makes standard and 
special-purpose dump bodies and 
hydraulic hoists, platform stake 
bodies, and hydraulic end gates. 

Some sources predict a decline 
for the body and hoist industry 
next year, Cobey said, but Per- 
fection is among those that feel 
1954 will produce a greater volume 
of business than 1953. 

Cobey said that, with inventories 
normal, Perfection was producing 
at peak capacity and looked to 
1954 to be a record year. 


| tions for May, 1953. Motor vehicle 
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ing machinery and records. The 
loss was partially covered by in. 


surance. 


* * * 


Bonney Names Rep 

ALLENTOWN, Pa.—Hirkline Co, 
Cleveland, has been appointed sales 
representative for Bonney Forge & 
Tool Works, according to Roger O. 
Bay, vice-president for the tool 
sales division. 
| * 


Chrysler’s Morrow Cited 


DETROIT.—Thomas F. Morrow, 
works manager of the Chrysler De- 
troit tank plant, has received a 
bronze medal from the Research 
Institute of America for contribu- 
tions in the field of human rela- 
tions. Morrow was cited for his 
handling of employes and help in 
establishing higher safety stand- 
ards. 


* * 





* 


Tenn. Auto Revenue Up 

NASHVILLE.W—The Tennessee 
Department of Finance and Taxa- 
| tion reports that gasoline-tax col- 
lections for May totaled $4,751,247, 
an increase of $426,546 over collec- 


* * 


ms << moO 


collections totaled $2,879,265, a gain 
of 26.6 percent. 


ADVERTISEMENT 








YOU CAN PUT 

300 SALESMEN 
TO WORK SELLING YOUR 
NEW AND USED CARS FOR 


$29.75 


More than 3,000 Dealers in the 
United States and Canada are 
using our plan to increase Sales 


and cut their inventory. 


PROSPECTS EVERY DAY 


Write or wire for Free Samples 
and Details of this AMAZING 
PLAN 


SANZO SPECIALTIES 
Mfrs. of the used car tag with 
the beaded chain 


Box 68-A Endicott, N. Y. 














nw EW Custom-Built 


ALL-SEASON 
HEATER 


For ’53-’54 
Popular Make Cars 


HaDees 
Pater 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 











ADVERTISEMENT 


OPPORTUNITY 
FOR SALESMEN 


Nationally known California manvufac- 
turer of expensive automotive acces- 
sories has some territories open for top 
ey salesmen selling direct to car 

lers. Please state your background, 
what territory you travel, what car you 
have and which lines you carry. Write 
confidentially, Box 505, </o Automotive 
News, Detroit 26, Mich. 





D i 


All-Weather Durafilm Only $6.00 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohio, dept. N 


MORE AUTO DEALERS SPECIFY 


“BG 


PERSONALIZED NAMIE. PLATES 
THAN ANY OTHER MAKE 


WRITE POR STEMAC 1281 So. Cherokes 


OETAILS— Denver, Colorede 
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; With the Staff... 





ALONG DETROIT'S AUTO ROW 


sale, 30 days later and then every 
60 days. The salesmen inquires 
about the condition of the car 
and attempts to build a friend 
out of a customer. 

Says Roger: “We don’t bother 
them too much about a new car— 
until about 2% years after the new- 
car purchase, That’s how long the 
average new-car buyer keeps his 
auto.” 















Two Labor Views 


Dodge-Plymouth Dealer No. 1: 
“If the union would organize my 
salesmen, and all the salesmen in 
the area, I would be much better 


off. 

“Then, with about $75 tacked on 
the purchase price of all cars, I 
could afford to employ, and to keep 
employed, a staff of good salesmen. 
As it is, we can’t afford to keep 
first-class salesmen on our pay- 
rolls.” 

Dodge-Plymouth Dealer No. 2: 
“Union organization of our sales- 
men is the worst thing that could 
happen to dealers and to sales- 
men, 

“It has been my experience that 
good salesmen prefer to work only 
for commissions; fair salesmen 
want commissions and a draw, and 
poor salesmen want a guaranteed 
salary.” 


* * * 


A Dealer’s View 


“In my more than 20 years as a 
dealer in Detroit, I have never seen 
the automobile retailing industry 
in the condition it is now in,” de- 
clares a Dodge-Plymouth dealer. 

“It isn’t that we’re not selling 
cars. Lord, our sales are three or 
four times larger than they were in 
1938. But we were better off then, 
because we were showing a profit 
on each sale, something we're not 


* ¢ ¢ doing now. 


uation, and I hate to say it, is for 
the Government to step in and 
enforce its antitrust laws. I think 
there’s a very good case for ‘re- 
straint of trade’ action in this 
industry. 

“To me it’s quite obvious that one 
maker, in an effort to overtake an- 
other producer, is flooding the 
market with its cars and forcing 
its dealers, and all other dealers, to 
sell their cars for little more than 
invoice price. 

“When this practice reaches the 
point where dealers in competing 
lines are driven into bankruptcy, 
and this is certainly happening, 
then I think you have restraint of 
trade.” 

* + + 
Confusion on Options 


Contrasting auto merchandising 
methods, one dealer says: “We used 





prospect who wasn’t sold after 
three calls. 

“Now the salesman has to call 
on a prospect four times on the 
average before the prospect even 
knows what kind of a car he 
wants. Even then, he sometimes 
hasn’t made up his mind as to 
whether he wants an automatic 
transmission, 

“The trouble today is that there 
are too many options — colors, 
transmissions, brakes, steering me- 
chanisms, body styles and lines.” 

* * * 


Too Many Funds 


A Hudson dealer says that 
while the discount on most of his 
cars commonly is believed to be 
about 24 percent, he figures that 
it actually is much closer to 20 
percent. 

Says this dealer: “When you 
subtract $30 per car for the local 
advertising fund, $10 per car for 
the sales promotion fund and 
$2.50 per car for the service pro- 
motion fund, you’re a long way 
from 24 percent profit.” 

* * * 


Hudson Memories 
Commenting on the transfer of 
Hudson assembly facilities from 
Detroit to Kenosha and Milwaukee, 


his best years with the company 
were in the early ’20s. 

“Back in those days,” he recalls, 
“we used to compete with Cadillac 
and we gave them a pretty good 
fight. 

“Then, when the depression hit 
us in the fall of 1920, Hudson de- 
cided to come out with a much 
cheaper car, and finally worked it 
out so we could sell the car for 
around $1,300, if my memory serves 
me correctly. 

“There wasn’t much profit in this 
car, but we did pretty well with 
the buyers who wanted bumpers, 
spare tires and wheels, headlights, 
floor mats, etc.” 


Austin Withdraws ‘100’ 


From LeMans Race 


LONGBRIDGE, Birmingham, 
England. — Austin Motor Co, has 
announced that Austin-Healey 100s 
will not run in the LeMans 24-race 
or other sports-car events in Eu- 
rope this year because they are 
basically standard production cars. 

Donald Healey, president, said 
the firm made this decision because 
it considers present regulations for 
sports-car races allow cars to com- 
pete which do not resemble pro- 



































Repeaters 

Al Roger (Dodge - Plymouth), 
president of Detroit Auto Dealers 
Assn., reports that his “repeat” 
business is good this year and 
credits it to his salesmen, who are 
required to keep in close touch 
with customers and to keep a rec- 
ord of such calls. 

Each salesman, after selling a 
vehicle, must contact the cus- 
tomer within one week after the 


Chrysler Picks 3 
To Direct Finance 


Plan for Dealers 


DETROIT.—Albert H. Green, L. 
Sidney Oehring and Dennis A. 
Buckley have been appointed in- 
vestment managers in Chrysler 
Corp.’s new dealer enterprise pro- 


gram. 

Formed in March, the program 
provides for investment by the 
corporation in selected dealerships. 

Green has been associated with 
Chrysler Corp. and Dodge since 
1945. He was director of business 
management with Dodge until 1949, 
when he left to become general 
manager of a Dodge-Plymouth 
dealership in Newark, N. J. Before 
joining Dodge, Green spent 15 years 
with several General Motors divi- 
sions. 

Oehring joined GM’s management 
service in 1927, where he became 
a supervisor of field operations and 
later zone manager for the south- 
west region. In 1933, he transferred 
to Chevrolet. During the next 13 
years, he held_the positions of 
supervisor of motor accounting, 
business manager, assistant zone 
Manager and assistant national 
business manager in charge of 
western half of the United States. 
From 1946 to 1954, Oehring owned 
and operated a dealership in Oak 
Park, Il. 

Buckley joined GMC Motors 
Holding division in 1939, as ac- 
counting supervisor in the Memphis 
office. In 1941, he was appointed 
assistant to divisional comptroller, 
and later, became Pittsburgh branch 
manager. He was appointed In- 
vestment manager for the Atlanta 
region in 1949. A year later, he 
operated a dealership in Pennsyl- 
vania. 


A Taxing Deal 


British Cars Cheaper Here 
Despite Duty 

MONTREAL. — Although British 
cars are subject to a 10-percent 
tariff on entering the U.S. while 
entering Canada duty-free, the 
price to the U.S. consumer is con- 
siderably lower. 

For example, the manufacturer's 
price to the dealer on one British 
car is $1,400. When it arrives in the 
U.S., an extra $140 is added for 
tariff, the dealer adds his profit and 
the car costs the consumer $1,695. 

The same car would enter Canada 
tariff-exempt. But there is a 10- 
percent Federal sales tax and a 15- 
Percent excise tax, pushing the 
price up $350. The dealer takes his 
profit and the price of the same car 
to the Canadian buyer is $1,895. 





“The only solution for this sit- 





to insist that a salesman drop a|Wis., former Hudson dealer says 


duction units. 


High Compression? . . ROCHESTER! 


New york, Buffalo, Roch- 
ester and Syracuse are New York 
State’s four largest cities in that 
order. But Rochester moves over 
to first place when it comes to 
sales per capita of automobiles or 
filling station products (according 
to the U. S. Census). 


Indeed of all thirty-six Metro- 
politan Areas in the New England 
and Middle Atlantic States, the 
Rochester Area is third in per ca- 
pita automobile sales. 


Among the 210 important news- 
papers whose advertising is meas- 
ured by Media Records service, 
those in Rochester are second in 
automotive advertising among all 
morning newspapers, second 
among evening newspapers... 
and fourth among Sunday news- 
papers. Clear proof of the wealth 
and sales potential in this market. 


In Rochester, the automobile 
market is very nearly an “Every 


Family” market ... and it takes 
“Every Family” advertising to 
reach it adequately. The same 
holds for the many other high 
potential markets like Rochester. 
The new car business, the used 
car business, and the most suc- 
cessful lines in gasoline and acces- 
sories have long been built on the 
firm foundation of adequate news- 
paper advertising. 


Is there any greater advertising 
success than Cadillac ... any car 
that sells new with greater assur- 
ance of a high used car value? ... 
Because everybody, yes every- 
body, has been persuaded to hope 
for a Cadillac someday... 
through the universal appeal of 
newspaper advertising—''Every 
Family" advertising — more than 
through any other medium. And 
that holds for Buick, Esso Extra 
and many other great names. 
Now, when production capacity 
exceeds sales volume, is no time to 
ignore successful experience. 


No form of advertising limited 
in appeal only to those who like 
certain entertainers, or certain 
“shows” or certain types of peri- 
odicals . . . none of these can be 
“Every Family” advertising. None 
of these can assure you of reach- 
ing, at best, more than 1 in 4 
or 5 of the people ... usually 
less than 1 in 10. That’s why suc- 
cessful automotive dealers and 
distributors have always preferred 
newspaper advertising in their 
markets, reaching their people. . . 
ALL of their people. 


Ask any J. P. McKinney office 
about automotive sales figures 
on a per capita basis. Or about 
“The Nationwide Newspaper 
Formula” which shows the 
means of obtaining essen- 
tial newspaper coverage in 
every county, sectionally or 
nationally. 


J. P. McKINNEY & SON 


30 Rockefeller Plaza 
New York 20, N. Y. 


REPRESENTING THE GANNETT NEWSPAPERS: The Hartford, Conn., 
and in New York State: The Albany Knickerbocker News @ 


The Plainfield, N. J., Courier-News @ 


The Binghamton Press @ The Elmira Advertiser © 


INCORPORATED 


400 N. Michigan Ave. 
Chicago 11, Ill. 


Times @ 


The Elmira Star-Gazette @ The 


681 Market Street 
San Francisco 5, Calif. 


Commercial News @ 
The Beacon News @ 
Elmira Sunday Telegram @ The Ithaca Journal 


The Danville,  Ill., 


The Malone Telegram @ The Massena Observer @ The Newburg News ® The Ogdensburg Journal © The Ogdensburg Sunday Advance-News 


* The Olean Times - Herald * 
The Rochester Times - Union 


@ The Saratoga Springs -Saratogian 


The Potsdam Courier & Freeman * 
© The Utica Observer -Dispatch © The Utica Daily Press 


The Rochester Democrat & Chronicle * 








DOES IT 
AGAIN! 


Ever striving to improve and better ride 
controls, Gabriel engineers have now de- 
veloped the first fool-proof adjustable shock 
absorber to meet individual preferences in riding 
comfort. It’s the brand-new 3-way Gabriel AjustO- 
matic Shock Absorber. Easy to adjust for a “Soft”, 

“Normal” or “Firm” ride. A click of the shock and you 
select the ride you like for the road you like. 


Here is the latest idea in shock absorbers for all cars, 
whether new or driven a year or more. Be among the first to 
feature this newest of GABRIEL FIRSTS, 

Gabriel’s crowning achievement in shock ab- 

sorber engineering. 


Detailed information free on request. 


H#GABRIE Lompany 


CLEVELAND 15, OHIO 














FOR EVERY CAR IN EVERY STATE 
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ndent George Glaser Writes .. . 





Auto Letter from Europe 


| FRANKFORT, Germany.—As the 


racing season in Europe has 
started, let me give you a brief 
description of the situation. 

The formula for grand prix 
racers requires motors not larger 
than 152.5 cubic-inch displace- 
ment, which means _ engines 
smaller than the Studebaker 
Champion power plant. 

All of these engines, which must 
be unsupercharged —a fact about 
which Mercedes has been crying— 
develop about 250 horsepower and 


| the cars have a top speed of 160 to 


180 miles per hour. 
Most of the cars have four-speed 
transmissions, except Mercedes and 


| Lancia, which have five-speed gear- 
| boxes. 
| shift. 


Lancia uses a hydraulic 


* * * 


Four, Six, Eight 


‘1. number of cylinders of the 
1954 models range from Fer- 
rari’s four, to six for Maserati and 


| Gordini, to Lancia’s V-8 and Mer- 


cedes’ eight. Mercedes has said 
nothing officially about the engine, 
but insiders say it really is a 
straight eight, placed flat and 
mounted in front of the driver. 
While injection may be tried 
eventually, it is reported, Mer- 
cedes currently is testing with 





International Auto Fraud 


Puts Canadian in Prison 

TORONTO.—Edward C. Morgan, 
Toronto, who obtained cars by 
fraud from Toronto auto dealers 
and sold them in the U.S. before 
they were paid for, has been sen- 
tenced here to three years. 

Morgan, arrested after weeks of 
investigation, allegedly obtained 
about six new cars with a total 
value of more than $15,000. All were 
recovered. 

Police testified that he made a 
downpayment on the cars and fi- 
nanced the balance, one at a time. 
He then drove the cars to New 
York and sold them. 











LICENSE PLATE 
FRAMES 


in gleaming chrome or goldray finish. Fea- 
turing the crystal-clear 


RavyuiTe Lens 


... that keeps plate clean, is non-breakable 
and rubber cushioned! Rayline plate frames 
add a distinctive note of smartness to any car. 
CUSTOM CRAFTED FOR ALL STATES 
AND ALL SIZES. 
Retail Prices — $5.50 ea. 
$7.50 ea. 


Chrome 
Goldray 


GUIDE POSTS 


Glamorous accessory that makes 
driving easier and safer! 


Avoid costly fender scrapes by being able 
to see the front and side of your car with 
sparkling chrome Guide Posts. Will not mar 
fender . . . rattle or vibrate. Optional safet 
spring prevents breakage. Attach easily wi 
solid brass bracket. Give your car that long, 
low “continental look’’. 

Per pair, retail — $6.50 without spring 

$7.50 with spring 


@ FAST TURNOVER @ EXCELLENT PROFIT 
@ DEALER’S INQUIRIES SOLICITED 


INTERNATIONAL MANUFACTURING CO. 


‘*Manufaclurers of fine aulo accessories since 1921” 


ROXBURY 19, MASS. 





eight dual-step Weber carbu- 
retors. 

The Lancia V-8 is nearly a flat 
engine, since the two banks are 
mounted at 120 degrees. Both Mer- 
cedes and Lancia use dual spark 
plugs and have dual-ignition mag- 
netos. Mercedes uses a new type 
built by Bosch of Stuttgart. 


Alfa Romeo, Bugatti and a few} 


smaller race-car builders have not 
yet announced new models. Mer- 
cedes won’t be ready for two to 
three months and has decided not 
to enter Le Mans, which gives 
Jaguar another big chance. 

* + * 


About Mercedes ... 


I ye to answer some inquiries 
about Mercedes: While the 
platform-type chassis of the new 
four-cylinder 180 was shown at 
Geneva, chassis of the 180 and the 
six-cylinder 220 will not be sold 
separately, as the bodies are part 


of the self-supporting design which | 


can be correctly carried out only 
with Mercedes’ own body types. 
These two models will remain four- 


door sedans and sliding roofs will | 


be available. On the 220, a con- 


vertible and coupe also will be} 


available. 

In regard to the new rear axle 
of the 220, I have now obtained 
a photo, Before, the differential 
was mounted in the chassis and 
had a universal joint on each 
side connecting with the axle 
shaft, which was contained in 
swinging rear axle housings. 

In the new arrangement, Mer- 
cedes has flatter angles, uses only 


one universal joint, gets the long- | 
est possible axles at the given) 


width of the entire assembly and 
decreases the arc in which the rear 
wheels move when sprung up or 
down. 

This development in regard to 
better roadholding concerns Euro- 
peans more than new wrinkles in 
styling. 


* * * 


Fears of the French 

new 'rO FRANCE, where they 
have two automobile manufac- 

turers associations. The second one 

is new and was formed by Berliet, 

Citroen and Peugeot. 

Supposedly, this new group of 
manufacturers is afraid that the 
border protections within Europe 
may be taken away too early and 
they seem to feel that France is 
not competitive in a free Euro- 
pean economy—which ultimately 
would be the only way for Europe 
to exist. 

Perhaps my observations are 


wrong, but I can’t help feeling that | 
in France all production goods are | 
too much preloaded by socialized | 
ideas which cost taxes and other | 


things. 

Germany and England seem to 
be able to produce at lower costs 
and therefore are able to offer their 
goods at lower retail prices. 

This is not to be construed as a 
criticism of the quality of French 
products. It. may be the ideology 


under which the French people} 


prefer to labor which makes the 
products rather expensive. I also 
feel that perhaps the productivity 


* * ® 


of the individual could be raised 
a bit. 


* * * 


Fat Tire Produced 


oe largest tire yet for the i3- 
inch rim has been produced in 
Germany. It is the 6.70 by 13 and is 
being used on the Mercedes 220 
Latest rumor in regard to tlie 
reprivatizing of Volkswagen has 
it that Krupp, the big steel firm 
of Essen, is negotiating in regard 
to the purchase of the VW enter- 
prise from the Government. 
Speaking of Volkswagen, its dis- 
tributor in Berlin, Eduard Winter, 
has sold in a few years more than 
| 12,000 Volkswagens in that divided 
city — not counting sales through 
| dealers under him. 
| In order to follow the VW ide- 
|ology of not letting one service 
| establishment become too large 
}and clumsy to be handled, Winter 
| has opened a new shop in Berlin- 
Neukoelln, a suburb which used to 
be called Rixdorf when I roamed 
the streets of Berlin in my youth- 
| ful years. 





The VW Formula 


GXxTY to 70 persons should work 
in a shop designed for an aver- 
age daily writing of 100 repair 
orders, according to the Volkswagen 
formula. Winter, the former Gen- 
eral Motors distributor for Berlin, 
has taken this formula as a guide 
for his new shop. 

A few of the fine design fea- 
tures of the new shop should be 
mentioned. Vehicles entering the 
writeup area pass over a pit from 
which hot air is blasted to re- 
move ice and snow in winter 
months. 

In the paint shop, a curtain of 
hot air blowing down from the top 
takes away all mist and permits 
work with a mask. 

In order to avoid dust, the paint 
room is slightly pressurized. When 
a car is painted, a wall lifts up and 
the vehicle glides automatically to 
the drying room. 

* 





« s 
Peeking in Privacy 

N ORDER to let the customer 

view the proceedings in the shop 
and at the same time keep him out 
of the mechanics’ hair, a waiting 
room has been provided on an 
upper floor with large windows 
overlooking the shop. A luncheon- 
ette takes care of the customer's 
desires. 

When testing a car with the 
owner, the service consultant 
uses a pad which breaks down 
all usual work into 16 basic 
groups and many subgroups cov- 
ering 98 percent of all services 
ever encountered. 

In one column the serviceman 
marks all the work he would sug- 
gest and in another column the 
work which the customer actually 
wants performed is marked with 
an X. 

Those are just a few highlights 
from a shop owned by a man who 
cannot be disturbed by political un- 
rest, danger or what-have-you, but 
continues to do business as usual— 
Ed Winter, king of the German 
dealers. 











New Rear Axle for Mercedes-Benz— 


This pendulum-swing rear axle is being mounted by Mercedes-Benz on its new 220. 
The differential is part of the left rear axle housing and the single universal joint is 
mounted exactly in the middle of the axle. This layout, Mercedes says, provides flo'ter 
suspension angles, gets the longest possible axles for the given width of the enjire 
assembly and decreases the arc in which the rear wheels move when sprung. 
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he is only piling up more used cars. 
He winds up with the sheriff at 
the door anyway, and the factory 
scouting around to find another 
dealer to put in his place. 

(Any questions you may have 
on dealer business management 
will gladly be answered by J. B. 





Dealer Business Counsel 


Average Outlet’s Cash Position Found Sound, 
But Stocks Must Be Watched 







By J. B. Van Tassel drain the necessary expansion cash| Van Tassel, c/o Automotive 
Dealer Business Counsel from one capital account to an-| News, 2666 Penobscot Bldg., De- 
(uz average cash position of | other. | troit 26, Mich.) 
dealers is still very sound and Eve aoe a aE 
liquid, according to the May state-| Piling Up Used Cars Canadian Truckers Open 


Seana. _ iv of the fastest ways for a Membership Campaign 
The cash on dealer to go out of business is} OQTTAWA.—The Canadian Truck- 
hand and in bank for him to dissipate his liquid ing Assn., formerly known as Cana- 
is averaging from | Working capital by piling up a used- | dian Automotive Transport Assn., 
a low 75 percent| C@r inventory in excess of a 30-day | intends to increase its membership 
of the total) Supply, or burdening himself with | to include manufacturers of trucks, 
month’s expenses | too many slow-moving parts and an | trailers and tire equipment, as well 
of the business to| @ccounts receivable load of uncol-| as producers of oil and gasoline. 
a high of 400 per- | lectable items to the degree that he President G. M. Parke, Toronto, 
cent and an aver-| could not afford to buy or sell new | said CTA has submitted copies of 





age of 200 per- cars. a model Motor Carrier Act to the 
cent. When a dealer gets in this kind | Canadian Government. The act con- 
J. B. Van Tassel Accounts receiv-| of a financial position, he is on | tains CTA’s view on governmental 
able as a percentage of service and| his way out, A factory will cer- | control of the highway transport 
stockroom sales average 45.7 per- a fae ——= oo ee “— is - ‘ ee 
varyi Ww .| of a dealer who cannot buy an is based on two principles, 
iy sate ae aseene Per" sell new cars. So what does a |Parke said, including control of|Car for Merced Dr iver Training— 


The percentage of past due ac-| dealer do to save his franchise? | entry into the trucking field by a] George Johnson jr. (right), partner in Merced Motor Sales (Oldsmobile), Merced, 
counts receivable in some cases is| He immediately liquidates frozen | board which would hold public] Calif., presents a car for driver-training classes at Merced High School to Frank H. 
as low as 4 percent of total ac-| assets at large cash discounts in| hearings of all applicants, and reg- | Poytiers, principal. At left is D. R. Stehle, district manager. — 











counts receivable. order to buy and sell more new/ ulation of truck rates with firms Wondering how new-car and truck production and sales are making out? AUTOMO- 
It is also interesting to note that | cars. However, he soon finds that | filing tariffs with the board. TIVE NEWS gives you the entire story every week throughout the year. 

new-car stocks in some of the large 

dealerships are as low as a five-day 9 

dealerships are as low as a five-day | ONLY DITZLER’S DEPENDABLE PERFORMANCE CAN GIVE SUCH 


are even lower than this in some 


cases. 
However, there are statements 
which show a much higher sup- 
ply of new and used cars, Where 
your inventory of new and used | 
cars is in excess of a 15-day sup- | }) 


ply, you had better start doing 
something about it now. 

I've said it before and permit me 
to say it again: More auto dealers 
go broke because of lack of liquid 
working capital than any other 
reason I know of. When a dealer 
starts business, his required liquid 
working capital standard is firmly | 
established by the factory before it | 


will approve his franchise. 
* * * 


a 





Danger Signals 

ACTORIES demand that such a 

position be strong. After that, a 
dealer is more or less on his own 
in the fight to preserve a healthy | 
position. And what a fight that 
generally turns out to be! 

Accounts receivable begin to pile 
up when a dealer sells service and 
parts. Notes receivable take their 
share of liquid capital cash position 
when the dealer accommodates the 
short-term notes of friends or good 
customers to save them interest 
costs. 

If the dealer will not accept the | 
note, his competitor may, and, of 
course, the dealer does not want 
to lose the deal. 


4 ’ 7“ N 
Then there is the used-car toll if MA || N 


on liquid working capital. Origin- . 
ally the dealer’s cash position is set 1 
up on the basis of a 30-day supply | 


of used cars. Suddenly he runs into 

a slow used-car market. The first \ a Hl bes 

thing a dealer knows is that he has co a 

$60,000 worth of used cars in stock q J ui s 

instead of projected $30,000. fs serecreecemres cee 
Naturally, his immediate cash po- 

sition is impaired by $30,000. Then 

along comes a sales drive by the 5AM toni 

factory on parts and accessories. | 

Before the dealer can hardly wink, 

he has $50,000 worth of parts in 

stock instead of $25,000, which 

would be more in line with his 

working capital position as project- 

ed at the time when his franchise 

was signed. 


@eeeeeooeaeeeoeeveeeee 


HE SUPERIOR QUALITY of Ditzler Finishes is best 

shown by their outstanding performance in the 
motorcar industry. For fifty years these excellent coat- 
ings have been preferred by most of the leading manu- 
facturers of passenger cars, trucks and buses. This 
continuous preference—which lifted Ditzler to its 
present rank as the leading exclusive manufacturer of 


DITZCO 
QUICKSET ENAMELS 
OFFER YOU THESE 
3 GREAT FEATURES 


How to Avoid Trouble 


(THERE is only one way for a 

dealer to stay out of this kind 
of trouble. He must insist on his 
organization buying, selling and 
trading or merchandising in line 
With the ability of his working| 
capital. 

If a dealer wants to expand the 
Volume in any part of his business 
and the expansion is justifiably 
Sound, he should first determine 
how much additional working cap- 
ital will be needed. 

Before he attempts to raise the 
money, he should make certain 
that the additional volume will 
bring a reasonable rate of return 
on the required additional invest- 
ment. 

The average dealer gets in hot 
water when he attempts to expand 
on the basis of projected profit or 
income which he has not as yet 
realized, or where he attempts to 


unusually high solid content gives 


them more film-forming materials and year-out dependability of its products. There can 


be no stronger proof that Ditzler Finishes are better 
thers for all your refinishing needs. 

Colors are accurately matched to than any others fo y & 

motorcar manufacturers’ original 


color standards. DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


Detroit 4, Michigan 


Have better color retention be- 
cause they are formulated from 
the same pigments as the original 
factory color. . 





Cost less to apply because their z automotive finishes—was gained solely by the year-in 


DITZLER 
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DESIGNERS AND 
MANUFACTURERS 
of 


Special Tools 


for 


AUTOMOTIVE 
SERVICING 


MANZEL 


Division of FRONTIER INDUSTRIES, INC. 
341 BABCOCK ST., BUFFALO 19, N. Y. 
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On the Financial Front 





Each of the 850 Toledo employes 
of Textileather division, General 
Tire & Rubber Co., got a comic 
book from the boss last week. 


The comic book was in serious 
vein, however. It was the firm’s 
annual report to its employes, pre- 
sented as a pen and ink trip 
through the company’s facilities to 
explain the distribution of the sales 
dollar for 1953 when Textileather 
had record-breaking gross sales of 
$19,522,238. 


According to the cartoon report, 
Textileather spent 57.7 cents of 
every sales dollar for materials. 
Taxes took 2.5 cents, employes re- 
ceived 22.2 cents and stockholders 
less than one cent. Depreciation 
amounted ¢o more than one cent 
and maintenance and other costs 


10.7 cents. 
* * * 


Gar Wood Reports Profit 


Of $88,000 in 2nd Quarter 

Gar Wood Industries, Inc. has 
reported substantial improvement 
in the operations of the second 
quarter ended Apr. 30, over the 
prior quarter. 

Sales amounted to $9,001,000, an 
increase of $917,000. Profits were 
$88,000, compared with a loss of 


| $277,000 in the prior quarter. 


+ * * 


General Acceptance Sees 


$1 Million Net this Year 


General Acceptance Corp., Allen- 
town, Pa., has told its stockholders 
that “it appears very possible that 
the firm will achieve a record high 
in 1954 with earnings exceeding $1 
million for the third consecutive 
year.” 


F. R. Wills, president, reported 





Today - - ar) Exhaust Belongs 
oe L ae 





MAKES GAS GO FURTHER . . . GETAWAY FASTER 
Today smart car owners everywhere are getting more power 
..+ Smoother performance .. . greater economy with Grand Dual 
Exhaust Systems and Grand Dual Exhaust Header Systems. They 
add more “go” to getaways . . . give extra power to meet 
emergencies, extra speed for adventure. In addition, they increase 
horsepower up to 20% and stretch gas mileage 10 to 20%. 
Every purchaser a satisfied customer . . . every installation 
guaranteed to fit properly . Priced to bring big dealer profits. 
ORDER from your jobber now. Every system designed so factory 
replacement type mufflers can be used. 


a =3 ad Giz Cad VATE, 


PACKED MUFFLERS 


ellow tons 


FIBERGLAS 
aba nok ae a 


aan iaaid 


they paid for 
by installing 


DUAL EXHAUST SYSTEM 
a DUAL EXHAUST HEADER SYSTEM 


*Fiberglas (Reg. U. S. Pat. Off.) is o trademark of the Owens-Corning Fiberglas Corporation. 
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GRAND AUTOMOTIVE PRODUCTS bept. AN-5 


DIVISION OF GRAND SHEET METAL PRODUCTS CO. 


2055 N. Ruby Street, Melrose Park, Ill. 





that sales financing, installment 
loans and insurance showed im- 
provement in April and May over 
the same months last year. 

+ ad * 


Trico Products Earnings 


Total $4,191,963 in 1953 

Net earnings of Trico Products 
Corp., Buffalo, rose to $4,191,963 in 
1953 from $2,522,347 in the previous 
year, according to President John 
R,. Oishei. 

His report also revealed that 
Trico is going in for “automation” 
production methods to speed out- 
put. 

* ca * 
Hollingshead Earnings 
Drop Off to $53,782 

Consolidated sales of R. M. Holl- 
ingshead Corp. in the first quarter 
amounted to $3,774,746, compared 
with $3,976,590 a year ago, accord- 
ing to the stockholders’ report. 

Net earnings, after taxes, 
amounted to $53,782, compared with 
$75,291 in the first quarter of 1953. 


x * * 
Monroe Auto Equipment 


Notes Sales, Income Drop 

Sales of Monroe Auto Equipment 
Co., Monroe, Mich., during the first 
nine months of the company’s fiscal 
year—the period ended March 31— 
totaled $12,097,168 against $13,462,- 
773 in the like period last year, ac- 
cording to Brouwer D. McIntyre, 
president. 

Net income amounted to $158,104, 
compared with $357,544 a year ago. 


* + * 


|Maremont Sales Up 15 Pct., 


Net Off 5 Pct. in Quarter 


Sales of Maremont Automotive 
Products, Inc. and its subsidiaries 
totaled $5,695,071 during the first 
quarter, an increase of 15 percent 
over the 1953 first-quarter figure 
of $4,966,083, according to ‘Arnold 
H. Maremont, president. 

Consolidated net income, how- 
ever, was down 5 percent from 
$215,139 in 1953 to $203,900 this 
year. 

* * * 
General Acceptance Plans 


$4 Million Debenture Issue 


F. R. Wills, president of General 
Acceptance Corp., Allentown, Pa., 
has announced plans to file a $4 
million issue of convertible capital 
debentures, due June 1, 1984, with 
warrants to purchase common 
stock. 


The debentures will be convertible 
into common stock at the rate of 
60 shares per debenture. 


‘Old Moguls’ 


25-Year Employes Given 


Stock in Firm 


Twenty-nine employes of Federal- 
Mogul Corp., Detroit, have been 
presented with 20 shares each of 
the company’s stock and dubbed 
“Old Moguls” in honor of complet- 
ing 25 years of continuous service 
with the firm. 


For the last 16 years, Federal- 
Mogul has been recognizing its 25- 
year employes in this fashion. Some 
196 men and women have received 
stock in this way and 150 of these 
are still with the company. 

In addition to receiving the stock, 
these employes also were given a 
cash payment of $150 to cover in- 
come and Social Security tax re- 
quirements. 

*~ ‘ * 


Reliance Electric 


Earnings of $908,738 for the fiscal 
half year ended Apr. 30 have been 
reported by Reliance Electric & 
Engineering Co., Cleveland. This 
compares with a $923,769 profit last 
year. Sales totaled $18,200,968, com- 
pared with $18,812,182 a year ago. 

* * = 


Empire Acceptance 
Net earnings of Empire Accept- 
ance Corp., Ltd., Montreal, for 1953 


were reported to be $93,217, as com- 
pared with $60,806 for 1952. 





MINATING SYSTEMS 
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9 SYSTEMS 
TO CHOOSE FROM! 


1. Underfloor disappearing single type—3” 

2. Underfloor oo di: type—3” 

3. Underfloor twin type—3” 

4. Underfloor single plug-in type—3” 

$. Overhead disappearing type—3” 

6. Overhead hanging ty ween 

7. Overhead wall piug-in a 2 

8 Underfloor disappearing heavy duty—+4” 
(for trucks and buses). 

9%. Overhead hanging heavy duty—4” 
(for Socks and buses). 

Write for our new illustrated catalog. 


“The World's Finest Exhaust System" 
ENGWALD CORPORATION 
357 Lafayette Ave., Brooklyn, N. Y. 


Install the Heater that Gives 


25% 


MORE HEAT! 


For ’53-’54 
Popular Make Cars 


HaDees 
——— 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 





AUTOMOBILE DEALERS 


INCREASE SALES 


FOR YOUR 
SALESMEN! 





New sales method increases re- 
sults of new-used car salesmen! 


There’s no magic in successful selling! It 
takes plenty of CONTACT plus FOLLOW- 
UP. Here's a new system of FOLLOW-UP 
based on years of experience selling cars. 


‘“‘*FOLLOW-UP”’ is a prospect filing cabinet 
salesmen carry in their pocket. Scientifically 
developed system of keeping important data 
on every new or used car prospect. Aver- 
age salesmen trust to memory, or keep loose 
pocket memos which get lost. 


Prospects cost YOU money! Be sure they’re 
sold. Get your salesmen this beautiful Black 
Morocco Leather folder with specially 
printed filler pads for prospect data. Folder 
has 2 full-size pockets, pocket for calling 
cards. Order today! Satisfaction guaran- 
teed. Only $2.95 for folder and filler pad. 
Extra filler pads $1.25 dozen. Send check 
or M.O. to: HEMPSTEAD SALES Dept. 
B, P.O. Box 569, South Bend, Indiana. 











®@ Self-Adhering 
@ Interchangeable 
@ Indestructible 


AUTO DEALER'S 

iP. 

STA-PUT 
SIGNS CORP. © (0) 


296 FIFTH AVENUE - NEW YORK 1. N.Y. 
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Down to Low of .8 Pet. from 4.4 Pct. Last Year... 


Dealer Profits Scrape Bottom 


(Continued from Page 1) 


aged an operating profit of 5.2 
percent. 

Average profits of other groups 
were: Group I, 0.8 percent, com- 
pared with 3.9 percent last year; 
Group II, 0.4 percent, compared 
with 4.4 percent, and Group IV, 1.4 
percent, compared with 5.6 percent. 

+ + * 
os survey plainly indicated that 
all of the dealers were caught 
in the two-way squeeze of a slim- 
mer gross margin and higher ex- 
penses. 

Average figures for all dealers 
surveyed showed that the gross 
margin dropped from 17.1 percent 
to 15.5 percent, while expenses 
were climbing from 12.7 to 14.7. 

* * * 


None of the individual groups 
deviated from the pattern. 

In other words, while the average 
gross profit was declining 9.4 per- 
cent, the average total expense was 
going up 15.7 percent. As a result, 
the average dealer found his oper- 
ating profit for the first three 
months was 81.1 percent slimmer 
than it was in the same period of 
1953. 

Each group, without exception, 
showed a loss on used-car opera- 
tions. This was largely due, NADA 
said, to the fact that most dealers 
overallow on tradeins, and write off 
the difference as a loss on the books 


| of the used-car department. 
+ * 


oe average loss per used ve- 
hicle sold in the first quarter 


How Dealers Are Faring 
On Expenses, Profits 


(First Quarter, 1954.) 


Epiror’s Note: 


The following figures are taken from NADA bul- 


letins based on business management surveys. 


Operating Profit Before Taxes 


*VOLUME GROUP I 
GROSS PROFIT 
Selling Expense .......... 
Operating Expense ...... 
TOTAL EXPENSE 
OPERATING PROFIT .. 


VOLUME GROUP II 
GROSS PROFIT .... 
Selling Expense ... 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 


VOLUME GROUP III 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE . 
OPERATING PROFIT 


VOLUME GROUP IV 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 


INDUSTRY AVERAGE 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 


Percentage of 


First Qtr., 
1953 


16.9 


*Volume groups are based on 1953 retail deliveries of new cars and trucks as 


follows: 
IV, 750 and over. 


Group I, 1 to 149; Group II, 150 to 399; Group IIT, 


400 to 749; Group 


New Cars and Trucks 


Inventory per Dealer 


Cars 


7.8 
6.7 
13.8 
19.8 
8.4 


Volume Group I 
Volume Group II 
Volume Group III 
Volume Group IV 
Industry Average 


Trucks 
(Per Truck 
Dealer) 


Pct. Gross Profit 
Sales 
Trucks 


17.4 
18.9 
17.8 
15.4 
17.6 


Days’ Supply 
Cars Trucks 


55.8 
47.1 
35.3 
28.0 
47.4 


Used Vehicles 


Selling Price 
Per Unit 
3 Mos. 
1954 
$701 
$731 
$734 
$676 
$711 


1953 

$883 
$946 
$961 
$874 
$909 


Volume Group I 
Volume Group II 
Volume Group III 
Volume Group IV 
Industry Average 


No. Days’ 
Supply in 
Inventory, 


Volume Group I 
Volume Group II 
Volume GroupII ..... 
Volume Group IV .......... 
Industry Average . 


3 Mos. 


Ratio Used-Unit 
Sales to New 

3 Mos. 3 Mos. 
1954 1953 


Gross Profit Per 
Used Unit Sold 

3 Mos. 3 Mos. 
1954 1953 
$ 18 $24 
—$ 56 $15 
—$ 82 —$11 
—$118 $6 
—$ 41 $16 


Pet. of Used 
Vehicles in 
Stock 30 Days 
or Longer, 
3-31-54 
55.3 
45.8 
29.8 
33.3 
50.7 


Av. Cost Per 
Used Unit in 
Inventory, 
3-31-54 
$682 
$720 
$793 
$747 
$701 


3-31-54 


Parts and Sales 
(Accessories Not Included) 


Average Sales 
Per New Unit 
Sold 

3 Mos. 3 Mos. 

1954 1953 
VolumeGroupI . $403 $352 
VolumeGroupII $344 $293 
Volume GroupIII $291 $235 
Volume GroupIV $214 $241 
Industry Average $351 $306 


Percentage of No. Mos. Supply 
Gross Profit in Inventory 

to Sales ————_—_—_ 

3 Mes. 3 Mos. Mar. 31, Mar. 31, 
1954 1953 1954 1953 


28.8 


Annual 
Turnover, 
1954 


(Continued on Page 61, Col. 1) 











was $41. By volume group, it ranged —— 


from $18 in Group I to $118 in 
Group IV. 

A year ago in the first quarter, 
the average dealer was still net- 
ting $16 per used-vehicle sale, al- 
though at that time one of the 
volume groups showed an aver- 
age $11 loss on each transaction. 


1954 


Dealers also were in somewhat | 
worse position in regard to used-| 
vehicle inventories, with the excep- | 


tion of dealers in Group IV. The 
average dealer, the survey showed, 


had a 39-day supply of used ve-| 


hicles, and 50.7 percent of his stock 
was at least 30 days old. 
A year ago, the average dealer 


| had a 37-day supply of used ve- 


hicles, and only 44.7 percent had 


| been on the lot 30 days or longer. 


x * * 


| GRour IV had a 23-day supply 


for the first quarter of 1954, an 


| improvement over the 25-day sup- 


ply it reported last year. But the 


| group’s percentage of 30-day cars 


was higher this year than last. 
The only group to speed up its 
turnover was group III, which re- 
ported that only 29.8 percent of 
its stock had been on display 30 
days or more. It had whittled the 
figure down from 389.4 percent for 
the same period of 1953. 


For all dealers, used-car inven- 
tories as of March 31 were 5.4 per- 
cent greater than they had been a 
year earlier. That held despite the 
fact that the average price of all 
used-cars handled in the first quar- 
ter was $711, _compared with $909 
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in the first quarter of the past year. 

Meanwhile, the average dealers’ 
service absorption rate continued 
its downward trend, hitting 51.8 
percent for a first-quarter postwar 
low. The figure for the first quar- 
ter of last year had been 53.9 Ber- 





ana 


engine 


alia | 


pec ih 






r . emulsifies it . 
Pay be hosed off as easily as you rinse hands under 
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cent, also a postwar low at that 
time, 

Absorption rates ranged from 50.5 
percent in Group I to a high of 56.3 
in Group III. 

The sag in absorption rates was 

Ss on Page 61, Col. 1) 





ASER! 


shampoo 


BARNS 
MAKES 2 GALLONS 





Takes cling out of oil and grease 
. $o that all dirt 


water faucet. Launders engines faster, more completely, and safer than 


steam cleaning (warm the engi 


factory new appearance .. . 
Gunked engines run cooler. Get 


ne). Self scouring action brings out 


provides accurate visual inspection . . . 


Genuine Gunk in quart and larger 


sizes at better wholesale auto suppliers throughout the country . 
Flatly refuse imitations. 

Extra strength, ready-to-use Gunk in pint containers is available from 

any of the Harley-Davidson Motorcycle Dealers everywhere. 





MODEL 521 
25-TON PRESS : 


RA bea! 


om 


HERE’S THE IDEAL ALL-PURPOSE 25-TON PRESS... 
.. EVEN THE SMALLEST sHop CAN Buy! 


Answers all pressing needs, including Timing Gears, Universal 
Joint Pins, Axle Bearings, Ring Gear Rivetings, Bushing Work, etc. 


All the features of more expensive presses: 


Two-speed ram 


travel, handy ram pressure release valve, open end uprights for 


work on long shafts. 


WRITE TODAY FOR 
FULL INFORMATION. 


eo 


a 


for 35 years .. 
builder of machine tools. 


Versatile—Serviceab 


.a leading 


‘e 


LEMPCO PRODUCTS, INC. 


le—Economical. 


Bedford, Ohio 


Gentlemen: Send me prices and fyll information 
on No. 521 HYDRAULIC PRESS 


AN 
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“Chadwick's so prouda the way he hooks that Lectrotest up 
nobody's had the heart to tell’im a two year old can do it!” 


(Qn 
\ T) 4 


Pe Lh co 


ae uo 


PCN Gu ake Ta ene 


ere RUE ae 


- Customer comes into your shop . . . he’s not 
happy with the mileage he’s been getting. You check the 
carburetor, fuel pump . . ~ everything that might cause 
excessive gasoline consumption. Nothing wrong. But 

‘ou know what's causing the trouble . . . the man’s driving 
habits! Question is, how do you tell him that... without 
losing him as a customer. You don’t! 


)) And that’s why you need LECTROTEST! You can hook 
it up én less than 5 minutes, and you can take the customer 
out for a personalized road test ...a convincing two-way 
demonstration that shows him by eye, tells him by ear, 
in just ten minutes, that the oe is not at fault. The 
mileage complaint is ha ong . the customer is com- 
pletely satisfied. So bring your shop up-to-date! ... 
win friends for future profits with LECTROTEST. Con- 
tact your local Authorized Kent-Moore jobber today! 


5-105 General Motors Building + Detroit 2, Michigan (Kim) 


9 © 2 


Menvtacturers of Special Aviomotive Service Tools and Equipment 





A Sales Tool, Too! 


Yes, alert car salesmen 
are using Lectrotest as 
a potent aid in making 
extracar sales. Because 
Lectrotest proves new 
car mileage claims . . . 
licks prospect doubt 
concerning used car 
performance, too! 
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KENT-MOORE ORGANIZATION, INC. 
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when you SELL COLUMBUS 


you don’t have to wait for 
shocks to wear-out, break, 
or go bad. Whether a 

car or light truck is 

old or brand new, 
COLUMBUS offers 


SL ed a 3 
PISTON 


excess of 
ordinary shocks. 


Regularly Advertised in 
POST 
COUNTRY GENTLEMEN 


¢goLuMBUS 


EL ea aM ULL 121 


















Be D ) HECKETHORN MANUFACTURING & SUPPLY CO., LITTLETON, COLO. 


AUTOMOTIVE NEWS, JUNE 21, 1954 





Detroit Show Set 
For Jan. 29- Feb. 6 


. DETROIT.—The 42nd annual De- 
troit Auto Show will be held Jan. 
29 through Feb. 
6 at the Michigan 
State Fair- 
grounds, accord- 
ing to Hugh Gor- 
ey, 1955 show 
chairman. 
Gorey, presi- 
dent of Gorey 
Buick Co., said 
he hopes to make 
the show even 
bigger and better 
than this year’s 





Hugh Gorey 
show, which drew more than 250,- 
000 visitors. 


Members of the show committee 
are Al Roger, Al Roger, Inc. 
(Dodge-Plymouth); Ed Schoenherr, 
Stark Hickey, Inc., (Ford); Bill 
Hermann, Bill Hermann Co. (Hud- 
son); Omer Stotts, Stotts & Mur- 
phy (Lincoln-Mercury), Mt. Clem- 
ens; Al Long, Al Long, Inc. (Ford), 
and Paul T. Graves, executive vice- 
president of the Detroit Auto Deal- 
ers Assn. 


Demonstrators 
(Continued from Page 6) 
chased, and intended for ultimate 
sale, and consequently that in- 
come from sales of such automo- 
biles was to be regarded as or- 
dinary income and not subject to 

capital-gains treatment. 

In the case of Latimer-Looney 
Chevrolet, Kingsport, Tenn., the tax 
court determined that automobiles 
had been acquired with the intent 
of using them for company pur- 
poses and that they were to be re- 
garded in the same light as other 
capital assets of the business, so 
that upon sale a capital gains com- 
putation could be applied. 

In announcing this determination, 
the Bureau said: 

“Motor vehicles acquired by a 
dealer in the usual course of pur- 
chase for resale and temporarily 
used as ‘demonstrators’ are pre- 
sumably held for sale to customers 
in the ordinary course of the deal- 
er’s business. Consequently, no de- 
preciation is allowable with respect 
to such vehicles .. . and gain on 
their sale may not be treated as 
capital gain.” 

Referring to the court decision 
in the Latimer-Looney case, the 
Internal Revenue Service said 
that case “dealt with the tax 
treatment of profits on sales of 
certain vehicles which the peti- 
tioner contended were ‘company 
cars’ used in its business, 

“The Commissioner argued that 
they were ‘demonstrators. The 
court found, as a fact, that the ve- 

hicles were ‘company cars’ held 
primarily for use in the petitioner’s 
business and held, consequently, 
that gain from their sale was sub- 
ject to the provisions of Section 
117 (J) of the code. 

“A contrary finding of fact was 
made as to certain cars in the case 
of W. R. Stephens Co. vs. Commis- 
sioner, tax court memorandum 
opinion Aug. 8, 1951, affirmed 199 
Fed. (25) 665, which were found to | 
be ‘demonstrators’ held primarily | 
for sale to customers in the ordi-| 
nary course of business. 

“There is no conflict between the 
cases insofar as the law is con-| 
cerned. The decision by the court 
in each instance was based entirely 
on its findings of fact in the Lati- 
mer-Looney case, such findings are 
not subject to review by appellate | 
courts, therefore, no appeal was 
taken. The acquiescence entered in 
the Latimer-Looney decision is an 
acceptance of the determination in 
that case only.” 


The service further stated that 


Auto Stocks 


June 














16 9 High Low 
Am. Mtrs. 12% 12 14% il 
Chrysler 61% 59% 64% 56% 
GM 7134 683% 72% 58% 
Kaiser 2 2 2% 2 
Packard 3% 4 4% 3% | 
Stude. 18% 16% 23 14% 
Average 28.27 27.06 


Compiled from reports of trading on the | 
American and N. Y. Stock Exchanges. | 
| 





the determination of whether a | onstrator” or a “company car’: 


particular vehicle is a “demon- | 
strator” under the Stephens de- 
cision or a “company car” under 
the Latimer-Looney decision is a 
question of fact dependent upon 


the circumstances. 


It cited these factors in deter- 


|the dealer, 





mining whether the car is a “dem- '‘ ment. 
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Handy for brake drum cleaning. 





Blow-cleaning a carburetor. 


See your ARO Jobber 


ai ee aren. 


The methods by which the ve- 
|hicle is financed; the registration 
|of the vehicle; 
|which it is 
duration and extent of its use by 
and the requirements 
of the manufacturer as to its treat- 


insured; 


the manner in 
the nature, 





SO TC LE ELL LC I Ae ’ os gm n 


Cleaning jobs ‘‘under the hood’. 


New ARO Blow Gun Model 
7444 delivers air blast with 
absolute control—whisper or 
BLAST—for cleaning opera- 
tions in service stations, gar- 
ages and car dealer service 
departments. Throttle valve 
meters air exactly—just press 
for more pressure. 


. reduces costs for 
cleaning out brake drums . 


dis- 


Saves labor.. 


battery terminals 

tributors . . . carburetors... 
gas lines generator 
brushes . . . car interiors ... 


tires and under fenders ... 
many more uses. 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


Aro vinadseuen of Canada, Ltd., Toronto 1, Ontario 








_For your convenience 


June 1954 


| Woodside 77, Le ty N.Y. 


the OFFICIAL 


RENAULT 


FACTORY PARTS 
DEPOT 


Has been relocated at 
32-65 60th Street, 


Tel: AStoria 8-4500 





s LUBE EQUIPMENT 
Also...AIR TOOLS... 
GREASE FITTINGS 


AIRCRAFT PRODUCTS... 














RENAULT 


Or FRANCE 











Genuine Renault factory © 
parts can be obtained only ~ 
from this depot or an au- = 
thorized Renault dealer. 


© Guaranteed 24-hour serv- © 

ice j 

© Liberal discount to ga- 
rages and service stations 


Parts price list, shop manu- 
al and technical data avail- 
able. Mail coupon below 
today: 


RENAULT FACTORY PARTS pea 
32-65 60th Street, Woodside 77, L ' 
Gentlemen: Please send me eee 
otieied Renautt price list, shop manvel, ad a 


a 
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Down from 4.4 Pct. Last Year .. . 





Dealer Profits Scrape 
Bottom at .8 Pet. 


(Continued from Page 59) 


charted despite the fact that the 
average dealer boosted his total 
service sales by 13.5 percent over 
last year. 

For each new unit retailed in 
the first quarter, the average 
dealer sold $807 in labor and all 
other service and stockroom sales 


except accessories with new ve- | 


hicles. A year ago, his total sales 
were $711 per new unit retailed. 

Absorption rates dropped despite 
this service increase because of the 


sharp—17.6 percent—increase in | 


operating expenses. 


110 Top Salesmen 
Cited by Dodge 
At Dinner Affairs 


DETROIT. — The top 110 Dodge 
salesmen in the U.S. have been 
honored at a series of 24 dinner 
meetings held throughout the coun- 
try, R. C. Somerville, Dodge sales 
vice-president, revealed last week. 

Five salesmen in each of Dodge’s 
22 sales regions won top honors and 
prizes, which included for each of 
them a camera, an electric clothes 
dryer and a tape recorder. 





Attendance at each of the dinner | 


meetings was made up of salesmen 
who have won membership in the 


_ survey pointed out that deal- 

ers must trim operating ex- 

| penses more drastically than ever if 

| they are to survive. 

NADA said that figures on fi- 
nance reserves requested in its 
survey were not complete. Infor- 





e 
Dealer Picture 
At a Glance 
(First Quarter of 1954 
Compared with 1953) 
Up | Down 
Gross Profit ............. | 94% 
Total Expense .......... 15.7% 
Operating Profit ...... 
Used-Vehicle | 
Selling Price .......... | 
Gross Profit Per Used | 
RIMES WOOD sicsivccsscserss 
Used-Car 
Inventories ............ 5.4% 
Total Service Sales.. 13.5% | 
(Including Parts and Labor) | 
Service Absorption .. 


81.1% 
21.8% 


| 356.2% 


3.9% 





mation at hand, it added, indi- 
cated that they made up a large 
portion of the meager profits that 
were recorded during the three- 
month period. 

“Thus, it appears,” NADA said, 
|“that the automobile retailing in- 








Curb on Bootleg Sales 


OK'd by La. House 
BATON ROUGE, La.—A bill 
requiring auto dealers to show 


| 


| 
| 
| 


a contract with a manufacturer | 
or distributor before they can | 
sell new cars was approved by | 


the Legislature, 58 to 19. 
The bill has been sent to the 
Senate. 


‘Piggyback’ Plans 
Halted by ICC 
Until Jan. 15 


WASHINGTON. — The proposed 
“piggyback” service by six railroads 
was blocked until Jan. 15 by a de- 
cision of the Interstate Commerce 
Commission last week. 





The commission suspended the} 


special tariffs offered by the rail- 
roads for hauling highway trailers 
for a seven-month investigation— 
the limit under the law. 

It is believed that the action was 
taken to clear the air for hearings 
scheduled for June 28. There is a 
possibility the ban might be lifted 
before Jan. 15. 


Truckers had protested that the | 


roads’ proposals were not true pig- 
gyback operations, because the 
roads sought to avoid competition 
with their own service by reserving 
the right to unload the trailer and 
place the freight in rail cars for 
transportation. 


| 


| 
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to knock down 
extra sales 
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DEALERSHIPS 


AVAILABLE 


Dodge “400” Club, New members 4ustry has now gone full cycle, and 
| were inducted into the club and/is again, as in the worst of the 
presented with certificates and la-| Prewar years, dependent for its 
pel pins. Members qualifying for| very existence upon what outside 
the second time were given lapel| revenue can be garnered from cus- 















pins set with a ruby. ‘tomer financing and insurance.” 
ne —® 7 ° _ | eee for eee 4 @) ~ os rs 
BUICK 
. = 
How Dealers Are Faring CADILLAC 
. CHEVROLET 
On Expenses, Profits CHRYSLER THE 
(Continued from Page 59) DE SoTO 
“BEST BY TEST” 
Customer Labor Sales DODGE 
A Sal P of G FORD 
wort. “saree | REFRIGERATED AUTOMOTIVE AIR CONDITIONER 
1954 1953 “1954 1953 ° 
Pe MIRE GON Ennis ccssnscecscsess $291 $255 37.6 38.2 LINCOLN Cadillac Dealer says 2 “Since 1949 we've installed thousands 
a } 7 srveeenees coe ome ae MERCURY of Frigikar units — as many as 500 in a single summer . . . Frigikar 
VolumeGroupIV ............... $158 $165 49.8 OLDSMOBILE gets cold faster, allowing more comfort in city driving . . . Owners who 
Industry Average ................ $260 $225 41.0 PLYMOUTH buy new cars every year prefer Frigikar because this unit can be changed 
a PONTIAC from one car to another easily . . .”’ 
Includes labor, part i : 

i eee + Lincoln - Mercury Dealer says: ‘we have vsed and tested 


today’s most outstanding automotive air conditioners and, in our opinion, 
Frigikar is the finest and is priced right . . . lines are fully prefabricated 
... Saving up to 50% on installation costs . . . compressor doesn’t have 
to be removed to service valves, sparkplugs, etc. . . . Frigikar satisfies 
customers and builds sales . . .’”’ 


s 
Buick Dealer Says : “Frigikar is easy to install in our customer's 
car after he makes the selection of color and body style that we have 
in stock . . . gives our customers a factory-quality job.” 


Packard Dealers Please Note: trigixar is a stock item 


Average Sales 
Per New Unit 


Pet. of 
Gross Profit 
Retailed to Sales Absorption 
3 Mos. 3 Mos. 3 Mos. 3 Mose 3 Mos. 3 Mos. 
1954 1953 1954 1953 1954 1953 


$919 $833 30.9 29.8 50.5 51.5 
$814 $686 33.5 34.3 51.7 56.5 
$660 $529 34.9 35.0 56.3 56.9 
Volume Group IV $477 $509 36.5 33.8 54.2 58.1 
Industry Average $807 $711 32.4 31.8 51.8 53.9 


*The percentage of operating (or fixed and semi-fixed) expense covered by gross prof- 
it from all service and parts operations. Officers’ or owners’ salaries are included. 


“Sanennone Due to greatly increased 
production, we are now 
appointing a limited 
number of properly- 
qualified authorized 
dealers — the first time 
since 1949. Up to now, 
Frigikar’s production 
has-been sold without 
one factory salesman. 
Present dealers find 
Frigikar a valuable 
profit item. YOU TOO 


Volume Group I 
Volume Group II 
Volume Group IIT 


Ratio of Departmental Sales to Total Sales 













New Cars Used Cars Total Service Mise. 
ane _— one [ame ang Paste ine ae Oey with Packard Motor Car Company — available through your zone office. 
1954 1954 1954 1954 WITH FRIGIKAR! scene TRIO AR 
Volume Group1 .. 50.6% 28.3% 18.7% 2.4% WRITE TODAY FOR DEALER =e | Dealer Profits 
Volume Group II 53.3% 27.2% 16.7% 2.8% Fas / | SOAR WITH 


TESTIMONIALS AND 


FREE sebeueee i 


Volume Group III . 
Volume GroupIV . 
Industry Average 


58.9% 
63.2% 
53.5% 


23.8% 
19.7% 
26.7% 


15.1% 
13.7% 
17.3% 


2.2% 
3.4% 
2.5% 


THE HEAT! 









Breakdown of Dealer Expenses 
FIRST QUARTER, 1954 
(Percentage of Total Sales) 
















Volume Volume Volume Volume Indus- es 
— — ae — —- try == 
y Aver. met 
ee and ee ren 0.54 0.51 0.62 0.49 = SS eo AND = oe oo >] 
ation an elivery td 0.63 0.73 0.63 0.60 
ten nintendo PACEMAKER OF THE INDUSTRY Please RUSH 
salaries, commissions iin 1.98 2.23 2.20 2.21 2.10 re npn a 
Ab alter calniben ane whee. prices, specifications, etc. to — 
_ except mechanics’ .......................... 5.47 5.16 4.71 4.47 5.20 
Shop tools and supplies ............. 0.52 0.47 0.37 0.32 0.47 — ax 





Rent and expense in lieu of rent. 1.24 1.12 1.02 0.95 1.15 
Advertising, other than factory 

cooperative 5 
Insurance, other than building 0.45 0.37 0.32 0.28 0.40 
All other expenses 3.60 3.57 2.91 3.14 3.45 


Total expense , ; wo. 15.0 15.0 13.7 13.6 14.7 


= 


sis PR ce ae ieee 


POTENT TIT. OF REFRIGERATED 
1602 COCHRAN ¢« DALLAS, TEXAS I. Re 
phone Riverside 166] L. ype Vearersntp—____. —— 
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a 7 
Vaive-Gapper in position on 1954 V-8 Ford 





New, fm proved Du Pont 


OREL 


TRADE MARK 


Ponetratin 


Rubber Lubricant 


PREMIUM QUALITY—TAKES OUT SQUEAKS— 
KEEPS OUT SQUEAKS—WON’T WASH OUT 


“Orel” is an exclusive 
Du Pont formula. Un- 
like petroleum-based 
lubricants, it cannot 
harm rubber. It con- 
tains no castor oil or 
graphite...does not dry 
out or wash out even 
with repeated exposure / 
to rain and washing. :) 
“Orel”? stops squeaks 






i. 
— SS 


Use OREL to lubricate 
all these and many more 


and keepsthemstopped. 1. Bushings in Shock Absorber 
Order new, improved a 
e, p 2. Spring Shackles 
Du Pont “Orel” next 3. Sway Eliminator Bars 
time you talk to your 4. Motor and Body Mountings 
ees” noth- 5. Pode tnneteting Springs from 
ing e 1Ke it! 
FREE—as a ane 6. —~ jeactettons between 
et-acquainte er— 7. Metal-to-Metal Contacts be- 
os oti tween Chassis and frome 
Withevery 2-gallon pur- 8. Steering-Cotumn Rubber Bush- 


chase of “Orel,” this 
handy pol ethylene 
squeeze bottle. One shot 
from this anti-squeak 
“gun” has an amazingl 11. Rubber Hood Seals 
powertat silencing ef- 12. inner Tubes when Mount- 
ect! ing Tires 


ings 
9. Fan Belts 
10. Knee-Action Units 





DU PONT NC“7” PRODUCTS 





OREL silences squeaks ... BETTER THINGS FOR BETTER LIVING 
stops complaints! Put it in ... THROUGH CHEMISTRY 


your lubrication routine. teu 









Don’t Set Valve Gap 


“Close Enough*.. 


grt, / 









...the new precision instrument that utilizes an 
entirely new principle in adjusting valve clearance, 
or “gap” on valve-in-head engines. The Valve- 
Gapper assures micrometer accurate valve clear- 
ance adjustment and instant location of noisy or 
defective hydraulic lifters. 


® Reduce Valve Adjustment Time approxi- 
mately 50 per cent! 

® Check the Valve Gap Visually and get 
Micrometer Accurate readings BEFORE, DUR- 
ING and AFTER Adjustment. 

© The VALVE-GAPPER is Fast, Easy to Use— 
both hands are FREE to make adjustments 
while dial indicator registers exact setting. 

® Use the VALVE-GAPPER for instant location 
of defective hydraulic lifters. 

© Use the Dial Indicator for other shop tasks. 


MODEL 201—FOR GM DIESEL ENGINES 


Sasten. Enables mechanics, owners, operators to— 


® Adjust Valve Clearance 
© Time Fuel Injectors ® Balance Fuel Racks 





Order from Jobber or Write P&G Mfg. Co. 


| P&G MANUFACTURING CO. Dept. 6F 


2262 N. Albina Avenue, Portland 12, Oregon 
Please send me Valve-Gapper literature and prices. 


FIRM NAME 


I i iciaiieamaiias 
ADDRESS___ sam spsinrianieeniasieniiintinesiidigl amd iain 
Se scien riage erections 
Mechanic using Vaive-Gapper on Chevrolet ENGINES SERVICED_____ —— 
Engine. Nn 
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Eight Days Behind ’53 Pace... 





New-Car Sales Ease, 
But Top 2% Million | 


(Continued fr 


has been added to the margin be- 
tween this year’s sales and last. 


How June will stack up in over- 
all sales is still considered ques- 
tionable. At the rate established 
thus far, June sales apparently 
will fall just short of 500,000. 


But some market observers still 
| fear that an accelerated downtrend 
could develop before July 1, cutting 
the total somewhat farther below 
| the half-million mark. 


| Some dealers feel that they will 
be able to keep June sales at high 
levels with the aid of certain fac- 
tories’ policies, which have offered 
sales bonuses and “extra trading 
allowances.” The additional money | 
margin, they feel, will enable them 
to offer better deals and close more 
sales. 


| 
* * * 


EALERS don’t hesitate to admit 

that with operating profit ap- 
proaching the vanishing point in 
many instances, cash bonus pay-'| 
| ments will enable them to continue 
| driving tight deals. 

Used-car dealers continue to do 
business at a fast clip, although 
they, too, say that profit is diffi- 
cult to comb out of most of the 








| 
| 


both new and used cars is tighten- | | 
ing came from financial quarters in | 
several areas last week. It was re- 
ported that borrowing for install- 
ment purchases of cars, after re- 





maining constant for some time, is|! 
again showing an upswing. | ba 
In most places so far this year, || ~ 


cash purchases have formed a 
greater percentage of total sales ; 
than a year ago. Now the trend ap- || 
pears to be in the opposite direc- || 
tion. In some areas, car loans were | 
reported up as much as 20 percent 
over the same month of a year 
ago. 
. * * 

NE midwest dealer, however, 

disputed that claim by saying: 
“I can get financing for anything 
I sell. Finding the buyer is the 
problem.” 

Finding buyers at wholesale 
used-car auctions was no prob- 
lem last week. Sales activity was 
at the second-highest point it had 
reached in two months. 


in overall prices. A week earlier the 
total market dropped $10 on the} 
average price. Last week it fell $5) 
to $829, some $18 less than it had 
been a month earlier. 


| deals they are making. | 
An indication that the market for | — 


Heavier demand slackened, but |B f 
did not stop, the downward spiral | corey | 


om Page 1) 


price of ‘51s fell $2 to $747, while| 
’48s dropped $9 to $255. | 

Other price declines were: ‘47s, | 
down $7 to $212; '54s, down $5 to) 
$2,056, and ’49s, down $5 to $400. | 

Biggest demand _ centered | 
around 50s, and pushed the price 
up $5 to $548, the highest point 
reached in three weeks. A modest 
increase of $1 left ’52s at an aver- 
age price of $1,010, also the peak | 
for three weeks. 

Price spread between models af- 
ter last week’s adjustment was 
(previous week’s spread in paren-.| 
theses): '54 to '53, $649 ($641); '53 
to ’52, $397 ($411); ’52 to '51, $263 
($260); ’51 to ’50, $199 ($206); ’50 to 
49, $148 ($138); °49 to °48, $145 
($141), and ’48 to °47, $43 ($45). 


For the lowdown on dealer thinking, 


read John O. Munn’s column each week 
on Page 3. 


ee, — 
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DICTATE REP 


# 


While declines were widespread | —. 





—only two models escaped — they | 
were relatively moderate. Biggest | 
loss came on ’53s, a consistent loser, | | 
and amounted to $13, bringing the 
average price for that model down 


to $1,407, a new low. 
* - 





NEW low prices also were estab- | 
lished for ’51s and '48s. The 


First Suspect 
Indicted in Ohio 
Bootleg Case 


COLUMBUS.—With the first in-| / 
dictment handed down in an auto|- 
bootleg case, U. C. Felty, director of | | 
the Department of Highway Safety, | 
is continuing his investigations of 
other bootleg operations. 

Felty previously had promised a 
full probe of all bootleg activity in 
the state. 

The indictment charged that An- 
thony P. LaFatch, an elleged rack- 
ets figure in Akron, had used a 
fictitious name and address in ap- 
plying for new-car titles. He has 
pleaded innocent to the charge. 

The indictment charged that he 
bought 53 new cars from an Akron 
dealer and registered them in the 
name of a nonexistent car-rental 
agency in Miami. 

The cars, it was charged, actu- | 
ally were resold in West- Virginia, | 
Pennsylvania, Florida and Ohio, 
though through false registrations, 
payment of Ohio sales tax was 
avoided. 
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How They Fared 


New-Car Sales 


April vs. March, 1954 





TOTAL MARKET 


Kaiser 
Nash 
Oldsmobile 
Chevrolet 
Plymouth 
Studebaker 
Willys 
Cadillac 
DeSoto 
Ford 
Buick 
Dodge 
Hudson 
Lincoln 
Pontiac 
Chrysler 
Mercury 
Henry J 
Packard .. 


General Motors 
Chrysler Corp. . 
Ford Motor Co. 
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aR ACCURATELY-PROMPTLY? 


_INVERTER': 


Vv NEW DESIGNS 
“A” Battery Eliminators, DC-AC Inverters, Auto Radio Vibrators 


AMERICAN TELEVISION & Rapio Co. 
Zuality Products Since 1931 
SAINT PAUL 1, MINNESOTA— JU. S. A. 
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@ your car,: 


boat or plane |' 


a “rolling| 
office” | 
with 


for changing your storage bat- 
tery current to A.C. Househald | 
ELECTRICITY 


At 


ATR INVERTERS .. . especially 
designed for operating stan- 
dard 110 volt A.C. ... 


ee 


in your own car!! 
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{ 
TAPE RECORDERS , 
WIRE RECORDERS 
DICTATING MACHINES 
ELECTRIC RAZORS 


EXECUTIVES 
SALESMEN 
PUBLIC OFFICIALS 
POLICEMEN | 
FIREMEN | 
OUTDOOR MEN | 
REPORTERS | 
FIELD INSPECTORS | 
DOCTORS 

LAWYERS, ETC. 


your jobber or uncle factory) 
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Reverses Decision Wedding Salesmen, Mechanics . . . 


__ AUTOMOTIVE NEWS, JUNE 21, 


rr ee 
hngune withewh deen of combealg. Auto Old Timers 


NERB Ruling Splits Units 


(Continued from Page 2) 


dation,” claiming that each dealer- 


marked difference in the duties and|*ip was a distinct and separate 
the working conditions of salesmen situation. 


and office clericals from those of 
the service department employes. 
x x * 


Arthur Stringari, counsel for 


| Ford, Lincoln-Mercury and Buick 
| dealers, filed a motion objecting to 


7X THE absence of an agreement | consolidation of the hearings. The 
by the parties, they (the sales- | NLRB office in Detroit denied the 


men) 
service department unit.” 

The problem which this ruling 
probably solves has been under 
debate in New York City where 
the Inter County Automobile 
Dealers Assn. has filed an Amicus 
Curiae (friend of the court) brief 
with the NLRB, questioning the 
wisdom of permitting Truelson 
Motors (Dodge - Plymouth), of 
Long Island, to invoke the “Boga- 
jusa decision.” 

Truelson, in a dispute with the 
CIO Auto Workers, Local 259, had 
petitioned NLRB to include its 
salesmen and clerical workers in 
the same unit as its mechanics. 

The association sided with the 
union which had contended “that 


| the appropriate unit should consist 


of mechanics only, and that sales- 
men and clerical workers are in-| 
appropriate in the same unit with 


mechanics.” 
x * oe 


a. association, consisting of 27 


ne 


bat- 


ar!! 


ally 
tan- 


INES 


fony 


‘ed five shop workers who showed | 
up to go through a picket line of | 


New York City dealers, de- 
clared, “This case is of most seri-| 
ous import to the members of the} 
Association, whose position is that | 
the salesmen and clerical should | 
not be included in the same unit 
with mechanics.” 

In the brief, it was asserted 
that salesmen had been excluded 
from Local 259 since the late ’30s, 
that salesmen and mechanics are 
not homogeneous in middle-sized 
dealerships and that the working 
conditions, pay and time-on-the- 
job differed in each case. 

Claiming that the “Bogalusa de- 
cision” makes salesmen the cap- 
tives of a union in which they do 
not seek membership, the associa- 
tion argued that it tends to “dis- 


rupt the industrial peace attained | 
through the years of collective bar- 


gaining.” 


* * * 


a” THE drive to organize Detroit's | 


auto salesmen, violence again 
flared last week when police arrest- 


35 salesmen at Bob Ford (Ford), 





which has been on strike for sev- 


eral weeks over the firing of a/| 


salesman. 


Police said they found pieces of | 


hose weighted with lead in the cars 
of the men and charged them with 
carrying concealed weapons. How- 
ever, Assistant Prosecutor John 


| Balose refused to grant warrants, 


ruling that illegal searches were 
made, and the men were released. 


Police were also called to Bob 
Ford’s the following day to break 
up a fistfight between a picket, 
George Kastran, and a customer, 
Tillman Green, who allegedly 
tried to drive through the picket 
line. Both were arrested for dis- 
orderly conduct. 

Late last week, Circuit Judge 
George B. Murphy granted a tem- 
porary injunction banning picket- 
ing at Bob Ford’s until June 26. He 
acted following a complaint from 
John Ford, president of the dealer- 
ship, that customers and employes 
were being molested by pickets and 
that the pickets were blocking en- 
trances. 

Also in Detroit last week, the 
NLRB ordered “consolidated” hear- 
ings on 30 petitions for elections 
filed by the AFL Salesmen’s Union, 
Local 376. 

Under this plan, the hearings for 
all dealerships handling the same 
make will be held simultaneously. 


| Henry Lower, business agent, had 


expressed a. preference for this 
plan, 

NLRB officials said his prefer- 
ence didn’t matter and that, fur- 


tual | thermore, it was extremely common 
os | to “consolidate” cases which were 


a 
a 





1D 


80 similar. 
* * oe 


EALERSHIP representatives 
have been opposed to “consoli- 











will be excluded from the} Motion, and Stringari said he would 
| appeal now to the board in Wash- 
| ington. 


The hearings are set as follows: 
June 23, Chevrolet dealers; June 
24, Chrysler-Plymouth; June 29, 
Buick; July 1, Pontiac; July 2, 
Nash; July 6, Ford, and July 12, 
Studebaker. 

In St. Louis a stalemate has de- 
veloped between some 100 new-car 
dealers and 1,500 of their shop em- 
ployes in negotiatons for a new 
contract. 

Executives of the Greater St. 
Louis Automotive Assn. have re- 
jected a union request for a wage 












New Resealing Process 
with Du Pont ‘‘Seven-ite’’ 


Now, after Spray Glazing a car, 
the dealer can give the owner a 
quick and easy way to “reseal’’ 
the job. By applying Du Pont 
“Seven-ite” from time to time, 
the owner can “reseal” the fin- 
ish and extend the life of the 
Spray Glaze. Your wholesaler 
will tell you about this plan and 
how to obtain “‘Seven-ite” with- 


out extra cost. 








increase and offered to grant a 
number of union-proposed changes 
in the contract that expired May 31. 
Rus. B. Hammond, manager of 
the Association, said that wage in- 
creases had been granted willingly 
before because economic conditions 
and the automobile business justi- 
fied such increases. This year the 
average profit of auto dealers na- 
tionally has fallen to 0.8 percent 
before taxes, he said. 
* * * 
j peox dealers refused to accept a 
proposal for 10 and 12%-cent- 
hourly increases made by the AFL 
Machinists and the AFL Teamsters. 
The unionists have voted to strike, 
but no such action was indicated 
last week. 

Meanwhile, Chrysler Corp. and 
Local 844 of the CIO Auto Work- 
ers have agreed to transfer work- 
ers from the Dodge assembly 
plant in San Leandro, Calif., to 


NOW BETTER THAN EVER— 


DU PONT SPRAY GLAZE 


OUTSHINES THE BEST WAX JOB 
PAYS YOU MORE PROFITS 


1954 


The personnel office of the San 
Leandro plant, which is slated to 
cease operations this year, is at- 
tempting to obtain other employ- 
ment in the area for workers who 
have been laid off. 

- * * 

AST week, President David J. 

McDonald called together the 
policy committee of the CIO Steel- 
workers after McDonald was told 
by U.S. Steel Corp. that the firm 
had rejected the union’s wage offer 
but would go along with some 
fringe benefit proposals. 

This was taken by many as an 
indication that a quick settlement 
was in the offing, possibly with 
the union getting five to eight 
cents an hour, 

On another union front, Nat 
Weinberg, UAW-CIO research di- 
rector, last week outlined the 
UAW’s guaranteed annual wage 
plan for 1,500 Ford workers, who 
are expected to take the lead in the 
struggle for the GAW next year. 

Weinberg said the hourly wage 
is “morally wrong” because it treats 
the worker as a mere tool and 
“economically stupid” because it 
leads to inventory pileups. 


q 


ERE’S the modern low-cost, 
high-volume way to give the car 
finish a protective gloss—improved 
Du Pont Spray Glaze has been proved 
better and faster than wax by leading 


63 


Form Chapter 
In Philadelphia 


PHILADELPHIA. — “The auto 
business is a depression-proof busi- 
ness,” R. A. Harp, president of 
Auto Equipment & Service Co., Inc., 
told the organizational meeting of 
the Philadelphia Metropolitan Coun- 
cil of the Automobile Old Timers. 


Harp, acting as chairman of the 
group, made his remark in a wel- 
coming address. 

Col. Willard F. Rockwell, a di- 
rector of the Old Timers, was 
honored guest and speaker. 

Other special guests included H. 
Earl Pitzer, acting director of high- 
way safety for the state, and Claude 
S. Klugh, general manager of the 
Pennsylvania Automotive Assn. 

National officers — Clifford M. 
Bishop, president; Frederick H. 
Elliott, executive vice-president; C. 
Ray Palmer, treasurer, and Alfred 
Reeves, vice-president—also were 
present. The Philadelphia Council 
will be comprised of members from 
eastern Pennsylvania and southern 
New Jersey. 





Why you will like 
Du Pont Spray Glaze 


/, Outshines the best wax job. 
* Lasts as long as or 
+ Saves time and labo 


* Spray Whole car 
+ Interrupt the 
* Costs fittle 


Pray gun, 


longer than, wox, 
i; 


glass is Needed, 
Ot one time, 
10b if yoy wish, 


shops with o 
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Better Things for Better Living... through Chemistry 


auto-service organizations from coast 
to coast! Spray Glaze gives you a big 
competitive advantage. This fast, 
spray-on glaze cuts man-hours, in- 
creases profit per job! 

And customers like the brilliant 
long-lasting glaze that protects an en- 
tire car, including hard-to-get-at 
places. Their repeat business keeps 
Spray Glaze paying off. 

Why not get started in a profitable 
Spray Glaze business now. Send the 
coupon for full details. 


‘ stienienntiensiatanntienteastneteetietete teeta ta . 
jE. 1. du Pont de Nemours & Co. (Inc.) | 
Specialties Sales Division | 
| Wilmington 98, Delaware 
| Yes, I'd like full information as soon as | 
| poceibie about setting up a profitable | 
Pont Spray Glaze business. I under- | 
| stand I am under no obligation. Please 
| also tell me about the resealing process | 
with Du Pont “‘Seven-ite.” | 
| (Na me) | 
| | 
{ (Firm Name) | 
' 
( Address) | 
{ | 
| (City) (State) | 
a ee se ce ee ee ee ee ee a 
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: ; Top Auto Officials 
Flash-A-Call Service Control} Due at Opening WHEAT can guarantee 
Increased 


Of N. Y. Thruway 
My 


ALBANY. —Nine top executives 
Paid 


of the automotive and associated ORM TE MEE A g an al 
Labor 


industries will be among the hon- 


FLASH - A - CALL 
CAN DO IT FOR YOU TOO! 


, : - : . rg 
mile stretch of the New York State | 5 aa fe ari ul ide: 
AS SERVICE CONSULTANTS 


Thruway between Lowell and West 
Henrietta. 

We know the problems of your shop, how to increase your 

paid labor, establish peak customer relations, raise absorption 


Alfred P. Sloan jr., former pres- 
ident and now chairman of the 
figures, eliminate misapplied help, prevent lost motion and 
lower your internal costs. 


board of General Motors, is chair- 
SURVEY WITHOUT OBLIGATION 








man of the honorary committee, 
according to L. Judson Morhouse, 
executive director of the New 
York Good Roads Assn. and gen- 
eral chairman of the Thruway 
celebration. 

Other representatives of the auto 
and allied industries on the hon- 
orary committee are: 

Paul G. Hoffman, chairman of the 
board of Studebaker; Harvey S 
Firestone jr., chairman of the board 
of Firestone Tire & Rubber Co.; E. 
D. Bransome, president and chair- 
man of the board of Mack Motor 
Truck Corp.; Ernest R. Breech, ex- 
ecutive vice-president of Ford Mo- 
tor Co.,; L. L. Colbert, president 
of Chrysler Corp.; P. W. Litchfield, 
chairman of the board of Goodyear 
Tire & Rubber Co.; George W. Ma- 
son, president of American Motors 
Corp. and head of the Automobile 


































We will personally analyze your shop, submit our recommen- Manufacturers Assn., and James J. Modern “electronic brains” —a staff of 
dations, layout and costs. Nance, president of Packard. mo oy 
NO COST GUARANTEE Officials estimate anywhere ftom seasoned experts ae photographic offset 
is Sas Seedadl Ge & @ der tated basta, 0 compiete peegrem os 100,000 to 150,000 people will witness printing —the NADA Official Used Car 
e ns on a asis, a e i 1 th te. ° . a 
lease or by purchase, guarantee to increase customer paid ee ee ee ee Guide uses all of these to help —_— ee 
labor and parts sales 25% or you owe us nothing. racy. But these can only guarantee accuracy 
WE TRAIN YOUR SERVICE PERSONNEL Jacobson after the necessary data is in the hands of 
Relieve your service manager of detail so that he can think; (Continued from Page 2) the National Automobile Dealers Used Car 
eliminate job follow up for service salesmen so that they Evansville (Ind.) plant, which up Guide Company. 


to that time had been assembling 
Plymouth cars and employed 600 


have 8 hours a day to sell instead of 3 or 4; relieve shop fore- 


man of job assignment so that he can watch the quality of Preliminary to editing and printing the 


the work turned out and the mechanics that cut corners. Meet workers. Under Jacobson’s direc- book, the all-important factors in producing 
with your mechanics to show them how they can make $25 to tion it grew into an ordnance an accurate used car guide are: 
$40 more per week by eliminating lost motion between job unit with 12,000 employes and an — A dependable source of information 


change-over and the present wait at the parts window. 
APPOINTMENT 


Wherever you are located, a man who will not waste your 
time will contact you for a convenient time to discuss our 
program, without obligation. Please state your name and title, 
make of car handled and the approximate customer paid labor 
including parts that your service department is now doing. 


FLASH-A-CALL SERVICE CONTROL 
1112 So. Wabash Avenue, Dept. AN-93. Chicago 5, Illinois 


— Current reporting of the market 
— Reflection of market conditions in 
individual regions 


Each of these factors is present in the 
NADA Official Used Car Guide, for it is 
based on reports submitted by thousands 
of reliable businessmen every 10 days. These 
reports are grouped into six regional divi- 
sions, processed by “electronic brains,” and 
published — every 30 days—by the most 
modern printing process. 





A. vanderZee 


C. L. Jacobson 
ammunition, bomb and tank out- 





put worth more than $3 billion. You can always depend on the NADA 
ao aoe oe -* Official Used Car Guide for that “guarantee 
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Alfred J. Wittman 
ROCHESTER, N. Y.—Alfred J. Wittman, 








52, owner of Wittman Motors (Ford), died bis Fi bene fe % 
. June 8. He also was owner of four other ' 
businesses in this area 
21-FOOT UMBRELLA FOR CAR LOTS— he ae : tore beter 


Paul W. Baker 
The McParland “GREAT” UMBRELLA (21-foot erent) and new “WHIRLABOUT,” the LAFAYETTE, Ga.—Paul W. Bak 52 
“GREAT” UMBRELLA that turns, are now working for progressive lots in 43 states, o- operator of Baker Motors, died a. 9 
coast te coast. A “GREAT” UMBRELLA will make your lot more ottractive—hel Satay’ after a brief illness. 
SRELLA CO Division of MCPARLAND Avving Corp.'7a2'& W. Bin Sirect, Mimi, Ploride oe ee 
orp., 74 21 
C. Dudley Armstrong 


LANCASTER, Pa. —C. Dudley A rm- 
strong, a director and former vice-presi- 
dent and secretary of Armstrong Cork Co., 
& S died June 8 in Haverford, Pa. He was 65. 

Mr. Armstrong who was the grandson of 
the founder of Armstrong Cork, had re- 


Home Owner A 4 tired as secretary and vice-president last 
we September. 


* * * 


IN PORTLAND... Elmer H. Menger 


H — : 
67.2% OF ALL FAMILIES OWN THEIR HOMES eales ‘manager ‘tr te Chicago ‘atvision of 
: General Tire & Rubber Co., died here June 


10. He was 60. Mr. Menger spent more 
HERE iS YOUR The Oregonian reaches 60.7% ‘han 30 years in rubber-industry sales 


work. He joined General Tire in 1936 and 
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Dealers who do all or part of their own 
financing can get HIGHER PROFITS | with 
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In Competitive Bid... 








Chrysler Opens New Test Track 


(Continued from Page 1) 


high-speed 4.7-mile track—proved 
its effectiveness when several new 
closed track records for stock 
ears and racing machines were 
put on the books of the American 
Automobile Assn. 


A 1954 Chrysler New Yorker set 
a world’s speed and endurance rec- 
ord for stock cars with a 24-hour 
average of 118.184 miles per hour. 
The car traveled 2,836.42 miles dur- 
ing the run, and the record was 
made in spite of 26 pit stops for 
fuel, tires and change of drivers. 

* * +* 

oo the dedication day cere- 

monies, Jack McGrath, AAA 
racing pilot and holder of the fast- 
est qualifying time at the Indian- 
apolis Speedway, set a new closed 
track record for racing machines 
by driving his Hinkle Special, pow- 
ered by a four-cylinder Meyer- 
Drake engine, over the Chrysler 
track at the speed of 179.386 miles 
per hour. 

In another speed contest, Betty 
Skelton, Raleigh (N. C.) auto and 
aircraft record holder, drove a 
Dodge Firearrow, powered by a 
modified Red Ram V-8 engine, to a 
women’s closed track speed record 
of 143.442 miles an hour. 

Col. Art Herrington, contest 
board chairman of the AAA, told 
Automotive News that the rec- 
ords would undoubtedly stand 
for several years, since the Chrys- 
ler test track is the only one at 
the present time where such 
speeds are obtainable under rea- 
sonably safe conditions. 


Zeder told Automotive News that 
the most important aspect of the 
high-speed track is that the track 
will “test the machine — not the 
man.” The carefully banked turns 
are so constructed that speeds of 
up to 140 miles an hour are possi- 
ble without “side thrust.” 

- * * 


— comment was emphatically 
brought out by the record-at- 
tempting drivers. McGrath, who 
made the highest speed of the day, 
said that he “just kept his throttle 
to the floor, hung on to the steer- 
ing wheel, and the track did the 
test.” 

After witnessing official recorded 
speed runs of 179 mph. on an oval 
with evident capabilities of han- 
dling speeds above 200 mph., it is 
natural to ask why a car manu- 
facturer should find it necessary to 
use such an extremely high speed 
test track. 

According to Zeder, the answer 
is found by looking beyond the 
figures and evaluating their sig- 
nificance. Engineers say that the 
value of such test work is in ac- 
celerated life testing. Information 
on wear and durability is ob- 
tained more quickly by “working 
the car harder” and driving at 
sustained high speeds greater 
than those normally experienced 
on the road. 

A presentation of the 12 “idea” 
cars of the corporation was made, 
as well as safe-driving demonstra- 
tions by DeSoto, and the presenta- 





Test Tracks, Too, Have Changed in 40 Years— 

Opening of the new Chrysler Corp. proving grounds near Chelsea, Mich., last week 
fecalled the "Dodge track in Detroit, which was built in 1915. A steep incline of 
Wooden planks and an oval track were used to check engine and brake performance. 








tion of 22 of the best cab drivers 
in the U. S. by Plymouth. 


A truck-driving demonstration, in 
which truck manuevering of the 
highest order was displayed, was 
presented by “Sammy” Chapin, sis- 
ter of Roy Chapin jr., and daughter 
of auto pioneer Roy Chapin of Hud- 
son Motors. 

The program was completed with 
several thrill show acts by Joie 
Chitwood and Irish Horan. 

+ + * 

PPEARANCE of the gas tur- 

bine-powered Plymouth was one 
of the most interesting demonstra- 
tions for the press-day crowd. 

Members of the proving ground 
staff drove the car through a series 

of manuevers to show the agility 
of the car and its performance 
characteristics. 

While the use of gas turbines 
in the family car is still quite 
far away, according to George J. 
Huebner jr., director of turbine 
research, the fact that prototypes 
of the engines can be made to 
work successfully in passenger 
cars is a large forward step. 

“It is impossible to say how long 
it might take to work out such 
fundamental problems as availabil- 
ity of necessary materials and the 
development of new manufacturing 
techniques,” Huebner said. “How- 
ever, we have demonstrated that 
our engine cycle is a practical one 
—not theoretical or exploratory.” 

Huebner disclosed that the 14.9 
miles per gallon fuel consumption 
mark had been achieved at speeds 
of about 40 miles an hour. 

Many industry sources have pre- 
dicted that gas turbine engines will 
not appear in common usage for 
cars for 10 years or more, but that 
certain installations of turbine pow- 
er will be more common on trucks 
and other commercial vehicles a 
year or so earlier. 

* * 


HE 4,000-acre, multi-million dol- 

lar facility, which was started 
in February, 1952, is said to be the 
world’s largest automotive road 
testing center. The Chrysler prop- 
erty measures approximately three 
miles north and south, and two 
miles east and west. 

Included in the new facility is a 
60,000 square foot experimental ga- 
rage and office building; a road 
maintenance garage; a gravel-sur- 
faced endurance road; the 4.7-mile 
oval high speed track; two straight- 
away strips (north and south, 2.23 
miles long, east and west, 1.59 miles 
long); a water bath 100 feet long, 
15 feet wide with a maximum water 
depth of six inches; a sand pit and 
special grades and inclines. 

The special grades are yet to 
be completed, the company said, 
but are to be a 32 percent grade 
400 feet long, a 15 percent grade 
830 feet long and a 7 percent 
grade 1,720 feet long. 

In addition, a mud pit is to be| 
constructed, where controlled mud | 
depth and consistency will be avail- | 
able. The mud pit will be about one 
mile long, Chrysler said. 

The management of the proving | 





* 





grounds is headed by James C. Zed- 
er, vice-president and director of 
engineering and research; A. B. 
Couture, executive experimental en- 
gineer; Ira E. Johnson, general 
manager of the proving grounds, 
and A. W. Steckling, chief engineer 
of the proving grounds. 

The company said that more than 
2,500,000 cubic yards of earth were | 
moved in preparing the roadbeds 
and tracks, and that nearly 100,000 
square yards (20 acres) of sod were 
required to prevent erosion of the 
embankments. 

+ * * 


N BUILDING the oval track and 





and two straightaway tracks, | 


about 60,000 cubic yards of concrete 
was used in paving the facilities. 
Special limestone aggregate, mined 
at Drummond Island in Lake Hur- 
on, was used, and 960 tons of steel 
was used to reinforce the oval 
track. 

According to Chrysler, 235 per- 
sons will be employed at the prov- 
ing grounds. The largest single 
group of employes is 125 drivers 
and mechanics for road tests and 
evaluation. A majority of the em- 


ployes make their home in one of | 


the 26 neighboring communities. 


Even with the extensive Chel- 
sea facilities, data gathered at 
the proving ground will not elim- 
inate the need for information 
gained through road testing in 
different parts of the country, ac- 
cording to Zeder. 

Included in the areas where spe- 
cial testing is done is Canada, Mex- 





ico, Alaska, California, North Caro- 
lina, North Dakota and Florida. 
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You can sell ém if you show em! 


wew AMMCO SAFE MIKE 


sells drum turning... 
sells drum replacement 
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(a real micrometer) 
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You can prove to your customer 
that he needs his drums turned, 
or new drums, when you use the 
Ammco Safe Mike 


ONLY $3350 COMPLETE 
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\AMMCO TOOLS, ING. / 
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See your Ammco jobber for details! 


AM MCO TOOLS, INC. 2108 Commonwealth Ave. * North Chicago, Ill. 
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about 64 percent. Packard is shoot- 
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Cars and Trucks, 


U.S. and Canada.. 144,146 170,269 142,971 405,039 3,919,729 3,546,020 
*Revised, Miscellancous includes Autocar, Corbitt, Mazmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U, 8. totals include cars and trucks for military orders. 


Auto Production Holding 
Steady at Lower Level 


(Continued from Page 1) 


South Bend. It had been closed for 


adjustment of inventories. 
Chrysler Corp.’s car output was 
up a bit, with Dodge operating on 
a four-day basis after two weeks 
on a three-day schedule. The 


Plymouth assembly were on five 
days. 
The Ford division scheduled Sat- 


urday work in one plant. 


* * * 


PERENNIAL production head- 


tive News, Detroit 26. 


WANTED—SERVICE MANAGER familiar 
with all phases of service work at a well- 
established Buick dealership in northern 
Florida. Modern equipment, good salary. 


State age, education and experience in 
own hand writing. Box 3843, c/o Auto- 
motive News, Detroit 26. 





SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 


with top-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, INC. 
Room 1021, 





GENERAL MANAGER, presently employed, 
in large Ford dealership, 600 car fran- 
chise. Have been here five years, have 
had many years of experience in all 
phases of the automobile business. Seek- 
ing a connection with a factory; prefer- 
ably with a factory who now is using a 
dealer development program or who is 
going to put such a program into effect 
in the near future. However will accept 
a position of any type whereby my ex- 
perience can be helpful to factory or 
their dealer organization. Reference as to 
character, integrity and honesty gladly 
furnished. I am looking for a challenging 
opportunity. Will also consider offers 
from farm implement manufacturers. 
Thoroughly understand farming. Will an- 
swer all replies and go anywhere to be 
interviewed. Will be available about 
August. Can justify availability and rea- 
son why I am seeking this type of posi- 
tion. Write Box 3863, c/o Automotive 
News, Detroit 26. 





AVAILABLE—-FAMILY MAN, age 37. Be- 





dealership or firm. Middle aged, married 
man. Experienced in management, sales, 
parts and service. Training obtained dur- 
ing competitive period. References and 
resume furnished. Box 3887, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET PARTS MANAGER avail- 
able. Young, married. Experienced in all 
phases of department and dealership. 
Consider assistant’s position if attractive. 
Interested in any reasonable offer. Box 
3883, c/o Automotive News, Detroit 26. 








GENERAL MANAGER. Presently employed 
in two ‘‘Big 3’’ dealerships moving 1500 
units annually. Strong background sales, 
business management, parts, service. Top 
references. Desire to become associated 
with volume ‘‘Big 2’’ dealership on salary 
and percent of net profit basis. Prefer 
New England, middle Atlantic states but 
will locate wherever opportunity lies 
Married, 34 years old, college graduate. 
Box 3884, c/o Automotive News, De- 
troit 26. 


SERVICE OR GENERAL manager. Exec- 
utive, volume operator. Capable. Service. 
Sales. Owners relations. Personnel. De- 
veloping. Forget your troubles my con- 
trol. Available soon. References. Box 
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7 W. Madison, Chicago 2, lil. gan 


Chrysler division and DeSoto re- A ache—“heat” walkouts and 


Detroit 26. 


mained on three days for the 
third week. Dodge truck and 


GM Sues Indiana 
For $5.3 Million 


INDIANAPOLIS.—A claim for a 
$5.3 million tax refund hag been 
filed with the Indiana Gross In- 
come Tax Division by General 
Motors. 

The claim was the largest of its 
kind in the state's history. Indiana 
State Auditor Frank T. Millis said 
no action would be taken on the 
claim pending a decision on a sim- 
ilar suit filed earlier by Bendix 
Aviation Corp. to recover $653,000. 

GM spokesmen said any refund 
would revert automatically to the 
Federal Government since the State 
tax was included in charges against 
the Government for defense pro- 
duction. 


plant shutdowns—cropped up last 
week. Nash’s Kenosha (Wis.) plant 
knocked off at midday Tuesday 
(June 15) when temperatures be- 
came uncomfortable. 


The industry’s production last 
week compares with a total of 
158,642 vehicles—141,461 cars and 
17,181 trucks—for the like week 
of 1953. 


Thus far this year, 2,776,086 cars 
have been built. At the correspond- 
ing point in 1953, cars had sur- 
passed the three-million mark, 
reaching 3,055,179. 

Trucks to date for 1954 total 524,- 
715, in contrast to 611,870 last year. 


Canadians Ask Tax Relief 


OTTAWA. —A brief filed by 17 
municipalities in the Niagara area 
of Ontario urges the Canadian Gov- 
ernment to eliminate the excise tax 
on lower-priced automobiles. 


SERVICE MANAGER with Buick 








experi- 
ence, capable of handling $15,000 to $20,- 
000 customer labor in a Buick dealership 
located in Tennessee. Box 3860, c/o Au- 
tomotive News, Detroit 26. 


WANTED — EXPERIENCED saiesman, 25 


to 45 years old, to take charge of truck 
department and sell new and used trucks. 
Apply W. H. Nielsen, Nielsen Chevrolet 
Co., North Platte, Neb. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 


name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


GENERAL MANAGER — Age 


area of 200,000. Advanced gradually to 
general manager. Now free. Can justify 
availability. Will start in any capacity 
needed with solid firm where might 
eventually buy in as owner prepares for 
retirement. Excellent references. Prefer 
the west but will consider east coast. A. 
D. Wolfe, 1603 North Smith, Spokane, 
Wash. 


SERVICE MANAGER — Aggressive exec- 


utive type. Twelve years service and 
parts department experience. Can handle 
all phases service operation. Desires im- 
mediate and permanent position. 222 N. 
San Antonio, Apt. 5, Ontario, Calif. 


35 years, 
married, 2 children. Associated with a 
leading dealer for a number of years. 
Know all phases of management and 
financing. Will produce high profits from 
low investment. Prefer commission and 
full management control. Box 3894, c/o 
Automotive News, Detroit 26. 


FORMER DEALER, INDEPENDENT, fit- 


teen years’ experience management and 
selling. Sales leader New England for 
several years. Age 43, college and law 
school graduate. Prefer connection in 
New England—automobile, factory repre- 
sentative or associated line. Box 3875, 
c/o Automotive News, Detroit 26. 


as automotive accountant in trade | 


3866, c/o Automotive News, 


DEALERSHIPS AVAILABLE 


SOUND, PROFITABLE INVESTMENT in @ 


year-round vacation land near Denver, 
Colorado. Ideal climate to fish, hunt and 
ski. Established Chrysler- Soe deal- 
ership. 1953 sales over $480,000. Good 
lease, modern garage and facilities. Total 
price $35,000. Reasonable terms. Present 
owners moving up to larger dealership. 
Box 3871, c/o Automotive News, De- 
troit 26. ae 


SOUTH FLORIDA DEALERSHIP avail- 
able handling Chrysler-Plymouth. Single 
point. Sixteen years’ successful operation 
by present owner. Inventory or book 
value. Satisfactory lease with used car 
lot adjoining on main street and high- 
way. Population 6,500. Box 3870, c/® 
Automotive News, Detroit 26. _-_ 


DEALERSHIP HANDLING Chrysler-Piym- 
outh. 75-100 cars. 
county per capita in U. S. Excellent fa- 
cilities; very small investment required 
Box 3889, c/o Automotive News, Detroit 
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oot- DEALERSHIPS AVAILABLE 


DEALERSHIP WANTED | CARS WANTED OFFICE EQUIPMENT FOR SALE 


- j 
CHEVROLET IN MICHIGAN. Experienced | 
GM operator desires active financial in- | 
terest or will buy medium sized deal 


CARS FOR SALE 














‘in } SINGLE POINT DEALERSHIP UNDERWOOD BOOKKEEPING 


SOMETHING NEW CADILLAC - OLDS 





sh- complete for cash. Factory approval as- | | MACHINE 
le Handling Lincoln and Mercur sured. All lies held strictl fiden- Ww. 
y 9 Yy tial, Box $o58. c/o ‘eis Bene, USED CARS DELIVERED ANTED 8 register, 2 cross footer, single control 
to |} '" Central California city of over 110,000 Detroit 26. We have fer sale @ alee selection of Wanted — 100 new, 1954 Oldsmobile blade, model D.A.D. In service short time. 
: : | r | | 7 
population and 165,000 trading area. Have| CHEVROLET, BUICK, OLDSMOBILE or 98 sedans and Cadillacs, preferably East End Nash Company, Inc. 


Re GM dual with Chevrolet — for 100-200 | fleet leased 1953 Chevrolets, Fords and 








seg | had the franchise since 1938. The best with Frigidaire. Also 98 Holidays, i i 
they | Wecation in the city, A beautiful showroom Stricuiy confidential, Box. 3869, c/o au. |Plymouths in all body styles. These cars| super and 88 sedans. We transport. {| us Avenue Cleveland 12, Ohio 
ame} o 2 corner. With a good lease, The shop tomotive News, Detroit 26. can be delivered to your door regardless Call or wire immediately. 


is well equipped and the mechanics are| GM OR FORD PRODUCTS within 50 miles : ; : 
tops second to none; are all local men and have | New York City. Will invest $50,000- | of location. Phone or write for informa- 
proven their honesty. The department heads | $100,000. Factory approval assured. Box tion: 


SHOP EQUIPMENT FOR SALE 


FOR SALE — SURPLUS shop equipment. 


Don Pierson—Olds Cadillac Co. 
Eastland, Texas 














the} *@ @ very high type. The salesmen are | Detroit $8. 
much above the average. This is a going ~ —— —_ 
BUSINESS OPPORTUNITIES 





card Ss 3851, c/o Automotive News, Detroit 26. Dodge-P1 th ts. Steel bi Et 

’ " enced and th arts depart- | & ymou parts. Stee ns. c. 
em are well experi nc n e parts Pp | CHEVROLET — 200-350 units. Must have Robinson Auto Rental, Inc. | Chambers Motor Co., Inc., 3863 South 
: ment has a quick turn over, All the per- | tential “ Grand Biva., St. Louis 18, Mo. 
ject, ; : | good, growing potential. Am approved, 229 s. St Phi Se. 
a sonnel are friendly and the service customers experienced individual. Strictly confiden- Hanson St. ladelphia, PARTS FOR SALE eee —— 

ve tial. Box 3895, c/o Automotive News, 1. E. Spatig, Used Car Manager MISCELLANEOUS 


OES OEE 
| ONE SOURCE FOR 


Sherwood 8-1500 BOYS: REST UP CHEAP! 8 room house, 


half mile from Lake Ontario, 5 miles 








business and a real opportunity to invest in 














also Ford tractor and implement, in West 
Branch, Michigan. Present operators re- 
tiring after many years in business. Exe | 
cellent opportunity for anyone interested. 
Martin & Larocque, West Branch, Mich. 
Phone 640. 


Our New Model 


TOW BARS 


LEAD IN SALES... 


News, Detroit 26. PHILADELPHIA 43, PA. _ nan « ae One day serv- 
ce. ca: aiiowance on 
SARATOGA 7-2300 SHERWOOD 7-1700 || OPaere All. Shi COD Phone 





e8- . en 7 ; —— from Henderson harbor in that cool 
ion |? wealthy community. Buyers shall take over; CAR DEALER OPPORTUNITY! The only Adirondack country. Oil heat, new in- 
+ + d new cars. All Chrysler-Plymouth dealer in a_ lovely GM & UMS PARTS ; 
rh- jeases, equipment, parts and n cars. town 500 miles from New York is getting 1 sulation, sun porch, deep well, orchard, 
are inventories are in good balance. Buyer must too old and seeks an active partner to ATTENTION DEALERS e od Ss, Ss ae ae 
be acceptable to the Lincoln-Mercury division take over his $1,000,000 yearly business. | | one ~ Poe =o net Call 
< of the Ford Motor Company. All inquiries in Old established firm enjoys fine reputa- SPECIALIZING IN THE SALE OF | JOBBER DISCOUNTS a redenburgh, Delhi, N. Y. Phone 
a. tion in the community, makes money— EX-TAXIS . - 
full confidence, | but not nearly as much as more active as hi h as 50% on REPLACEMENT Atitmn tmint tees 
ices | management could produce. Want a sea- | Excellent Bodies - Good Motors - Heaters 3 a gg ag A gy ce 
dis- | Box 3893, c/o Automotive News, Detroit 26 soned, successful dealer-operator to take Upholstery New UMS parts seuvestiiae teas ae  Goler ocd a 
ce f beckoned a ease tS ae cae BUY NOW — LOWEST PRICES EVER — hour service. ‘Boston Big Buck Feeducte, 
nal! WONDERFUL OPPORTUNITY for young Oat cf ite io & emailer town, and can 1950-1951 DISCOUNTS INCREASED 278 Cambridge St., Boston, Mass. 
res- or middle aged man to own business. eventually net from $25,000 to $30,000 a - 
ros- Well established franchise handling year or more for himself. Our associates | Plymouths — Fords — Chevrolets ON BUICK PARTS ENGINE REBUILDING — Crankshaft 
Dodge-Plymouth. Chicago suburban city know of this ad. Reply in confidence to 1¢ 00 e grinding and metalizing. John P. Hughes 
ore 51,000, obo Geline a “Ta, Box 3891, c/o Automotive News, Detroit ° 5 60 7o tgaubere’ Vines 800 Commerce 8t., 
P ’ ’ . = ’ , 26. , ~ 
1 of Gearmituare ariel MARCO COmtit OVER GOO, = ci elaine MORRIS FREEDMAN (Examples Gulck Muller fetes at 
o 9 iv ilid- BUSINESS OPPORTUNITY: Franchises $10.00. Y. ly $4.69 
000 for $28,500. Attractive lease on build .00. Your cost only 69) 
sale ing and lot. Box 3890, c/o Automotive available handling Ford car and truck 54th & LINDBERGH BOULEVARD | 
° | 
| 
| 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 





GORDON BUICK 


DEALERS SAY 











o test doll \ ‘ (formerly Robertson Buick) | 
ae ur greatest doliar values are at | 
Consult a Specialist || 1000 S. Wabash Ave. Chicago 5, Ill. 
LEO J. KLEM MAKE MONEY! CARL MARKER'S Wabash 2-1008 | VALUE AND... 
. bis, FORT WAYNE TPERFORMANCE 
412 Fisher Bidg. Detroit 2, Mich. and live in the Sun year AUTO AUCTION REBUILT AND BLOCK tested engines— . 
around. Ford, Mercury. Crankshaft grinding. Meet I.C.C. Requirements 





Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. | 
OPEN ALL NIGHT MONDAY 
| Phone E 1254 Phone E 5209 
| 324 West Main Street, Fort Wayne, Indiana 


Competitive prices. Sharp Manufacturing 


let and 
DEALERSHIP HANDLING Chevrolet an Oa, Wekseneiit, Chin. 


Oldsmobile in eastern Penn. community 
of 5,000. Complete modern building and 
equipment. Experienced staff. Excellent 
used car facilities. 1953 volume over 100 
units. No used cars or receivables to 
buy. Selling to handle larger deal. Box 
3872, c/o Automotive News, Detroit 26. 


MOTO-MATIC 
TOW ® GUIDE 


and 


BRAKE-MOBILE 


TOW « PILOT 


| will sell you my NEW-USED 
PARTS AND AUTO ACCES- 
SORY BUSINESS. 

Located at Pensacola the 
fastest growing City on Flor- 


TIRES FOR SALE 








Attention—Used Car Managers 


Make your used cars easier to sell with good 
used tires. 10,000 matched sets of used, per-| 
fect Goodyear, Firestone, U.S. Royal, Good- | 
rich at 75% off list, 








TWENTY YEAR ESTABLISHED dealer- 
— ship handling DeSoto-Plymouth. Excel- 














lent location. Factory approval could be sda’ We Guarantee Checks 
obtained. 75 cars sold annwally. De- ida’s prosperous Gulf Coast. Dealers Only ante ae.38 A nas 
ee ee a Trade area population 144,- [| 670x15 $5.65 800x15 $7.53 . 
= an tei i _ * Hi 820x15 $7.85 with Automatic Brake 
sat AUTO AGENCY ee SYRACUSE AUTO AUCTION — Cyclin reed See tnege muoniiticn of" array | Conant Os eae 
oft a ff Service. AAA. Over $260,000 yearly gross. The business is housed in a unt toe ee surplus used truck tries at low prices. 
La ey ne le town; cative ay weet ot Sieve . on chs end title ALLIED TIRE SALES At Any Price 
dis- | land. Building, apartment up; land; 7 room modern brick building, the We guarantee s s inal 2 alanine de Rectan ahd | 
trol, [| home adjacent; separate lot; storage buiild- Located on U. S. Route 11, 3% miles south Broadway and Atlantic Ave. amden, N. J. | 
ora. | ing; equipment; stock—all priced for quick wrecking yard and shops, of Srocuse cubarte, 7h miles — rr Write Today For 
can sale. j | of Routes an reyhoun: us service - J | 
nent A. KORYTA, INC. completely fenced, cover a Auctioneer A. y. Zo9g, Jr. "lad Galan ahaa Ga ae ce Tairates Guneiny 
mol %3 The Arcade Cleveland, Ohio * rving \. Mondore, Uwner Morrie Bloom, P. O. Box 193, Mansfield e ee 
ws city block. 3, Ohio, Factory Sales Division 








: TRUCKS FOR SALE — Z 

PARTS PANEL FOR SALE — Cheap. 
Mounted on F-600 Coe. Poteau Motor 
Co., Poteau, Okla. 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
|| Phone WO 2-5257 All Dept's. 


“Leaders In The Industry" 


Age | DEALERSHIP HANDLING Lincoln-Mer- 
| in cury—150 car franchise. 96 miles from 
and Los Angeles. Desert resort town. Terrific 
vol- drawing potential. All new and modern 
the equipment. Small parts inventory. Good | 
co- lease. No real estate. Principals only. | 
uth- Must have factory app. Box 3838, c/o) 
ws, | Automotive News, Detroit 26. | 


DEALERSHIP FOR SALE. Handling De- | 


Will lease on low rental basis. 
This is a@ going business, 
grossing $12,000 monthly 
and this can be increased. 





NEW 1954 CADILLAC 75 


8 passenger sedan, black finish, fully 
|f equipped with everything except air 
conditioning. $1,500 below list. 





BUSES FOR SALE 





New & Used School Buses 


Other business interests force For Immediate Delivery 























a Soto-Plymouth, 100 miles from Detroit. , 
able o - 7 | : ; 1950 White Wayne, 60 passenger; 1949 GMC 
ried Paton ee ore ne oree id ana|f me to sell for $20,000 on ee, He or awe Oneida, 60 passenger; 1953 Ford B-700 Su-| Since 1939 
les, land: body shop 26’x48’. Value of build- t Albuquerque Auto Sales perior, 60 passenger; 1953 Ford B-750—Su- | 
jur- . ’ : erms. perior 60 passenger; 1952 Int. Wayne, 54) 
and oe —" ry —— ‘gd oe Mise 6200 Central S.E. Albuquerque, N. M. passenger; 1950 Mack-Superior, 60 passenger 
80) , 813. uipmen . Lom ° onge ‘ ‘ . 
uto- $1,000. otal value, $53,563. Priced for William J. Fade, Owner Telephone 6-606! National Bus Sales Co., Inc. 

; " ‘ asl 101 N. 33rd St. Philadelphia 4, Pa. EASTERN DRIVERS AVAILABLE 
cain quick sale, $38,000. Owner must sell—has | 2716 Cervantes Street Pho BA 2-7605 : 
oak other business interests. Modern, new, P la, Florid ne ‘ | Have immediately available, 25 responsible 
pS ey "Phone 84461 | | tedividech, sow caddiog te SURE tee 
~4 No used cars or accounts receivable. Box — TINNIN AUTO AUCTION EXCESS SHOP EQUIPMENT? leaving city, who will pick up your car in 

. ve News, it 26. . one A f th 
a ene oe | _A closed dealer auction e Chea ond den fe es a fe 
ke DEALER SERVICES | EVERY TUESDAY—11:00 A.M. hy on oot Oe extra equipment now cele: ten Gender eld Gee 
= Agency Handling Buick +2 . ae = Saas. BUCKWALTER STADIUM standing idle in your shop? | Seattle, Washington: Anchorage, Alaska. 
ies, | [" South Arkansas oil country. City of 10,000 : ; An advertisement in this section is the| 


Write Assistant Personnel Mgr. 


OTIS CLARK COMPANY 
110 S. Dearborn St. Chicago, Ill. 


storage. 21533 Mound Road, P. O. Van 
Dyke, Mich. Detroit Phone Jefferson | 
6-8257. | 
TALBOT’S INVENTORY SERVICE, 124 


Meridian, Miss. 


Telephone 5524 - 9533 - 9274 
All checks and titles insured by Fidelity | 


lop population with diversified industries. 100 to 
ted 180 car contract. $25,000 for parts and equip- 
ary ment. No real estate. Excellent building on 


answerl 


AUTOMOTIVE NEWS 














= lease. S. Woodward, Birmingham, Mich., Mid- | Insurance Co. of Tenn. 

sk Write Box 3892, c/o Automotive News, west 4-5355. | a <a Goan as ae 
te. Detroit 26. | Plenty of clean cars to pick from | pr meen erarnnaemamente crenata ane ear ee 
OO INVENTORY SERVICE BILL TINNIN, Owner 


— DEALERSHIP HANDLING PONTIAC in 
ec- the beautiful state of New Hampshire. 
ce Trading area of 40,000. Over eighty new 
De- deliveries last year. 65% service absorp- 
on- tion last year. Land and buildings can 
30x 
26. 


BUYING OR SELLING A 
DEALERSHIP? 


@ Buy Right @ Sell Right 


Parts—Accessories—Equipment 
© © A disinterested certified physical 
inventory will save you money © @ 


DON'T GUESS—BE SURE 


AUTO AUCTION 
TIM ANSPACH 
"“Midway,"’ Stop 20 
Albany-Schene-tady Road 


ALBANY, N. Y. 
(For Dealers Only) 


New Subscription Order 


be leased or purchased. Parts and equip- 
ment to be sold. No used cars or ac- 


Send Automotive News to Address Below 
for One Year $8 [|] or Two Years $14 [_] 


counts to buy. Twenty-nine thousand. 


Write Box 3882, c/o Automotive News, 












































making small investment with privilege 
of buying up to 50% out of profits. 
- Have been connected automobile business 


Our booklet explains a simple, time saving 
method of accurately handling A.F.A.'s. 


Jobber [1] Insurance (] Financial [] Supplier [) 


| neer new as possible. We will buy from 
| @ truck to a train load. 
| 


a Detroit 26. Call ‘ | 

na or write for service details. 

er, LEADING INDEPENDENT MAKE in Iowa AUTOMOTIVE INVENTORY EVERY MONDAY ... 12 NOON * e 2 | 

_ _~ oo a. anne Seones | SERVICE CO Member of N.U.C.D.A. and N.A.A.A., Inc. for which check is attached [] or send bill T] | 

. er ears. absorption. - a 
od tory onan. Purchase inventory and | 10040 Freeland, Detroit 27, Mich., WE 3-6445 | 
tal equipment. Attractive lease. Selling due ange: rage Cane at wholesale prices. | 
to sickness. Box 3828, c/o Automotive New ork deaier having connections in 
iD. | _News, Detroit 26. 7” | buying repossessed cars would like to AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. | 
e- ie INVENTORY SERVICE | contact out of town dealers who may be | 
CALIFORNIA AGENCY handling GM dual. PARTS, ACCESSORIES & EQUIPMENT | interested at wholesale prices. Box 3897, 

= Located in one of the richest, productive | MODEL, YEAR & OBSOLESCENCE REPORTS | «Automotive News, Detroit 26. OO svc dena eiscckuadescaswes cBdiadeepcs vases eee ae nee <a 

il agricultural areas in the state. Inventory Fast service rendered ee 7 a as | 

gle gy ee L. Davis, 530 E. Main, Call or write for details : _ CARS WANTED: a (AAS ASAE CARMA ANDERE RARRORSCARORREDERONADERSODO REREAD eceeeameke | 

- Sa ALLIED INVENTORY CO., INC. 

ar | TOR SALE OR LEASE — Completely | 1916 E. 79th St. a ieee Chicago 49, Ill. . win niasleahalaaaue x wapals baoase eae tenanees arariae Jévautnicaeayaneteene i 

equipped auto agency, Rhinelander, vis- sex | 

> consin—heart of north woods. Building | 1380 Penobscot Bidg Detroit 26, Mich. | Attention Dealers Ie NN Sn occas casks capes sanedascebeaes? — fare 

/ five years old, ‘‘Big Three’’ franchise. WOcdward 2-8242 | 

= Available to qualified party. Box 3854, | One of the largest automobile and truck City Siete | 

m- c/o Automotive News, Detroit 26. dealers in the middle west wants ‘50 to eee eee ewes eeeees Cee eee eee eeeeerereee se eeeeeee ee eeeeeee | 

ts i 

Z DEALERSHIP WANTED — GM DEALERS 54 model Chevrolets, Fords, Plymouths, TRADE CONNECTION: | 

rd. WOULD LIKE TO TAKE over manager- STOP A.F.A. LOSSES Pontiacs and Buicks, lots of Cadillacs. As , | 

oft ship of Chevrolet or Buick dealership, ane Car Dealer (1) Truck Dealer [) Manufacturer [] 
| 





25 Years. Prefer south, southeast or $5.00 postpaid Call 4600, Joplin, Missouri and EE Oss vcs siavenieccdbinsaddeiens Wibisiaxteanseaneneeeee f 
Southwest. All ndence confiden- 

tial, — 3868, aa aaa News, A.F.A., BOX 113, NEWTOWN, OHIO ask for Hi Dollar Joe Burtrum | 6-21-54 J 

Detroit 26. } eee 














Success 


Story 


of Three Chevrolet Dealers 








M. J. BILGERE EXPLAINING “CARLIFE” TO A CUSTOMER. 


NEW CAR SALES UP THANKS 
TO CARLIFE REPEAT CUSTOMERS 


One of St. Louis’ foremost Chevrolet 
dealers, Bilgere Chevrolet Company, 
has been a user of Carlife for the last four 
years. Aggressive M. J. ““Mike’’ Bilgere, 
writes, ‘“‘We should like to convey to you 


_ again our satisfaction with Carlife Guar- 


anty, having just reviewed its strong in- 
fluence on our business during the past 
four years. Carlife customers are now 
forming the nucleus of our valued “re- 
peat business” as regards new car sales. 
They are also responsible for maintain- 
ing our service volume at its present high 
level despite the intense competition that 
now exists in the repair field.” 


Yes, new car sales PLUS added Service 


OVER 80% 
CUSTOMER RETURN 


Charles Chevrolet, Inc., Worcester, 
Mass., has been an enthusiastic user of 
Carlife since 1949. Charles Maykel, 
Officer of Charles Chevrolet and cur- 
rently president of the Mass. Dealers 
Association, says, “Over 80% of our 
““Carlife’’ customers have returned for 
regular maintenance work which is a 
high percentage. I wholeheartedly rec- 
ommend “Carlife” to any fellow dealer 
who wishes to build up his service volume 
and keep good customer relationship.” 


But, here again . . . there’s more to the 
story! Mr. Maykel goes on, “Also, our 
cost in customer claims has been run- 
ning only 15% of our Carlife Sales In- 


Fill out the coupon today, or clip it to your letterhead and send it on to us. We'll 
send you full particulars about how you too can use this amazing plan to increase 
your customer good will, and your profits. Naturally, there is no obligation! 


Absorption are potent benefits of Carlife 
Guaranty. But that’s not all! Mr. Bilgere 
goes on, “Although the Carlife operation 
itself has been most gratifying as regards 
the ratio of claims to receipts, it is in the 
steadying influence of a large volume of 
Carlife customers in this competitive 
market that we have realized our greater 
long-range advantage. Carlife has proved 
a happy arrangement for our customers 
and our business, and we felt that we 
must again advise you of our complete 
satisfaction with its results.” 


Small wonder with the above results, 
that Bilgere Chevrolet is one of the out- 
standing dealers in the St. Louis area. 





Left to Right, Edward Molinari, Manager, Charles Maykel, 
Treasurer, Charles McGuiggan, Service Mgr. 


” 


come.” Naturally, this means a solid 
profit on Carlife in addition to the 
Service Absorption. 


If your service return of new car cus- 
tomers after warranty is less than 72%, 
it'll pay you to investigate Carlife now! 


with CARLIFE GUARANTY 


No question about it, Carlife Guaranty supplied the sales PLUS these 
dealers needed to: 


Make more new car sales 

Substantially increase Service and Repair orders 

Get over 80% of new car customers coming back to the 

dealer for Service 
Just apply these three benefits to your business. What a difference they 
would make in your operation! That’s why we want you to read over 
thoroughly what these aggressive, wide-awake dealers have to say... 
you'll find facts and figures that make sense to you. That’s because they 
answer the vital problems you're faced with every day. Then—mail the 
coupon below. Get all the facts on how you can have more sales—more 
profits, during the tough selling ahead. 





William J. Wink, Jr. (left) giving a check for payment in full to a very satisfied customer. 


CARLIFE INCREASES REPAIR 
ORDERS AT WINK CHEVROLET! 


Alert William J. Wink, Jr., Vice President of Wink Chevrolet, Detroit, 
Michigan, says, “When initiating new ideas in our business, we us- 
ually do so with a tongue-in-cheek attitude. Not so with Carlife; it is 
the best seller in our Service Department. It gives us the opportunity 
to further the selling of related operations—wheel packs, front end 
adjustments, muffler and tail pipe replacements and brake adjustments. 
Carlife is to me an opener, the tool to get the customer in. Once he is 
inside the Service Department door, our selling job begins. But the 
fact remains that he perhaps would not be there if he felt no obligation 
toward the upkeep of his car and the Carlife Guaranty he purchased. 


“As a closer to a Carlife adjustment I find that a check made out to the 
Guaranty holder for the amount of the repair chargeable to Carlife 
seals the feeling of good will. Cash in hand, is what he likes! His car 
breaks down, he has Carlife coverage, the repair is made, we pay him 
for the work performed, and his indorsement on the check con- 
sumates the operation. 


“Yes, I will continue to sell and service my customers on Carlife, a 
repeat spark of life for my business.” 


The CARLIFE GUARANTY CO. - 


16501 Wyoming, Detroit 21, Michigan 
Telephone: Diamond 1-2388 





Tell us, without cost or obligation, all about the Carlife Profit Story: 


Name of Dealership 





Jo ee 


ccna sian A 
Make of Car. . 

Address 

eee State. 








